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ction Offerings 
atinue Climb; 
Ratio Off 


Cars on Block Average 


224 After Series 
Of Steady Increases 


By Robert M. Lienert 
Associate Editor 

HE crop of used cars has 
breached such bountiful propor- 
that last week the average 
ale auction offered 224 units 
* gale, the first time this year 
the weekly average topped 200. 
ove average for the 
to date has been 156 cars 
week, according to auction 
tors’ reports to Automotive 


Low point of the year was 
tached in the first week of Jan- 
ry when the average was 96 
The market remained more 
less steady until mid-March 
m offerings began to climb. 
s . . 
TARTING with an average of 
130 offerings for the report of 
th 21, the figure has gone up 
dily. Week by week, in order 
then, the average has been 
145, 167, 148, 152, 167, 192, 198 
224 


' Over this same period the 
ratio has slipped down- 
In late March, 77.9 per- 
of all cars offered at a group 
representative auctions were 
tked down. 
last week, this sales ratio had 
ded to 62 percent. 

By applying averages, it can be 

certained that in the final week 

March, the average wholesale 

i-car auction saw 111 cars sold 

d 31 turned back to the owner. 

Last week, according to the av- 

there were 139 cars sold at 
auction, an increase of 28 

’s over the March week. 

” * = 
MORE immediate impact, 
however, was the fact that last 
there were 85 cars left un- 
bid at the average auction. 

And so, as overcrowded used- 
car lots force more units into 
‘the wholesale arenas, more auc- 
tion black sheep are being cre- 
ated. Most dealers dread taking 
back home these cars that don’t 
sell the first time around. 

Seldom is there anything so cold 

used-car field—wholesale or 
fetail—as a piece that has failed to 


ao wee 


Make the grade at auction. This is 
(Continued on Page 4, Col. 1) 


Top Cars 


New-car registrations for three 
7 plus seven states for 


Pos. 1954 Pos. 


300,995— 1 
Chev. 300,258— 2 
Buick 110,859— 3 
oe 101,415— 4 

74,144— 7 
85,436— 5 
16,725— 6 
37,685— 8 
28,680— 9 
21,430—11 
20,777—12 
24,189—10 
19,647—13 
13,254—14 
8,302—16 
9,3385—15 
4,461—17 
1,874—18 

6,004 

Total All Makes 
1,245,510 
Further details on Page 40. 
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Car Production Eases, 


But 4 Millionth Vehicle 
Beats ’94 by 2 Months 


Walkouts, Breakdowns Drop May Pace Below April; 
Chrysler, ‘Independents’ Are Hardest Hit; 
Truck Output Holding Steady 


By Martin L. Whitmyer 
Staff Writer 


— at Chrysler Corp., 
plus labor troubles and me- 
chanical breakdowns at American 
Motors and Studebaker, cut slightly 
into output projections last week 
as U. S. auto manufacturers rolled 
an estimated 175,769 cars from as- 
sembly lines. The previous week 
saw 177,650 cars produced. 

Truck production last week re- 
mained steady at 30,975 units, 


~. | just 15 units below the 30,990 tr 


Arkansas Gov. Orval E. Faubus drives a 1925 Chrysler through the check lanes 
to open Car Safety Check Week in Little Rock and North Little Rock. On the running 
boards are Mayor Almon C. Perry, of Nort, Little Rock, left, and Mayor Pratt Remmel, 


Little Rock. The Little Rock Automobile Ded 


ers Assn. joined with the Arkansas State 


Police, city police departments, auto supply Wealers, tire dealers and service garages 


in offering free safety checks to all cars. 


Anti-Coercion 
Makes Gains in 


By Maynard M. Gordon 
News Editor 
— oughta be a law to stop 
those factory men!” 

Time was when‘that oft- 
expressed wail of franchised deal- 
ers fell on the heediess ears of 
legislators and public alike. But no 
more. 

Twelve states—three of them 
this year alone — now have 
adopted factory - dealer licensing 
laws. Factory coercion of dealers 
is specifically forbidden in 11 of 
the 12 states. 

Latest state to adopt a coercion 
code was Minnesota. Votes of 92-16 
in the House and 60-0 in the Sen- 
ate forwarded an anti-coercion bill 
to an approving Gov. Orville Free- 
man. 

. * s 


*Yes’ Votes Substantial 


HANKS to the efforts of their 

new-car dealer associations, 
Arkansas and Tennessee had earlier 
in 1955 joined the ranks of coercion- 
banning states by comparable top- 
heavy majorities. And Indiana 
chimed in with a unanimously ap- 
proved resolution establishing a 
two-year legislative inquiry into 
factory-dealer coercion. 

North Carolina and Wisconsin 
(the latter, one of the pioneer states 
in licensing makers) still are con- 
sidering legislation restricting auto 
manufacturers. A factory-dealer li- 
censing law is before the Tar Heel 
state’s Legislature, while Wiscon- 
sin’s Senate only last week sent 
over to the State Assembly a li- 
censing law amendment designed to 
prevent factories from naming new 
dealers in areas already adequately 
served. The vote was 22-8. 

Texas’ Legislature continues to 
wrestle with a dealer licensing 
bill which does not provide for 
regulating factories. Used-car and 
new-car dealer groups have been 
feuding bitterly over provisions of 
the bill, which has won Senate 
committee approval after coming 
over from the House. 

A law requiring factories to get 
licenses was enactéd by Colorado. 


ee Lawmills in Missouri and Wash- 





ates™ 
ington shelved soa) ELROD) 


ion bill fell by the 
wayside in last-riinute adjourn- 
ment rush af Jefferson City. 


Effect of Laws Argued 
tase *the 1955 legislative 
season, the following states had 
Officially subacribed to factory- 
dealer licensing laws: Florida, 
(Continued o@ Page 50, Col. 1) 


erected during the previous 
Last week’s output w: 
percent of Automotive“ 
three-year index, as Ger ae 
with 1739 percent . Qurin, 
week ended May 7.” 
The cutback frém record levels 
— the last tWo weeks wrecked 
g popes the’Makers might have 


here is a record-break- 
fm during the final week of 
, apparently will have to 
tt with a production of ap- 
prokimatély 733,000 cars in May. 
‘ Sutput on record is March’s 
510 cars. 


* Truck output is expected to hit 


approximately 128,000 in May, or 
just about on par with April’s pro- 
duction of 128,508 trucks. 

* * o 


N=t milestone in sight for the 
manufacturers is the produc- 
tion of the four millionth vehi- 
cle of 1955, which is expected to 
roll from assembly lines next Wed- 
nesday (May 25). The same mile- 


stone was not reached until the 
last week of July last year. 

The production of the four mil- 
lionth vehicle by combined U. S8.- 
Canada operations was reached 
last Wednesday (May 18). 

Should uction continue at its 

ce throughout the last 

f the month, the industry 

wgtild complete the first five months 

th a total output of approxi- 

mately 3,615,000 cars and 520,000 

trucks. That is 41.4 percent ahead 

of last year, when the makers pro- 

duced 2,453,708 cars and 470,387 
(Continued on Page 53, Col. 3) 


Bootlegging High 
In Nine Areas, 


« * 

Drying Up in 6 
A SURVEY by Automotive News 

in 17 widely scattered areas 
revealed last week that bootlegging 
was still “blooming” in nine locali- 
ties, that it was “drying up” in six 
sections and that it was unchanged 
in two territories. 

There is little doubt but that 
the twin forces of factory pres- 
sure and competition are having 
an adverse effect on bootlegging. 

However, bootlegging is far from 

dead and many dealers are solidly 
behind NADA’s anti - bootlegging 
legislation in the belief that boot- 
legging is merely dormant at pres- 
ent in certain areas and that it 
(Continued on Page 4, Col. 1) 


Car Scrappage Sets New Record 


A RECORD number of cars was 
scrapped during 1954, when 
3,500,000 wound up on the junk pile, 
according to preliminary estimates 
revealed last week by the Automo- 
bile Manufacturers Assn. 
Scrappage of trucks amounted 
to 600,000, estimated, for an 
overall vehicle figure of 4,100,- 
000. This compares with the pre- 
vious record of 4,065,000 in 1953. 
Despite this record scrappage, 


vehicle registrations in the U. S. 
during 1954 increased to 58,589,863, 
a gain of 4.10 percent over 1953, 
according to the Department of 
Commerce. 

In actual units this is a rise 
of over 2,300,000 and included 48,- 
498,870 passenger cars; 9,342,647 
trucks and 248,346 buses. 
Passenger-car registrations in- 
creased 4.40 percent over 1953; 
trucks 2.80 percent and buses 1.90 


Inside Automotive News . 


Problem: Now that he’s the man without an 


association, who’s going to speak for the used- 


car dealer? Page 12. 


Buying Plans: Analysis of 20 major American 


markets. Page 50. 


Forward Look: Chrysler division briefs its deal- 
ers on competitive plans for future. Page 7. 


Sales: Records continue into May. Page 6. 


New-car, truck registrations and new-car prices, Page 40, Used-car 
auctions, Pages 6, 37. Production by makes, Page 53. 


percent. The overall gain of 4.10 
percent compares with an increase 
of 5.70 percent in 1953 over 1952. 
* = * 

ILORIDA showed the greatest 

increase of all the states with 
8.20 percent; followed by Nevada 
with 8 percent, and Louisiana with 
7.10 percent. 

California led again with 5,698,- 
842, followed by New York with 
4,392,875; Pennsylvania with 3,553,- 
981; Texas, 3,506,599; Ohio, 3,300,486, 
and Illinois, 3,087,792. 

These six states accounted for 
just over 40 percent of total U.S. 


| registrations. 


Motor vehicle travel on roads and 


| streets in 1954 was estimated at 


577 billion vehicle-miles which was 
a gain of 3 percent over 1953. 
Travel last year was 67 percent 
greater than in 1941, while motor- 
vehicle registrations were up 68 


percent over 1941. 
- & = 


HICLES consumed over 44 bil- 
lion gallons of gasoline and 


| other fuels during 1954. State taxes 


on motor fuels yielded $2,295,228,000. 
Approximately 6.2 billion gallons of 
motor fuel were exempted from 
taxation or the tax was refunded 
because of use in agriculture, avia- 
tion, industry and by government. 

The state taxes on gasoline 
ranged from three to seven cents 
per gallon and on diesel and other 

(Continued on Page 46, Col. 4) 
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FTC Reports After 4-Month Study: 


Auto Mergers Aided Competition 


WASHINGTON.—The “dilemma” 
of the antitrust agencies in the 
mergers in the auto industry was 
resolved in the public interest, ac- 
cording to a report issued by the 
Federal Trade Commission after a 
four-month study. 

While noting the tax incentives 
in the Willys-Kaiser merger, the 
report stated clearly that this 
was not of paramount concern. 

“The Nash-Hudson, Kaiser-Willys 
and Studebaker- Packard mergers 
have posed a dilemma for antitrust 
agencies; namely, is the public in- 
terest best served by permitting the 
independents to merge and thereby 
to strengthen their competitive po- 


sitions, or by attempting to force 
them to continue to compete inde- 
pendently with the three dominant 
companies at the risk of possible 
eventual disappearance of at least 
some of them through total with- 
drawal or bankruptcy? 

“This dilemma,” the report con- 
tinued, “was in fact resolved in 
favor of permitting them to 
merge, thereby increasing the 
combined companies’ ability to 
compete with the Big Three.” 

However, the report noted, 
“Willys-Overland in becoming the 
earning asset in the merger ob- 
tained Kaiser-Frazer’s past losses 


Business Barometer 


Auto Production—206,744 cars, 
trucks in week vs. 148,653 year ago. 

Business Failures — 233 in week 
vs. 248 a year ago. 

Jobless Claims—1,399,600 vs. 2,- 
181,800 year earlier. 

New-Car Sales — 1,618,936 to 
date vs. 1,245,510 year ago. 

New-Truck Sales — 190,963 to 
date vs. 202,406 year ago. 

Oll Stocks — 276,314,000 barrels 
an increase of 1,338,000 in week. 

Retail Sales — $15.5 billion in 
April, up $1.2 billion over a year ago. 

Steel Output — 96.3 percent of 
capacity vs. 97.2 week before. 

Treasury Bills—1.427 percent per 





Plan to Hold Price Line 


year discount vs. 1.440 week before. 
Used-Car Prices—$833 in May 
to date vs. $851 in April. 
Wholesale Prices—110.4 percent 
of 1947-49 index, unchanged from 
week before. ‘ 


* 


Common Stocks 
My May 
18 i 
Am. Motors 10% 11 
Chrysler 76 75% 
GM 95% 95 
Kaiser 3% 3% 
s-P 11% 11% 


39.30 39.32 


1955 
High 
13% 
82% 
107% 
4% 
15% 


Average 





Ford Dealer Stocks:‘8 Days’ 


SAN FRANCISCO. — Ford divi- which is now producing 560 vehi- 


sion dealers 
supply of less than eight days, less 
than one-third of 
their normal 
quota,” according 
to Robert S. Mc- 
Namara, Ford 
vice-president and 
general manager. eer 

He made this ‘od 

statement last ee 

week in response eng 

to a press confer- a 

ence question on a ~ 
whether Ford had 

asked its dealers 
to take on more cars in anticipa- 
tion of a UAW strike. 

Results of an Automotive News 
survey reported in the May 16 
issue show that the average 
dealer stock is in excess of 30 


days. 

In San Jose the same day, L. D. 
Crusoe, executive vice-president of 
Ford Motor Co., said that “cars in 
the hands of Ford Motor Co. deal- 
ers average 14 days’ supply.” 

With McNamara at the confer- 
ence, Henry Ford II, Ford Motor 
Co. president, said his firm has “no 
plans to increase automobile 
prices.” 

Commenting on western sales, 
McNamara said that about 11 per- 
cent of Ford’s total sales were in 
the west. However, he predicted 
that western sales’ rate of growth 
will increase over the rest of the 
nation. 

Earlier Ford spoke at the dedica- 
tion of Ford’s new plant in subur- 
ban Milpitas, near San Jose, Calif., 


Female Feat 
Girl Service Drivers Cut 


Auto Damage 


NEW YORK. — Damage to cars 
in the service department of Don 
Allen Chevrolet Co. has been re- 
duced by the use of girl “car- 
parks.” 

One of the first girls hired was 
pretty Swedish-born Myra Sahlin, 
who has yet to scratch a fender, 
even though she spends her entire 
day whipping cars and big trucks 
around the four-story garage at 
227 W. 61st St. 

The female car-parks, dressed in 
blue and white uniforms, were first 
hired by Don Allen seven years ago. 
Besides getting publicity for the 
dealership, the girls have paid off 
by cutting shop damage. 





“have a nationwide | cles daily. 


“In the two years that have 
elapsed since the return of the 
buyer’s market, we at Ford Mo- 
tor Co. have thrived on competi- 
tion,” Ford said. “But the man 
who benefits most is the con- 
sumer. Under the goad of com- 
petition, automobile manufactur- 
ers and all other businessmen 
must constantly seek new ways 
to improve their products and 
services and to give the customer 
more value for his money.” 

He predicted that competition 


R. S. McNamara | would increase in the years ahead, 


and said his company welcomes 
the challenge. 

“We ask those who seek to 
shackle free and open competition 
to reflect for a moment on the con- 
sequences,” Ford continued. 

“The short-range effect of soften- 
ing the struggle might be to afford 
a measure of protection for those 
in a weaker competitive position. 
The long-range effect could only be 
to put a damper on America’s con- 
stantly rising standard of living 
by penalizing the most important 
man in our economic system, the 
consumer.” 

Sharing the program with Ford 
was California Gov. Goodwin J. 

Knight, who said construction 
and operation of “this new Ford 
community is indicative of the 
giant strides California is mak- 
ing toward becoming the most 
populous and most important 
state in the union.” 

Chairman of the dedication pro- 
gram was W. A. Abbott jr., of San 
Jose, manager of the new plant. 
Company officials here with Ford 
for the occasion included L. D. 
Crusoe, executive vice - president, 
car and truck divisions; D. S. 
Harder, executive vice - president, 
basic manufacturing divisions, and 
Robert S. McNamara, Ford division 
general manager. 

Mayor G. A. Btarbird, of San 
Jose, extended his city’s welcome, 
and Mayor Thomas Evatt, of Mil- 
pitas, presented an American flag 
which was raised in front of the 
plant’s administration building. 
Following the dedication ceremony, 
the plant was opened for public 
inspection. 


Whatll AMC Say? 


SALT LAKE CITY.—A Plymouth 
coupe, purchased from Zion Motor, 
was registered here last week by 
Davy Crockett, 109 Leslie Ave. 


for tax credits against its future 
earnings.” 

In this study of a vexing eco- 
nomic problem, the commission 
evolved this philosophy: 

“An acquisition which reduces 
the opportunity or incentive of sell- 
ers or buyers to enter new markets, 
to experiment with new channels 
of distribution, or to exercise choice 
among products and prices may 
substantially lessen competition.” 

However, the commission recog- 
nized the multitude of constantly 
changing economic factors by say- 
ing: “Conclusions concerning the 
competitive consequences of par- 
ticular acquisitions cannot be 
reached on the basis of rule-of- 
thumb, they must be reached on 
the basis of the market facts rele- 
vant for an understanding of such 
consequences.” 

In other words what might 
apply to one merger, might not 
apply to another. 

The report said that mergers 
have multiplied three times the 
1949 rate and are nearing the post- 


war peak of 1946-47, but are well 
(Continued on Page 4, Col. 2) 


Kaiser Predicts 
Profitable Year 


As Sales Improve 


RENO, Nev.—Domestic and ex- 
port sales indicate that 1955 will 
be a profitable year for Kaiser 


Motors’ Corp., 
president Edgar 
F. Kaiser, re- 


ported to stock- 
holders at their 
annual meeting 
here last week. 
He cited the 
first - quarter 
earnings of $1,- 
207,113 and said 
that the current 
operations are on 
@ profitable basis. Edsur Ff. Kainer 
Domestic factory sales of Jeeps, 
Jeep trucks and other four-wheel 
drive vehicles showed an increase 
of 108 percent during the first four 
months of this year over the cor- 
ne Period last year, he 





Export sales continued to main- 
tain the company as the third 
largest U. S. exporter of com- 
mercial vehicles and the fourth 
— automotive exporter, Kaiser 
said. 


He reported that the automotive | P€ 


manufacturing project in the 
Argentine is progressing satisfac- 
torily. The Argentine company, one- 
third of the stock of which will be 
owned by Kaiser Motors, has com- 
pleted all of its financing arrange- 
ments and construction of its plant 
has commenced, he said. 

Shipment of equipment from the 
U. 8. to Argentine will commence 
shortly, he said. 


Charity Post to Kelley 
DETROIT.—Nicholas Kelley jr., 
secretary of Chrysler Corp., last 
week was elected president of the 
United Foundation, administrative 
agency for Detroit’s annual charity 
fund-raising drive. 















The Continental? — 


Above is the new $10,000 Continental as depicted by an Indianapolis fimes artist 
Auto Editor George Moore wrote that it was not so secret after alli—that two of 


them “wander” around Dearborn. 


By Ed Brown 
Staff Correspondent 

NEW YORK. — Creation of a 
national commission “to work for 
the effective enforcement of the 
elimination of illegal forced ex- 
clusive dealing” has been proposed 
by the Motor & Equipment Whole- 
salers Assn. 

The group would be patterned 
largely on crime commissions 
which function in various U. 8. 
cities, said B. W. Ruark, MEWA 
general manager who discussed 
the proposal at MEWA’s business 
session here. 

Ruark said the purpose of the 
MEWA “crime commission” would 

be to help uncover and present to 
proper Government authorities evi- 
dence of “forced exclusive dealing.” 

William D. Snow, Toledo, coun- 
sel for the National Congress of 
Petroleum Retailers, in a talk at 
the gathering, accused “most 
major oil companies” of “rack- 
eteering” in forcing their retail 
outlets into exclusive dealing. 

“It is a conservative estimate 

that the market which is not now 


Hudson Launches 
Three-Month 
Sales Contest 


DETROIT.—A three-month na- 
tional new-car sales contest for 
dealers and salesmen has been ini- 
tiated by Hudson. 

The contest is known as the “Sun 
Valley Sweepstakes.” It will offer 
prize awards of all - expense - paid 
three-day vacations in Sun Valley, 
Id., to 100 dealers and 100 sales- 
men. 

N. K. VanDerzee, sales vice-presi- 
dent, said winners would be deter- 
mined on the basis of actual sales 
made during the May 1-July 31 
riod. 

“All eligible Hudson dealers and 
salesmen will have an equal oppor- 
tunity to win this wonderful vaca- 
tion trip,” VanDerzee said. 

Hudson has classified dealers and 
their salesmen into A, B and C 
group sizes according to their regu- 
lar assigned May, June and July 
new-car quotas. Contest winners 
will be those attaining the highest 
percentages of their campaign quo- 
tas for the period, based on actual 


| retail deliveries. 


Date of the “Sweepstakes” vaca- 
tion is set for Sept. 18. VanDerzee 
said contest winners would be an- 
nounced and notified as soon as 
possible following the closing date 
of the contest. Hudson will enter- 
tain winners at the Challenger Inn. 


Building Through Human Relations .. . 


Teamwork in the Shop 


The shop has always been a problem for many dealers who 
entered the auto business through sales experience. Yet the shop 
and parts income pays 100 percent of the overhead in many deal- 


erships. 


Human relations—our present and future frontier—can play a 


vital role in stimulating, inspiring and encouraging the people on 


a dealer’s payroll. 


With this thought in mind, John O. Munn, Automotive News’ 
advisory editor, has prepared a series of articles designed to build 
teamwork in the dealer shop. We feel that dealers everywhere 
will want to use these articles orally at staff meetings, by letter 
sent to employes’ homes or by posting on dealership bulletin 
boards. Watch for the first article in the . . 


June 6 Issue 





Coercion Busters Urged 


MEWA Proposes National Group to Fight 
Forced Exclusive Dealing 








available to independent manufac- 
turers and wholesalers because of 
these restrictions aggregates $1 bil- 
lion,” Snow said. 





Mercury Names 
Crowley, Nadal; 
Staffs Selected 


DETROIT. — Appointment of A. 
H. Crowley as assistant sales man- 
ager in charge of field operations 
for Mercury was 
announced last 
week by Joseph 
E. Bayne, gener- 
al sales manager. 

Bayne also an- 
nounced the es- 
tablishment of a 
new marketing 
activity and the 
appointment of 
R. R. Nadal as 

‘ assistant general 
A. H.C sales manager— 
marketing. In his newly created po- 
sition, Crowley will be responsible 
for direction of all sales activity in 
the field, which includes five re- 
gional and 23 district sales offices. 


He also will have general super- 
vision of the dealer placement, 
parts and service sales and techni- 
cal service departments. 


Crowley has named E. A. Erick- 
son as manager of the parts and 
service sales department, E. D. 
Longenecker as manager of the 
technical service department and 
T. N. McDowell as manager of the 
dealer placement department. N. E. 
Lockhart continues as manager of 
depot activities, reporting to Erick- 
son. 

Associated with Ford since 1926. 
Crowley formerly was assistant 
general sales manager-Mercury in 
the Lincoln-Mercury division, which 
was recently separated into two 
organizations. 

Nadal, formerly assistant general 
sales manager for staff activities in 
the L-M division, has named R. W. 
Chambers as mar- 
keting manager— 
sales planning, 
and J. R. Maroni 
as marketing 
manager — dealer 
planning. 

Under Cham- 
bers’ direction 
will be the activi- 
ties of the sales 
analysis depart- 
ment, headed by 
F. A. Filie and 
the distribution department, with 
C. W. Sutherland as manager. Ma- 
roni will direct the activities of the 
business management department, 
with L. A. Walker manager and 
the market representation planning 
department, headed by M. H. Hay- 
ward. T. A. Griffith will continue 
as manager of the sales administra- 
tion department, a position he held 
in the former L-M division. 





a 
rowley 





R. R. Nadal 


Warner Resigns 


A e ej. 
t B-W Division 
ROCKFORD, Ill. — The resigna- 
tion of Arch A. Warner as presi- 
dent of the Mechanics Universal 
Joint division of Borg-Warner 
Corp. has been accepted by the su- 
pervisory board of the division. 
L. G. Porter, administrative vice- 
president of Borg-Warner, was 
elected as temporary president of 
the Mechanics division until 2 per- 
manent successor is appointed, ac- 
cording to Roy C. Ingersoll, 5org- 
Warner president. All other officers 
of the division were re-elected 
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Dealers tell me 


By John 0. Munn 


AUTOMOTIVE NEWS, MAY 23, 1955 
Plus 7 Other Auto Topics... 


Exclusive Car Dealers 
On Trust Probe List 





ye personal element in the so-|establishment? Maybe you never 
1 


iciting of service business is 
found, right now, to be particularly 
effective. For too long, dealers have 
gent out announcements of service 
specials as 4 means of promoting 
the regular flow and expansion of 
yolume in the service department. 
Offering a special at a low rate 
is not always the answer. Too fre- 
quently, a dealer finds that this 
special, often offered at a loss to 
attract new customers, results in a 
fow of business from the used-car 
lot operators to have their units 
put in condition at less cost than 
they can do it themselves. 


Another disadvantage in the 
widespread offer of a special is 
that many of your customers 
have new cars and older cus- 
tomers have just had the work 
performed and therefore the ad- 
vertising is wasted. 

Still another disadvantage of this 
special is that occasionally a dealer 
will offer a special at a low price 
to find out that the very same 
week some oil chain or independent 
garage has offered the special at a 
lower price. This is disastrous be- 
cause We can’t afford to use our 
own advertising to build the im- 
pression among owners that our 
services are More expensive than 
that of competitors. 

* * * 


Direct Mail Approach 


— a@ good many deal- 
ers, in promotion of their serv- 
ice departments, are writing letters 
so that more people will under- 
stand the purpose, vitality, per- 
formance and value of an automo- 
bile dealer and how he hag pre- 
pared himself to take care of auto- 
mobile owners. It is always timely, 
too, to invite people to your insti- 
tution and to suggest that they 
make your place headquarters for 
their motoring needs. 


Following is a typical letter of 
this description and we offer it 
without restrictions to any dealer 
or service manager who may 
want to make use of it, as it 
stands, or with adaptation to 
meet his own particular needs: 
Dear (Name of Car Owner) 
Have you ever given any thought 
as to why an automobile dealer is 
different from any other business 


Figure ‘Switch’ 
Charged in Ohio 
Dealer Hearing 


DAYTON, O. — The state board 
governing operations of auto deal- 
‘fs and salesmen has probed into 
alleged violations by Jenkins Auto 
Sales, Inc. (Dodge-Plymouth). 


Witnesses claimed that they 
igned papers that were not filled 
wut and then when they received 
the forms in the mail, the figures 
in the deal were different than 
those agreed upon verbally. 

Four witnesses appeared in the 
hearing by the board. 





Index 






Advertising News .............- 42 
Auto Dealer Changes .......... 22 
Auto Market Reports ........... 44 
Coming Events ................ 12 






Court Decisions 
oo cs ae cdndes 
Highways and Safety News 
Jordan (Ned) 
er 
Merchandising Memos 
New Products 



















Personnel (Factory) 
Prices, New-Car ..........-.00- 
Prices, Used-Car, Averages .... 
Production by Makes 
Registrations, Cars, Trucks 
ES eee 
Washington Column 



















have thought about the fact that 
there is a difference. 


the buildings, equipment, stocks of 
parts and materials, accessories 
and skilled, experienced mechanical 
men is invested for the primary 
purpose of providing (Name of 
Car) owners in this community 
with the kind of service that auto- 
mobiles should have. 

More than any other single fac- 
tor the good will of (Name of Car) 
owners hereabouts is necessary to 
our success in business. 

That is why we have especially 
prepared the establishment to 
render low-cost, responsible, 
prompt, satisfactory service to 
owners. We want them to enjoy 
their cars, to tell their friends 
about (Name of Car) perform- 
ance. 


No other motor car dealer or 
service man here cares more about 
(Name of Car) owners as we do. 
What we want is what you want— 
good dependable, completely satis- 
factory motoring at the very mini- 
mum of cost. 


Why not use these ample service 
facilities here provided for your 
especial benefit. Drive in anytime. 
This is your car’s home. 

Sincerely yours, 
CAR DEALER & CO. 


= * * 


That Extra Consideration 


Lys THESE days of keen competi- 
tion, dealers are reviewing care- 
fully methods and techniques that 
create a favorable disposition on 
the part of the public to do busi- 
ness with them. People aren’t buy- 
ing automobiles. They are really 
buying the advantages that auto- 
mobile ownership will bring them. 


It is the use of the car and how 
it fits their needs and not the price 
that leads to a purchase decision. 
It igs the service dealer more than 
any other factor that determines 
the satisfactory use of that car in 
the customer’s hands during the 
entire period he retains ownership. 

It is the telling of the dealer 

story both by salesmen and pro- 
motion that is proving an effec- 
tive tool in salvaging more gross 
profit because it leads more own- 
ers to give the dealer that em- 
ploys such methods consideration 
when they come into the market 
for new cars, used cars or main- 
tenance. 


To inspire and encourage sales- 
men to sell the dealer rather than 
the deal is the purpose behind a 
series of articles that appeared in 
AvuTomoTive News and now have 
been put in book form. The first 
volume, entitled, “A Guide to Auto- 
mobile Selling,” has become a 
standard text in this field. It is 
really a manual in automobile sell- 
ing, an inspirational review for old 
salesmen and a confidence building 
technique for new ones. 

The second volume, “Automobile 
Selling,” appeared just recently un- 
der the heading of “Letters to 
Salesmen.” This book is more of a 
salesmen’s development program, 
rather than a sales manual, and 
sets forth techniques which suc- 
cessful salesmen have used in the 
past to convert more prospects into 
profitable customers. 

Neither of the books conflicts 
with the factory sales manuals, 
which admirably set forth the 
points of superiority of the vari- 
ous makes that are so essential 
for competitive selling. 

Both of these volumes are cloth- 
bound books and are priced at $3.50 
each. Copies can be had by ad- 
dressing this column’s conductor, 
in care of Automotive News, 2666 
Penobscot Bldg., Detroit 26, Mich. 


Cole Sells Ford Deal 


J. B. Cole, Inc., a Ford dealership 
owned by J. B. Cole for 25 years in 
Willoughby, O., has been sold to 
William L. Thomas and Walter R. 
Oatess. 











N. Y. Vehicles Seen Up 


38 Pct. in 10 Years 


ALBAN Y.—A 38 percent in- 
crease—from 4.2 million to 5.8 
million—in New York State’s mo- 
tor vehicle population within the 
next 10 years has been predicted 
by Arthur Butler, director of the 
National Highway Users Con- 
ference. 

Butler estimated that New 
York spent about $280 million for 
highway construction last year, 


| including the expenditures for the 
All of the money represented by | 


New York State Thruway. 








ASHINGTON. Stanley N. 

Barnes, chief of the Justice De- 
partment’s Antitrust division, dis- 
closed last week that exclusive 
dealer contracts, among seven other 
“matters involving the automobile 
|industry,” are under continuing in- 
| vestigation of his office. He said 
|the studies had caused auto manu- 








Picked at Mass. Dealers’ Parley— 


More than 1,200 members and guests were present at the recent two-day conven- 
tion of the Massachusetts State Auto Dealers Assn. in Boston. Newly elected officers 
are, from left, Edward L. Wolfe, Boston, president; Edgar V. Cook, West Medford, 


first vice-president; Herbert J. Brigham, 
Malboeuf, Worcester, clerk, and Charles 


Marlboro, second vice-president; Leo W. 


M. Maykel, retiring president. James F. 


Farmer, North Adams, was chosen treasurer. 





Hackensack Battle Still Rages; 


2 Dealers Quit 


HACKENSACK, N. J.—A dealer 
battle which has been raging here 
boiled over in a meeting last week 
when two past presidents resigned 
from the Hackensack Authorized 
New Car Dealers Assn. 


The trouble began when two 
franchised dealers began selling 
other members “bootlegged” new 
cars. The men who resigned were 
A. E. Russ and Morris Leff. 

In the meantime, the dealers 
carried on an advertising war 
against those selling “bootlegged” 
cars. One ad shouted: “Beware” 

in large bold letters. 

Centered in the ad was a news 
clipping which told of the exposing 
of an alleged stolen auto ring. 

The clipping said that seven 
stolen 1955 automobiles were re- 
covered on a North Arlington (N. 
J.) used-car lot. 


It described in detail how police 
arrived at the lot and began exam- 
ining engine numbers, comparing 
them with a list of stolen cars. Four 
cars were identified on the lot and 
sales of two others were found on 
the books; while police were there 
the other stolen car was driven on 
the lot, the clipping said. 

Police Chief Eagan, North Ar- 
lington, was quoted as saying: 
“Persons in the market for new 
automobiles should be wary about 


Seller Upheld 
In Title Suit 


CINCINNATI.—A Common Pleas 
Court judge here ruled that a 
person cannot acquire title to a car 
with a forged check nor transfer 
the title to a subsequent purchaser. 

The verdict was handed down 


|of Marie C. and Thomas C. Homan 
|of Homan Auto Sales, Oakley, O. 

Rollin Curry, Indianapolis auto- 
mobile dealer, had sought $3,500 
from the Homans, charging ‘hat 
they had seized an automcile he 
bought for $1,300 from one John 


from the Homans. 

Testimony showed that the auto- 
mobile was sold by the Homans to 
Charlie R. Ford, who gave them 
a forged $2,000 check. Ford had 
taken the car without having 
| proper title. 





| by Judge Charles S. Bell in favor | 


Doe who had purchased the vehicle | 


Association 


buying a late-model car from a 
used-car lot. Persons who buy 
such cars in good faith stand a 
good chance of losing their de- 
posit money.” 

Leff’s resignation created a va- 
cancy on the board of trustees of 
the Bergen County Automotive 
Trade Assn. Frank Jacod (Chrysler- 
Plymouth) was appointed to suc- 
ceed him. 

James Shea (Chevrolet) has been 
elected president of the Hacken- 
sack dealers’ group; George Albert- 
son (Studebaker) is vice-president, 
and Kevin McCrane (DeSoto- 
Plymouth) is secretary-treasurer. 


Yarnall Headlines 


Wash. Convention 


SEATTLE. — Frank H. Yarnall, 
NADA president, will address the 
Washington State Automobile Deal- 
ers Assn. during its 1955 conven- 
tion here May 26-28, L. E. Belcourt 
(Studebaker), president, has an- 
nounced. 

Also on the program will be a 
panel session, “How to Use Con- 
trols for Profit.” 


facturers to change their dealer 
selling agreements. 

Barnes revealed the auto studies 
in question-and-answer exchanges 
during appearances before House 
and Senate Judiciary subcommit- 
tees. 

(The fact that eight auto in- 
vestigations by the Justice De- 
partment are under way is not 
considered to be of a sensational 
nature. Lawyers in this division 
are constantly investigating all 
business as a matter of routine.) 

Barnes, however, did not divulge 
any details of the Antitrust divi- 
sion’s research, and efforts to ob- 
tain elaboration were rejected by 
spokesmen for the Justice Depart- 
ment. 

a + * 
a by Rep. Emanuel Celler, 

New York Democrat and House 

subcommittee chairman, whether 
exclusive dealer contracts are un- 
lawful, Barnes stated: 

“That is a type of foreclosure 
of markets that has received 
some consideration from us. All I 
want to say right now is that I 
am not yet satisfied that it is not 
a violation of law.” 

The auto subject arose before the 
House committee when Celler re- 
called that Barnes had told the 
Senate committee of statements in 
some quarters that the auto indus- 
try was competitive in everything 
but price. Spokesmen for Barnes 
denied later that he had given this 
statement as a personal opinion— 
as a daily business newspaper as- 
serted. 

* * a 
ARNES told Celler that the an- 
titrust division was conducting 
no overall investigation into auto- 
mobiles as such. 

“However,” he added, “the auto 
industry does bulk large in our 
thinking. At the present time, 
eight matters involving the auto 
industry are in process of inves- 
tigation. In just one of these in- 
vestigations, involving just one 
manufacturer, we have examined 
over 11,000 documents.” 

It was then that Celler asked 
whether Barnes thought that ex- 
clusive dealer contracts on cars 
and parts were violative of the an- 
titrust laws. 

Barnes said that the investiga- 
tions had brought about some con- 
tract changes and that some auto 
factories had made “requests for 
clearances which we have refused.” 

~ 


- a 

ENERAL MOTORS’ request of 

a@ year ago for permission to 
insert a mandatory car buy-back 
plan into dealer contracts “of 
course was refused,” he stated be- 
fore the Senate group. GM later in- 
troduced the plan on an optional 
basis. 

Barnes’ statement on auto prices 
was evoked by Sen. Joseph O’Ma- 
honey, Wyoming Democrat, who 
asked whether auto factories de- 
termined car resale prices. 

Barnes said he thought that “in 

(Continued on Page 7, Col. 4) 


On the House .. . 





Wemhoft be held under 


June 23, and Milwaukee, Aug. 5. 





state fair; winner will get a new car . 
pencils are now being shipped dealers unordered, reports Philadel- 
phia association. Invoice is enclosed and dealer is asked to send 
amount if he likes ’em, or return pencils. Firm is U. 8. Pencil Co., 
New York... Roland Miller succeeds Maurice F. Wagner (moving 
to Hawaii) as second vice-president of Connecticut association . .. 

Montana association reports four new members. . 
aker replaces Sidney Kinkead on Kentucky association’s board .. . 
Three dealer outings set: Maryland on June 10-12; Rhode Island, 


Field reports indicate NADA is getting a heavy 
return on its dealer questionnaire covering factory 
relations, bootlegging and dealer profits ... James 
J. Newman, retired Goodrich vice-president, is now 
doing a stint for the U.S. Treasury bond sales and 
doing a swell job ... Dave Wallace, retired Chrysler 
division chief, back in Detroit after a “vacation” 
trip and happy over the vigor of his alma mater... 
Sam Stowell (Chevrolet) succeeds Sam Babbitt 
(Ford) as NADA’s Vermont director .. . 

Kentucky dealers are taking part in teen-age 
driver contest which starts June 20. Finals wi 


will 
state police aegis at Kentucky 
. . Hven 


. B. W. Whit- 


—Prtrs Wemuorr, Editor, 
Automotive News 
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Activity ‘Drying Up’ in Six... 


Rootlegging High in Nine Areas 


(Continued from Page 1) 


will be thriving with renewed vigor 
by cleanup time this fall. 
* * * 


A™ the nation’s used-car deal- 
ers have taken several steps 
indicating that they’re looking for 
a big volume of new-car business 
come autumn. Among these steps 
was changing the name of their 
organization from National Used 
Car Dealers Assn. to Nationa] In- 


Auction Offerings 
Continue Climb; 
Sales Ratio Off 


(Continued from Page 1) 


true whether the failure was due 
to roughness or too-high minimum 
selling price. 

On the basis of individual auc- 
tion reports, it appears that most 
of the wholesale glut has been in 
the Midwest, although some in- 
crease also has been noted on the 
West Coast. 

+ * o 

7s increase in offerings and 

decrease in the sales ratio has 
been accompanied by sliding aver- 
age prices. In mid-March, the over- 
all average price was $871. It had 
dropped to 7 in mid-April and 
$833 last week. 

Last week’s price was established 
after a $5 decline from the previ- 
ous week’s overall price of $838. 

Pricewise, by individual model, 
58s have stood up best since 
mid-March, although ’52s also 
have been very strong. Progres- 
sively older models have suffered 
progressively more, pricewise. 

Price declines in the past two 
months have been: '53s, down 1.53 
percent; '52s, down 1.80 percent; 
64s, down 3.56 percent; ’55s, down 
5.19 percent; ’51s, down 5.63 per- 
cent; ’50s, down 6.90 percent; 49s, 
down 8.39 percent, and °48s, down 
13.21 percent. 

Last week’s dollar changes from 
the previous week were: 

Unchanged —’55s at $2,153 and 
49s at $251. 

Up—'51s, $4 to $502 and °48s, $3 
to $151. 

Down—'50s, $1 to $364; ’53s, $6 to 
$1,025; ’52s, $9 to $708, and ’54s, $25 
to $1,513. 


Loan Fraud Nets 


Two-Year Term 


DALLAS. — Edward H. Green, 
former president of the Used Car 
Dealers of Dallas, last week was 
sentenced to two years on charges 
of theft by false pretext. 


Green was found guilty of bor- 
rowing $2,140 from National Bond 
& Investment Co., using as collat- 
eral two certificates of title for 
cars he had already sold. 

According to Federal Court rec- 
ords, the prosecution stated that 
Green obtained the certificates from 
the State on affidavits that the or- 
iginals had been lost. 

Meanwhile, he remains under in- 
dictment on three similar charges 
and was jailed pending a motion 
for a new trial. 


Passing Out Passes— 


Norma Brooks gives DeSoto dealer 
Domenich Basso passes to Los Angeles 
Home Show. The special DeSoto Coronado 
will be on display during the June 9-19 
Home Show at Pan Pacific Auditorium. 


dependent Automobile Dealers 
Assn. 

On the other hand, competitive 
selling—a principal factor in the 
current decline of bootlegging— 
will likely be one of the dom- 
inant features of the 1955 clean- 
up. So it’s possible that the boot- 
leg-car sellers will find them- 
selves no better off this fall than 
they are now. 

For example, a used-car operator 
in southern California may find it 
possible to buy a car in Detroit 
this fall for $50 below invoice price, 
or $100 less than it costs him right 
now. But he’ll probably find the 
franchised dealer in his town sell- 
ing his new units to the public for 
near-invoice price and the used- 
car operator will be right back 
where he is now. ‘ 

* 


A DECLINE in bootlegging was 
reported by dealers in Cali- 
fornia, Colorado, Texas, Connecti- 
cut, Minnesota and Oregon. 
However, dealers in other parts 
of California and Colorado also re- 


New-Car Registrations 
Dip in Detroit Area 


DETROIT.—April new-car reg- 
istrations in Wayne County (De- 
troit) totaled 21,150, compared 
with 22,087 in March, according 
to the Detroit Auto Dealers Assn. 

Shares of Chrysler Corp. and 
General Motors were off slightly, 
while Ford Motor Co. and all 
other makers moved up. April 
shares of the Wayne County mar- 
ket were: Ford, 24.04 percent; 
Chevrolet, 18.75; Buick, 11.36; 
Plymouth, 9.85; Oldsmobile, 7.53; 
Mercury, 6.98; Pontiac, 5.78; 


Clipper, 0.52; Lincoln, 0.48; Pack- 
ard, 0.38; Imperial, 0.18; Willys, 
0.06; Kaiser, 0.01, and miscellane- 
ous, 0.17. 


ported that bootlegging was flour- 
ishing in their areas. 


In addition, bootlegging was also 


found to be blooming in Oklahoma, | 


Iowa, Massachusetts, Illinois, Flor- 
ida, Tennessee and Virginia. 


Two reports from Montana in- 


dicated that the situation was 
virtually unchanged in that state. 

In answer to the question “Does 
bootlegging show signs of drying 


up in your area? some of the deal-| 


ers made these interesting replies: 


Chattanooga, Tenn. — “No. Boot- | 


legging is on the increase. More 
new cars on lots than there ever 
has been.” 

Mankato, Minn.—“Yes. Ford ex- 


erting terrific pressure on dealers | 
| with Bill Holland, 1949 Indianapolis 500 Mile Race winner, at the wheel. The car 


to stop it. Most manufacturers dis- 
couraging bootlegging.” 

Muskogee, Okla.—“No. More new 
cars on lots than in any previous 
time.” 

+ * 7 
RTLAND, Ore.—“Yes. Too dif- 
ficult to compete with new-car 
dealers.” 

Cedar Rapids, Ia.—‘‘No. Bootleg- 
ging is still bad in our area—very 
bad on Oldsmobile—new Olds are 
coming in from Illinois.” 

Grand Junction, Colo.—“Yes. Ag- 
gressive new-car dealers selling has 
kept bootlegging to a minimum.” 

Fort Collins, Colo.— ‘No. We are 
1,500 miles from Detroit.” 

Houston, Tex.—“Yes. Dealers 
are selling their new cars so low 
bootleggers can’t compete with 
them.” 

Butte, Mont.—“Seems about the 
same. Luckily not too much here.” 

Richmond, Va.—“No. There were 
75 new cars at local auction last 
week.” 

Oxnard, Calif—‘“Yes. Very few 
have ever come in here. Possibly 
one or two per month.” 

Chicago, Ill.—‘“No. New cars are 
available at bootleg sources.” 

Bozeman, Mont.—‘“Very little dif- 
ference than in previous months, 
but there is not too great an 
amount in this particular area.” 


Why Mergers Were OK’d 


FTC Reports Auto Consolidations Seemed 
Necessary to Boost Competition 
(Continued from Page 2) 


below the pre-depression rate of 
the late 1920's. 

The largest number of mergers 
during the period 1948-1954 was in 
non-electrical machinery industry 
with 249; food products, 243; chem- 
icals, 168; fabricated metals, 161; 
transportation equipment, 125; tex- 
tiles and apparel, 117; electrical 
machinery, 111; non -manufactur- 


AMC to Step Up 
Rambler Output 
Capacity 60 Pct. 


DETROIT. — American Motors 
Corp. will increase production ca- 
pacity on the Rambler 60 percent 
in an expansion of major facilities 
this summer, President George 
Romney announced last week. 

The expansion, part of a $60 
million program announced late 
last month, will increase Rambler 
capacity from the present 500 units 
a day to 800 units at Kenosha, Wis., 
Romney said. 

Scheduled for construction in 
August are a new final-assembly 
line for the Rambler, new sub- 
assembly and feeder lines, and new 
caeeeen and testing facilities, he 
said. 


New Rambler body-plant facili- 
ties will include the extension and 
enlargement of present conveyor 
systems, augmented welding ca- 
pacity and additional painting 
equipment. A new body-storage 
area also is planned. 

The new facilities, Romney said, 
will help boost total AMC capacity 
at the Kenosha plant from the 
present 1,200 units daily to a pro- 
jected 1,700, including all other 
| Nash and Hudson models. 


ing, 96; mining, 81; primary metals, 
78; stone, clay and glass, 70, and 
paper and allied products, 60. 

In taking up the questions of 
“who-how-why,” the report clear- 
ly stated that many times the 
merger originated with the small- 
er company, “particularly where 
(they) wish to sell out.” 

Then, at times, a third party en- 
ters into the picture. The report 
said: “Still another important 
agent (in the merger) is the out- 
side financial or other interest who 
finds it to his advantage to see 
that the combinations or acquisi- 
tions are made.” 





Packard Introduces ‘Limited Edition’— 


The new Packard Caribbean has been introduced to the public in special “salon” 
showings across the country. It is pictured above on the Packard Proving Grounds 


features a 275 horsepower engine and torsion bar suspension. Present plans call for 


|the production of less than 1,000 units, with shipments to any one city limited to 


five, according to Dan O’Madigan jr., general sales manager. 
* 


55 Packard Output Passes 
Production of 54s by 16% 


DETROIT. — By the end of last 


current model Packards and Clip- 
pers, or 16 per- 
cent more than 
were built during 
its entire 1954 
run, according to 
Dan O’Madigan 
jr., general sales 

manager. 
O’Madigan said 
both production 
and sales this 
year show impor- 
. tant progress has 
D. O’Madigan Jr. = heen made to- 
ward recapturing Packard’s posi- 
tion in the luxury car market. More 
than 45 percent of current output 
is being allocated to luxury Pack- 
ard models, as compared with 26.5 
percent last year and 25 percent in 

1953. 

Retail deliveries by Packard 
dealers last month showed a 98 
percent increase over Apr., 1954, 
and represented the best 30-day 
sales period for Packard since 
June, 1953. This year’s April sales 
were also up 34 percent over the 
previous month, continuing an 
upward trend that started 
January. 

Sales of Packards and Clippers 
have been exceeding production 
since April, O’Madigan said, and 


stocks of cars at Packard dealer-| try 


ships are substantially below year- 
ago levels. 

Following delays in activating 
new production facilities earlier 
this year, Packard is currently pro- 
ducing at a rate of more than 8,000 
cars a month, putting it on target 
for a volume of 100,000 units an- 
nually. 

“The benefits in terms of mar- 
keting,” he said, “have turned out 
to be immediate. As a result of 
@ major dealer development pro- 
gram, which included dual-fran- 


CONSUMERS BECOME MORE OPTIMISTIC 


Surveys of Consumer Expectations 
Early 1954 & Early 1955 


“_— 
rsa 


1954 1955 


Om die, 
(_ EXPECT BAD TIMES 


i 


1954 1955 


Prepared by NAM Research Dept. from Fed. Reserve Board Statistics 


More Americans See Blue Skies— 





U. S. consumers are more optimistic about the economic future than they were a 
year ago, according to a Federal Reserve Board survey. A majority, 59 percent, said 
they expect “good times” during 1955, as compared with 43 percent who were 
optimistic early in 1954. As the chart above shows, those that predict “bad times” 
this year have declined to 12 percent from the 1954 total of 25 percent. Not in the 
counts are the 32 percent in 1954 and the 29 percent in 1955 who were undecided. 


| chising, Packard is now repre- 
week Packard had produced 35,000 | 


sented by quality dealers in more 
than 600 market points where it 
had no representation last year.” 

Indications are that production 
and sales will continue strong 
through the second quarter despite 
highly competitive market condi- 
tions, O’Madigan said. 


GM Tells Holders 
It Seeks Another 


Record Quarter 


WILMINGTON, Del. — General 
Motors is shooting for record pro- 
duction and sales of 1,350,000 cars 
and trucks in the second quarter, 
President Harlow H. Curtice de- 
clared last week at the annual 
meeting of stockholders. 

He said that 1955 “will certainly 
be General Motors’ biggest produc- 
tion and sales year” if the company 
enjoys continued labor peace. Busi- 
ness shows sustained strength in 
all areas, he said. 

“The indications are that total 
output this year by the automobile 
industry in the United States and 
Canada and for export to other 
markets may reach 8,300,000 vehi- 
cles, close to the 1950 peak. 

“It could very well be the biggest 
year in the history of the indus- 


After record business in the first 
quarter, Curtice said, “passenger- 
car stocks in the hands of dealers 
remain at abnormally low levels in 
relation to rate of sales and for 
this period of the year.” 

Curtice said that GM employ- 
ment in April averaged 534,000 
persons in the U. S. and 638,000 
worldwide, and that the weekly 
pay of GM wage earners in the 
first quarter averaged $103.79, top- 
ping $100 for the first time. 

Noting that gross national prod- 
ucts currently appeared to be 
running at an even higher annual 
rate than the record $370 billion 
he predicted in January, Curtice 
declared: 

“With widespread confidence pre- 
vailing and credit available, the 
public has been and is in a buying 
mood.” 


McCracken Named 
By Dodge Truck 


DETROIT. — C. B. McCracken 
has been appointed Pacific Coast 
zone sales man- : 
ager of Dodge ‘i 
Trucks, according 
to William S&S. 
Woolsey, truck 
general sales 
manager. 

Mc Cracken 
joined Dodge in 
1948 as district 
truck manager in 
the Los Angeles 
region. Later he 
was promoted to 
city manager in the Los Angeles 
region and then to truck manager 
of the San Francisco region, the 
position he held at the time of his 
present appointment. His h 
quarters will be in San Francisco. 


©. B. McCracken 
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This new booklet points the way to greater 
profit—and better service to your 
customer. Get your supply now. 


Contact your Associates Service Office 
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How to help your salesmen 
CONTROL TIME SALES 
FOR BIGGER PROFITS 


Associates’ ‘*Controlling Time Sales’’ program is loaded 
with profitable, sales-getting ideas... and it’s ready 

right now for presentation to your staff. 

Here’s practical, step-by-step instruction. It shows your 
salesmen how the closing of an Associates time deal can 
produce more sales. It leads the way to repeat business — 
tells how to save buyer shopping around. It helps bring the 
buyer’s car back for maintenance and repair. 

It is tested, fast-moving, on-the-floor sales training 
equivalent to years of actual selling experience. 

Get this money-making training for your staff without 
one cent of cost. Call your Associates representative 


today. He’ll do the rest. 


ssociates 





Associates Investment Company 
Associates Discount Corporation 


Emmco Insurance Company 
South Bend, Indiana 
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Risi 


Looks for Strike... 





‘Pay Without Work’ 
Held GAW Issue 


By Joseph M. Callahan 
Staff Writer 


vos real question of the guaran- 
teed annual wage is whether 
America wants a system which 
guarantees all mem- 
bers of one union, 
and later of other 
unions, full pay with- 
out work, Frank 
Rising, general man- 
ager of the Automotive Parts Man- 
ufacturers Assn., said last week. 

Declared Rising, “The question is 
not whether General Motors and 
Ford, at the peak of fortune with 
large reserves and good prospects, 
can afford to build up an unem- 
ployment compensation fund over 
the next five years. 

“The drive for the guaranteed 
annual wage by the UAW presents 
not only the automobile industry, 
but all America, with a problem 
of such magnitude, and of such 
complexity and intricate nature, as 
to render an early solution very 
improbable.” 

Rising spoke at the National 
Press Club in Washington. His 
talk was billed as “An Answer to 
Walter Reuther’s GAW Proposal.” 

He said that after seven weeks 

of negotiations there is no feeling 
that progress has been made, ex- 
cept that the union has said in its 
“truculent” way: “This is what we 
demand and this is the way we 
think it can be paid for.” 

* = = 


Stability Desired 
ADMITTING that stability is a 
good thing, he continued, “Man- 


Rice to Address 


Service Aides 


CHICAGO. — W. B. Rice, Plym- 
outh’s director of service, will ad- 
dress a meeting of parts and service 
managers for 
Plymouth, Dodge, 
DeSotoand 
Chrysler dealers 
Wednesday (May 
25) at the Black- 
stone Hotel. 

Plymouth is in- 
troducing a Cus- 
tomer Relations 
Forum to dealers 





W. B. Rice pose is to solidify 


good relations between dealers and | 
owners of the five million Plymouth | 


cars now registered. 





agement and representatives like | 
me haven’t done much of a job in) 


keeping the public informed about 
the great amount of stability we 
already have. Compare the auto- 
mobile industry of today with the 
same industry in prewar days and 
you will find a very constant and 
steady growth of stability.” 

Rising said the UAW is de- 
manding that all employers ac- 
cept as a principle that they have 
@ perpetual obligation to provide 
full pay for their employes even 
if they cannot work. 

“I do not say that such a sys- 
tem simply won’t work and can’t 
happen,” he asserted. “It can hap- 
pen, and it can work—but it will 
work only under compulsion and 
controls which will break the 
American tradition of hope and 
confidence and risk-taking and 
steady progress.” | 


* 

TTACKING the UAW’s demand 

for supplemental unemploy- 
ment compensation benefits, he 
said that unemployment benefits 
should not be as great as working 
pay because the man out of a job 
needs some incentive to look for 
one. He said that most state legis- 
lators recognize this fact. 

Continued Rising, “Now comes a 
straag union with the admitted 
economic power to shut down the 
largest companies in a major in- 
dustry, or even the entire industry, 
and says that it is going to get by 
muscle and economic force what it 
cannot get through the legislative 
process. ‘ 

“Despite the fact that I am 
confident that manufacturers will 
be liberal and logical in their 
replies to the union in negotia- 
tions, I do not expect the man- 
agement answers to satisfy the 
union negotiators. I believe the 
UAW leaders want a strike—a 
big strike — and a great and 
crushing ‘victory’ by forceful, 
militant action.” 

Rising predicted these dire re- 
sults, if the GAW is forced on the 
industry: 

1. It would force the larger com- 
panies into a monopoly, dependent 
upon government subsidy and gov- 
ernment supervision. 

+ * * 


|Many Would Close 


throughout the) 
country. Its pur- | 


> IT WOULD close many smaller 
* companies. 

3. It would, eventually, change 
the dynamic auto industry to “one 


of stagnant, 
(Continued on Page 51, Col. 1) 


Used-Car Bulletin from Detroit . . . 


Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


May 18 
(One of our best sales this year. 
We sold over 66 percent of 196 cars 
entered.) 


BUICK—’54 Super Riviera coupe, $2,- 
300°; 4-dr., $1,800*. °53 RM Riviera 
coupe, $1,475*; 2-dr., $1,060; Super 
Riviera coupe, $1,500* (ps), $1,275*; 
4-dr., $1,275*; Special 2-dr., $1,240; 
4-dr., $990. '52 Super station wagon, 
$755*. °51 Super 4-dr., $525*. ’50 
Super 4-dr., $305. °49 Super 4-dr., 
$185". 

CADILLAC—’52 (62) coupe, $1,740*; 
4-dr., $1,690*. °49 (62) 4-dr., $540*. 

CHEVROLET—’55 Bel Air (8) 2-dr., 
$1,610; 4-dr., 2 at $1,610*; 2-dr., 
$1,590. °54 Bel Air 2-dr., $1,160*, 
$1,090. 53 Bel Air 2-dr., $960; 4-dr., 
$955*, $875*, $870*; conv., $950; club 
coupe, $845; Two-ten 2-dr., $760. ’52 
SL Deluxe 4-dr., $630, $605, $600, 
$585*; 2-dr., $570, $555*. °51 SL De- 
luxe Bel Air, $580; 4-dr., $470*, 
$460*, $435°, $435. °50 SL Deluxe 
4-dr., $300*; club coupe, $255; SL 
Special 4-dr., $265, $150. ‘48 FL 
Aerosedan, $165. 

‘52 Fire 
$580". 


> | 
$575°*. 

DODGE—’54 Coronet (8) 4-dr., $1,380*. 
*53 Coronet (8) 4-dr., $825*, $665*; 
club coupe, $705*, '52 Coronet 4-dr., 
$575*; club coupe, $605, $510. ‘51 
Custom 4-dr., $365. 

FORD—'55 Custom (6) 2-dr., $1,540. 
‘64 Main (8) Ranch Wagon, $1,425. 
"53 Custom (8) 4-dr., $395, $850; 
Custom (6) 2-dr., $855*; Main (6) 
2-dr., $760*, $620. '52 Crest (8) Vic- 
toria, $800; Main (8) Ranch Wagon, 
$825; Custom (6) 4-dr., $690°; 2-dr., 


Dome 
Dome 


(8) 
(8) 


4-dr., 


Fire conv., 


2 at $620. '51 Custom (8) 2-dr., $475, 
$445*, $425*; Custom (6) 2-dr., $375. 
50 Custom (6) 4-dr., $290, $270; 
Deluxe (6) 2-dr., $155, °48 Deluxe 
(8) club coupe, $260. 

HUDSON—’53 Hornet 4-dr., $565. ‘52 
Wasp 4-dr., $525*; Hornet 4-dr., 
$455*. °51 Wasp 4-dr., $320. 

KAISER—’53 2-dr., $625. 

MERCURY—’55 Custom 4-dr., $1,990. 
’53 Monterey 4-dr., $1,100*, $1,025*; 
2-dr., $1,100. ’°52 Custom Sport coupe, 
$895*; club coupe, $530. °50 4-dr., 
$315. °49 4-dr., $160. 

NASH—’53 Statesman 2-dr., $565. '52 
Rambler Sport coupe, $615; 4-dr., 
$565. ’51 Rambler club coupe, $475; 
4-dr., $315. 

OLDSMOBILE—’55 (98) 4-dr., $2,265*. 
’52 (98) 4-dr., $1,040*, '51 (98) Holi- 
day, $800*; (88) 2-dr., $615°; 4-dr., 
$400*. °50 (76) 4-dr., $200; (98) 
4-dr., $170°*. 

$475°, 


PACKARD — 
$420*. 

PLYMOUTH—’55 Savoy (8) 4-dr., $1,- 
675. °52 Cranbrook 2-dr., $510. °’51 
Cranbrook 2-dr., $395; Concord Busi- 
ness coupe, $300; 2-dr., $220. 

PONTIAC—’55 Chieftain (8) 4-dr., $1,- 
810. '53 Chieftain (8) conv., $1,310*, 
$1,170*; Catalina, $1,300*; 4-dr., $1,- 
065*; 2-dr., $1,095*, $1,055*, $1,030°*, 
$910. ’52 Chieftain (8) Catalina, $940; 
2-dr., $790*, $780*. ’51 Silver Streak 
(8) 2-dr., $405*; Silver Streak (6) 
4-dr., $250. ‘50 Silver Streak (8) 
Catalina, $550*; Silver Streak (6) 
4-dr., $310; 2-dr., $285; club coupe, 
$175*. 

STUDEBAKER — '53 Commander club 
coupe, $800. '52 Commander 4-dr., 
$350, $220. ‘51 Commander 4-dr., 
$250, $240, 


"51 (200) 4-dr., 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 37, 38, 48, 49, 52 





standardized output | 





By W. M. McCarty 
Staff Correspondent 

EVANSTON, Ill.— “The women | 
are coming!” That’s the cry among | 
automotive men in the Chicago) 
area these days as the distaff side 
moves in. 

In Evanston, a “Dress to the Car 
and Go” parade was staged by 
Humphrey Chevrolet Co. The girls 
donned dresses to match the colors | 
of the new Chevrolet and marched 
through the downtown area in a 


Dodge Operating 
Dealer Ad Fund 
In 20 Markets 


DETROIT. — The new Dodge 
Dealer Advertising fund now is 
operating in 20 major market 
areas, according 
to Jack W. Minor, 
advertising and 
merchandising di- 
rector. 

The fund, based 
on total car sales, 
provides dealers 
with local adver- 
tising to meet 
conditions within 
a given area. It 

—— buttresses 
cack W. Miner Dodge’s expanded 
advertising campaign, which will 
reach its peak during May, June 
and July, Minor said. 

The campaign calls for heavy 
newspaper schedules, including 
color ads in major market areas, 
|he added, and the use of a wide 
|range of magazines, as well as 
| outdoor media. 

Television activities have been 
stepped up, Minor stated, with the 
| signing of Lawrence Welk and his 
orchestra. Until now a dealer- 
sponsored show in Los Angeles, it 
will go coast-to-coast beginning 
early in July. 

Dodge has also renewed its spon- 
|sorship of Danny Thomas’ “Make 
Room for Daddy” and the “Break 
the Bank” shows on ABC-TV. 


‘Klem Indicted 
As Embezzler 


PORTSMOUTH, O.—Leo J. Klem, 
| 55-year-old Detroit auto dealership 
|broker, has been indicted for em- 
bezzlement by the Scioto County 
Grand Jury. 

Klem was accused of failing to 
pay $10,000 given him as downpay- 
jment for purchase of a Lincoln- 
|Mercury dealership here Nov. 24, 
1953. 
| The original charge was made 
by Garland Williams, a former 
resident of Royal Oak, Mich., who 
bought the dealership from Marvin 
Jones of Portsmouth. 

Some time ago Williams won a 
| consent judgment for $5,000 against 
Klem in a civil action in Detroit 
in the same matter. The court per- 
mitted Klem to deduct what he 
claimed as commission from the 
dealership sale which involved 
$50,000. 




















Trade Formals for Coveralls ... 


Women Spark Promotions 





Choice of Pittsburgh Dealers— 


Newly-elected officers of the Pittsburgh Automobile Dealers’ Assn. are, from left, | 
Hartley R. Graham, renamed secretary-manager; Fred K. Becker jr., Mt. Lebanon, | 
vice-president; Charles H. Snyder, Pittsburgh, president, and W. A. Winterhalter, | 
Wilkinsburg, treasurer. 





promotion idea shared by the 


‘dealer and a local dress store chain. 


The women are turning out 
enthusiastically, too, for a “Gas, | 
Gasket and Glamor” program 
planned by Bonnie Buick of | 
Evanston, in cooperation with | 
Alemite. 

The idea consists of six two-hour 
classes in automotive maintenance 
in non-technical language and for 
“women drivers only.” 

Ninety women have volunteered 
to exchange formals for coveralls 
and dip their hands in grease. The 
class is restricted to 25, so it will 
be repeated, according to T. W. 
Hufstader, Bonnie Buick president. 

One young lady was asked why 
she was determined to know the 
carburetor from the distributor. 
She replied: 

“I drive my husband to the train 
every morning and I feel that I 
should at least know how to 
change a tire in case of emer- 
gency.” 

Another woman hailed the deal- 
er’s training course as a blessing 
because she has been afraid to 
drive alone for fear of needing 
emergency road service. 

Husbands here are wondering if 
the next time the family bus acts 
up they won’t hear the wife say, 
“Stay where you are, dear. It’ll only 
take a minute for me to adjust the 
timing.” 


AAR Links Up 
With C-A-S Plan 


CHAMPAIGN, Ill.—Certified Au- 
tomotive Service, Inc., here has an- 
nounced that the Automotive Affili- 
ated Representatives has joined 
with other trade associations now 
supporting the C-A-S Budget Plan. 

Robert F. Grubb, C-A-S general 
manager, said that the approxi- 
mately 350 AAR members will be 
advised of new C-A-S developments 


Sales Marks Fall. 


p As Month Opens 


Retail Reports 
Bared by Makers 


DETROIT. — Reports ‘rom the 
field on retail sales for the first 10 
days of May touched off another 
spate of record claims last week 
by auto makers. 

Among them were the following: 

General Motors 

Retail sales of Generai Motors 
|cars set an alltime high for the 
| first 10 days of May, President Har- 
low H. Curtice said. 

New-car sales, he said, totaled 
110,617 in that period, whiic used- 
car sales by GM dealers amounted 
to 133,995. 

Curtice said retail sales of new 
cars for the year through May 10 
amounted to 1,353,714, highest total 
in GM history for this period. Used- 
car sales for the year through 
10 also set a record at 1,669,362, he 


said. 
Buick 
Buick dealers delivered 22,184 





|new cars in the first 10 days of 


May, a record for that period, Ivan 
L. Wiles, general manager, said 


| last week, 


It was the seventh consecutive 
10-day period in which sales ex- 
ceeded 22,000 units, Wiles said. 

Wiles said retail deliveries for the 
year through May 10 totaled 281,685 
units, compared with 181,628 for 
the same period of 1954. 

Oldsmobile 

The largest May 10-day sales to- 
tal in Oldsmobile annals was es- 
tablished in the initial period of 
this month, according to J. F. Wolf- 
ram, general manager, as dealers 
moved 17,348 units. 

The May 1-10 total brought 
Oldsmobile retail sales for the 
year through that period to 220,- 
978, he said. 

Oldsmobile retail deliveries set a 
record for the period and are run- 
ning two months ahead of last 
year, Wolfram said. 

Mercury 

Mercury dealers delivered at re- 
tail 10,285 cars in the first 10-day 
period of May, Joseph E. Bayne, 
general sales manager, said last 
week. 

This is an increase of 57 percent 
over the same period of last year, 
he said. 

Ford 

Ford sales are up 23 percent na- 
tionally for the first four months 
of 1955, but the increases are mark- 
edly higher in the Pacific Coast 
sales districts, L. D. Crusoe, execu- 
tive vice-president of Ford Motor 
Co., said last week. 

Crusoe said Ford dealers were 
complaining “they are losing sales 
because we can’t give them enough 
cars.” 


Rambler 

Sales of Ramblers in the past six 
months have been 217 percent of 
the corresponding period of the 
previous model year, George Rom- 
ney, president of American Motors 
Corp., said last week. 

Romney noted the sales gain in 
announcing that AMC plans to in- 
crease Rambler production capacity 
to 800 units daily from the present 





by the executive office in New York 
City. 






! 





And Now ... Car Umbrellas— 

An umbrella for automobiles is the latest in accessories. Known as the Sic emaster 
Rain-Visor it was developed at the insistance of Arthur Steel, a director o! Sight- 
master Corp., New Rochelle, N. Y. Steel owns several drive-in theaters and had faced 


the problem of vanishing attendance on 
permit outdoor theater viewing without 
visor is mounted with clamps that attach 
to the windshield base. 


rainy evenings. The Sightmaster is said '0 
the windshield wipers going. The plastic 
to the rain-gutter and suction cups that fit 
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ier Executives Beat Drums .. . 
Chrysier Executives Peat Vrums ..- 


No Cause to Fret, Dealers Told 


DETROIT.—In a series of simul- | 
taneous t ilks in 13 key U. Ss. cities, 
Chrysler division sales executives | 
last week told Chrysler dealers why | 
“pusiness will never again be 
small.” 

The executives at the various | 
points ail were talking from a 

master speech jointly prepared 
at a conference in Detroit. 
Reasons, as given for the execu- 
tives’ optimism were: 

1. The tremendous 
population each year. 

2. While actual consumer income 
spirals up, actual buying power 
accelerates well ahead of it. 

3. U. S. families with incomes 
over $5,000 have mushreomed 
from 6,900,000 in 1941 to 16,000,000 
in 1954. “The economists say that 
in 1960 ... we will have 24,000,- 
000 families with incomes over 
$5,000. Those are the people who 
are buying new cars—cars in our 
price class,” the executives said. 
4. The executives cited Chrysler 
economists’ estimates that between 
1954 and 1966, total cars on U. S. 
highways will increase at the rate 
of nearly 1,500,000 per year—from 


Over 400 Due 
For Idaho Parley; 
Freed to Speak | 


BOISE, Id. — (UTPS) — The 19th 
annual convention of the Idaho Au- 
tomobile Dealers Assn. will be held 
at the Hotel Boise here, May 23-24. 

The chairman of the convention 
committee, Fisher Ellsworth, of 
Idaho Falls, has announced that 
more than 400 dealers and their 
wives are expected to attend. 

Speakers will include Charles G. 
Freed, Salt Lake City, past presi- 
dent of NADA; Robert R. Gros, 
San Francisco, advertising man- 
ager of Pacific Gas & Electric Co.; 
Dean Chaffin, Bozeman, Mont., 
dealer; R. L. Ringer, Hollywood, 
Calif, sales consultant; Walter 
Cooper, Fort Collins, Colo., chair- 
man of the National Affairs com- 
mittee, NADA; M. R. Darlington 
jr, managing director, Inter-Indus- 
try Highway Safety committee; 
George Denney, Boise, chief clerk 
state department of law enforce- 
ment, and Stary Gange, Visalia, 
— vice-president, Pacific Olive 


increase in 





The opening address of welcome 
will be given by Boise’s Mayor R. 
E. Edlefsen at 10 a.m. The response 
will be given by Tom Tobin, Lewis- 
ton dealer. 

IADA officers whose terms ex- 
pire this year include: L. F. Heagle, 
Hailey, president; W. S. Freeland, 
Coeur d’Alene, vice-president, and 
the following directors: Wade 
Brown, Sandpoint; Clare Walker, 
Kellogg; Lloyd Daman, Wallace; 
Frank Gaffney, Orofino; Jay Dye, 
Grangeville; Elmer Bidne, Mos- 
cow; Charles Hendricks, Lewiston; 
Fred Lillge, Boise; J. V. Chamber- 
lin jr. Weiser; Leo J. Mason, 
Caldwell; David Edmark, Nampa; 
C. A. Gore, Twin Falls; Ray Rob- 
bins, Rupert; James Berry, Buhl; 
Louis Stalker, Grace; William 
Sewell, Driggs, and Burt Wackerli, 
Idaho Falls. 


‘Changing Its Mind, 


| tomobile business will be bigger 


| way, the bill would give motorists 


the present 48,000,000 to 65,000,000 | 
in 1966. 

5. The rate of auto scrappage 
will increase from 3,500,000 to 4,-| 
500,000 units per year, opening an 
additional wide market for new | 
automobiles. 


| 








Pa. House Votes | 
Flares for Cars | 


HARRISBURG, Pa.— (UTPS) — | 
Previously defeated, a bill which | 
would require every car owner in 
Pennsylvania to carry some type of 
emergency warning device was re- 
turned to the calendar last week 
and passed the House by a vote of 
135 to 35. The measure then was 
sent to the Senate. 

Reps. Marian E. Markley, Lehigh | 
Republican, and Louis J. Amaran- | 
do, Philadelphia Democrat, spon-| 
sors of House Bill 756, persuaded | 
the House to reconsider its first 
vote, which resulted in defeat of | 
the proposal. The earlier vote was | 
85 to 41 but fell short of the neces- 
sary constitutional majority. 

Described by the sponsors as a| 
“purely safety measure” designed 
to aid cars crippled on the high- 


their choice of carrying three| 
flares, an electric lantern or flash- | 
ing signal, or any other signal ca- 
pable of producing a red warning 
light. 

The measure would extend the 
law which now applies to trucks. 
It would become effective Nov. 1. 

The bill would require State Rev- 
enue Department approval of warn- 
ing signals before they are used. 
No fuse that leaves a residue and 
no standup device containing a 
nail would be permitted. 

Failure to comply with provisions 
of the bill could result in a $25 fine 
or 10 days in jail. 









6. Two-car families have in- 
creased from one family out of 50 
to one family out of 12. Chrysler 
economists predict that by 1960 one 
family out of seven will own two 
cars or more. 

7. The trend to suburban living 
also sells cars. “Greater distances 
people have to travel to work 
makes it almost sure that the au- 


and bigger.” 

The dealers were told that wages 
and salaries are at an alltime high, 
because personal income climbed 
to a yearly rate of $292 billion dur- 
ing the first three months of 1955— 
some $7.5 billion higher than in 


| 1954 and because industrial produc- 


tion is up more than 12 percent 
over last year. 
The executives said that many 


| experts who started this year talk- 


ing about 5,500,000 cars are now 
upping their estimates to the 6,000,- 
000 point and above the 1950 mark. 

“A great many more are say- 
ing that we will build and sell 
7,000,000 cars in 1955,” they said. 

The meetings were told that al- 


most every week new production | 
| records are being set. 


“The company which has shown 
the greatest progress is the Chrys- 
ler Corp., which at the end of four 
months had exceeded 120 percent 


of its production for the same pe- | 
riod of 1954,” said the executives. | 


“In our own Chrysler division, by 
the end of April this year, we pro- 
duced more cars than we built in 
the entire 1954 year.” 

They also outlined Chrysler divi- 
sion’s biggest expansion in its 31- 
year history which is now ap- 
proaching completion in Detroit. 

The executives briefed the deal- 
ers on future new models and told 
them that they could preview the 
1956 Chryslers and Imperials about 
the same time they did last year. 

“There is no ceiling on oppor- 
tunity,” they reminded the dealers. 


Chrysler Dealers to Get 


Last of *55s in 


DETROIT.—Chrysler division 
dealers in the Detroit region learned 
last week that they would have all 
their 1955 cars by the end of July. 

In one of 13 simultaneous meet- 
ings throughout the nation, the 
dealers were asked to order the 
remainder of the cars they’ll need 
this year by July 1. 

The final scheduling date will 
be July 8. Normally all cars come 
off the production line 10 days 
after scheduling. However, since 
this is the buildout, it may take 
several extra days to complete 
production. 

The dealers also were told that 
the 1956 Chrysler would be intro- 
duced about Nov. 10, one week 
earlier than last year. Production 
of the ’56s is expected to start in 
September, with the dealers seeing 
them in October. 

Thomas Cornell, Detroit regional 
manager, and C. E. Sumrall, cen- 
tral division sales manager, ad- 
dressed the dealers in the Detroit 





Chevrolet Deal a School Room— 


Victor H. Potamkin (standing, right), president of Potamkin Chevrolet, Inc., plays 
to Canadian dealers sent to Philadelphia by General Motors to study sales-| paid $14 for each Windsor he sells | inside cars or handing to customers, the 


July 


region which embraces Michigan 
and part of Ohio and Indiana. 


The dealers were also informed 
that: 


1. The Chrysler division shut- 
down this year would necessarily 
be longer than usual because body 
production will be switched to the 
new factory which reportedly will 
have the world’s longest produc- 
tion line—14 miles long. 

2. Detroit region dealers will 
share 1,943 Windsors, 1,325 New 
Yorkers and 350 Imperials during 
the rest of the model year. One 
dealer said this would be an ade- 
quate supply considering the inven- 
tories the dealers are carrying. 

3. There is little chance that the 


favorable Chrysler division retail | 


picture would be changed. This was 
taken to mean that there is little 
likelihood of serious labor trouble 
before ’55 production is completed. 
Chrysler Corp’s contract expires 
Aug. 31. 

However, several Detroit deal- 


ers later remarked that the Ford | 


and GM talks are already sub- 


stantially hurting sales. Dealers | 


said many Detroit buyers are ap- 


prehensive about a strike this | 


summer. 

A new $500,000 contest for sales- 
men was also announced at the 
meeting. This year the factory will 
bear the entire cost of the program, 
in contrast to last year when deal- 


ers had to pay a substantial portion | 


of the cost. 

As a consequence, several dealers 
said they would conduct contests of 
their own this year to further spur 
sales. Others said it’s foolish to 
hold more than one contest at a 
time. 

The contest is unique in that 


salesmen will be paid $6 for every | 


five demonstration rides they give. 
A salesman is permitted five dem- 
onstrations for every car he sells. 

In addition, the salesmen will be 


distribution techniques. The visitors are, seated from left, John Schunk, Hamilton;|and $17 for each New Yorker or 
Al Stedelbaver, Windsor; G. R. Gohier, Montreal, and James A. Orr, Kitchener. 
Standing are Merrill Wolfe, Edmonton; Jerry Meredith, Sudbury; Ken Guest, Ottawa; 


Barre, Quebec, and Don Scott, Oshawa. 





Imperial. All payments will be in 
merchandise. 
—JosePpH M. CALLAHAN 








‘55 French Fords Front and Center— 


by Ford from the U. S. 


A panoramic view shows the 1955 Simca (French Ford), lines of Aronde and Vedette 
cars, Unic trucks and Someca tractors. The Aronde (Swallow) has a four-cylinder, 
45-horsepower engine and a 96-inch wheelbase. The Vedette features an 80-horse- 
power V-8 engine and a 106-inch wheelbase. Designs for the Vedette were furnished 








a great many instances” a factory 
does try to administer resale prices, 


cal statement. 


The antitrust chief pointed out 
that some dealer groups had 
taken it on themselves” to try 
and administer resale prices be- 
cause their manufacturers do not 


Illinois Measures 


Credit Companies 


SPRINGFIELD, Ill. — Bills to 
regulate finance companies and to 
protect installment buyers in repos- 
| session cases have been introduced 
in the Illinois Legislature. 

A Senate bill would require a 
state license annually for finance 
companies at a fee of $100. Such 
licenses could be revoked or sus- 
pended for violations of the act, 
but judicial review of such deci- 
sions is allowed. If passed, the law 
would take effect Jan. 1. 

A House measure states that 
where an installment buyer has 
paid 50 percent or more of the 
purchase price, and the property 
has been repossessed, the buyer 
can, within 30 days, make the 
overdue payments and recover the 
vehicle. 

It also provides that the seller 
must sell retaken property not less 
than 30 nor more than 60 days 
after repossession. 

If the buyer pays 75 percent or 
|more, the seller must either retain 
|the repossessed property and for- 
get the balance owed or return it 
ito the buyer and sue for the bal- 
ance. 
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Winter's on the way! We offer expert service. Let os — 
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Front and back views of the new mer- 
chandiser offered Prestone antifreeze 
dealers by National Carbon Co., is shown 
above. In full color, the cards are de- 
| signed for enclosing in envelopes, placing 
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No Monkey Business— 





j firm states. Space is provided for the 
| dealer's name and address. The merchan- 

disers are given with pre-season orders 
| Of Prestone. 


Antitrust Probers Studying 


Exclusive Dealer System 


(Continued from Page 3) 





but added this was not a categori- | 
areas but pricing. 


Aimed at Curbing | 


do this. He then stated that 
“some people” felt the auto in- 
dustry was competitive in all 


Meanwhile, evidence that prom- 


|inent lawmakers are not unaware 


of auto dealer problems also ap- 
peared last week in an address by 
Sen. John Sparkman, Alabama 
Democrat and 1952 Vice Presiden- 
tial candidate, before the National 
Federation of Independent Scrap 
Yard Dealers, Inc. 


After voicing concern that “the 
small business share of our na- 
tional sales pie is getting smaller,” 
Sparkman declared that although 
Ford and GM earned large profits 
last year, new-car dealers suffered 
their lowest profits in 15 years and 
38.7 percent of them operated at a 
loss. 

* * ~ 
pants told Congressmen that 
he favors repeal of the fair- 
trade price maintenance laws, un- 
der which 45 states allow manu- 
facturers to set retail prices of 
trademarked articles. 


20% Sales Goal 
Is Reaffirmed by 
Chrysler’s Troost 


LOS ANGELES.—Chrysler Corp. 
still is “very determined” to at- 
tain and then exceed 20 percent 
of new-car sales 
this year. It’s 
share of the first 
4% months’ reg- 
istrationg was 
18% percent. 

This re-affir- 
mation of Chrys- 
ler’s goal was 
made last week 
by George W. 
Troost, financial 
vice-president, in 
addresses before G. W. Troost 
the Security Analysts both of San 
Francisco and Log Angeles. 


To-date sales of Chrysler Corp. 
cars in 1955 are 40 percent ahead 
of the comparable 1954 total and 
at 18% percent of the market 
eclipse the less than 13 percent 
registered in all of last year, Troost 
said. He added that current Chrys- 
ler Corp. output of more than 30,- 
000 a week is in excess of twice 
the rate of a year ago. 
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2 Nash Salesmen Win 
‘Chest? Cash Awards 


DETROIT. — Two Nash sales- 
men are $100 richer as a result 
of the second of five weekly 
drawings being held in conjunc- 
tion with Nash Motors’ treasure 
chest campaign. 

The winners, Gordon Oliry of 
Austin Auto Mart, Chicago, and 
L. E. Moman of Roy Bridges & 
Co., Birmingham, Ala., were an- 
nounced by Fred W. Adams, di- 
rector of advertising and mer- 
chandising. 












New Proof it Pays 


AMBLER RESALE VAL 


Hee is more factual proof of Rambler popularity! A 
recent survey conducted by a leading business magazine 
shows that Rambler Resale Value now tops the average of 
the four other cars in the low-price field by four percent. 
Here are the actual figures showing the percentages of orig- 
inal cost that each make of car brought on the open used 
car market (1954 models). 


RAMBLER 
CARA. 
CARB. 


CARC. 
CARD. 





That’s because the Rambler—a new kind of car for the 
new needs of today’s families and today’s driving conditions 
—has captured America’s heart as no other new car has 
done since World War II. 


Yes, Rambler’s resale value is high for the same reason 
that it is THE postwar success as a new car. It solves the 
problems ordinary cars have created. 


It parks where other cars can’t—even in the hands of the 
most inexperienced woman driver. Handles so easily Power 
Steering is unnecessary. It fits in garages—and still leaves 
room for Dad’s power mower and Junior’s bicycle. Yet, in 
seating room, the Rambler outstrips 80% of the cars on the 
highway today. 

In smoothness of ride, in freedom from rattles, in solid 
rigidity, it is amazingly advanced over other low-priced cars 
—yet it’s the lowest priced of all . . . costs least to operate— 
out-saves any car built in America. In the 1955 Mobilgas 
Economy Run, the Rambler led all cars entered in actual 
gas mileage—27.47 M.P.G. 


Rambler, like every other series Nash dealers sell, is built 
with welded Double Strength Single Unit Car Construction— 
the modern way to build automobiles that gives “double 
lifetime”’ service—keeps Ramblers newer, longer. 


And Rambler is styled to keep its value longer—styled by 
the world’s foremost custom car designer, Pinin Farina, 
whose advanced concepts have kept Nash in the forefront 
of the style parade since 1952. 


No wonder Rambler is the fastest growing idea on the high- 
way. No wonder experts in the automotive industry hail it 
as the coming volume car. No wonder the demand for 1955 
Ramblers is growing day by day. 

And remember, Rambler is just one of the four profitable 
series of cars Nash dealers have to sell—just one more rea- 
son why it pays to sell Nash. 


Mah. Mhota. 


DIVISION OF AMERICAN MOTORS CORPORATION, DETROIT 32, MICH. 
American Motors Means More For Americans 
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to Sell Nash— 


OPS FIELD BY 474! 









Yes, Rambler is Big! This Rambler 
Four-Door Sedan has spacious seating 
room for six—and most headroom front 
and rear of any low-priced car. 


NASH DEALERS 
BLANKET THE MARKET 
WITH 4 GREAT 

Sie thir’ ick Sam 9 shah ip onan MONEY-MAKERS! 


with it. The Nash Dealer Volume Investment Fund 
permits every Nash dealer to profit from it. The indi- America’s Finest Value in Fine Cars. Featuring 


vidual dealer is not on his own in this Plan. He Ambassador three overhead valve engines, including the 


benefits directly as total Nash sales volume grows world’s newest, most advanced V-8. 
—from coast to coast. No matter what line you 


now handle— ee The No. 1 Big Car Buy. Offers a wider Scena-Ramic 
well sale. —. of sed yrersy tegen = S ta tes man Windshield, wider front seat, more interior roominess, 
yack FOUL Wales tO ge ° aces C8 t ° oe than any of America’s higher-priced cars. 
revolutionary dealer profit-sharing plan in the in- 
dustry. Your inqui i i 
y. Your inquiry will be confidentially treated. R am bl er Smartest Buy for Town and Travel. Lowest prices in the 


Ik industry. Amazing seating room plus greatest economy. 
ny e The Plus Car for Plus Sales. Introduced just 
M etro DO l LLQGLTY one year ago, the Metropolitan, is now the 


Roy ABERNETHY biggest selling imported car in America. 
Vice-President Sales 
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Correspondent George L. Glaser Writes ... 


Report on Italian Auto Industry 


Eprror’s Nots: This is the sec- 
ond and last in a series of reports 
on the Italian automobile industry 
and the Turin Auto Show. The 
first was carried in the May 9 
issue of AuTomoTive News. 

+ = * 


URIN, Italy.—Before continuing 

with the study of the Italian 
automotive industry — the fifth 
largest in the world—I would like 
to tell you something about the 
American car in Italy. 

While cars of the size and type 
of U. S.-made vehicles are not pro- 
duced in Italy and while a good 
number of prospects exist for our 
cars, imports are extremely limited 
as the Italian Government does not 
allow many dollars to be used for 
car imports. 

However, U. S. car importers 
are confident that more American 
autos can be imported in the 
future as they will come from 
other European countries—such 
as Switzerland or Bel gium— 
where they are assembled and 
may be paid for in the currency 
of the assembly country. 

Also, Mrs. Clare Booth Luce, the 
U. S. Ambassador to Italy, has 
promised to seek relief for the car 
dealers since there are about ten 
customers waiting for each avail- 
able auto. ii 


Studebakers ‘Loaned’ 


AKE, for example, the Stude- 

baker display cars at the auto 
show here. Each of these were pre- 
sold and the customers agreed to 
allow to loan them for the event. 

There also is a mutual regard in 
matters of styling: The Italians 
find U. S. features good enougn for 
adoption while the U. S. firms go 
a long ways toward Italian style 
trends. But, more of this when I 
describe the body shops. 

Other countries, such as Eng- 
land, Germany and France had 
autos entered in the show. There 
was a Rolls-Royce with an Italian- 
styled body with television in the 
rear compartment made for an 
Italian businessman. 

Another British make, Jaguar, 
had the smartest body, but it was 
not presented at the show. It was 
in preparation at Boano’s, a cus- 
tom body builder. 

It is futuristic sport coupe de- 
signed by Raymond Loewy and is 
a prototype which cannot be de- 


Burglars Blitz 
17 Dealers in 


Kansas, Missouri 


JEFFERSON CITY, Mo. 
gang of burglars has been raiding 
auto dealerships in Missouri and 
Kansas, robbing about 17 victims 
during the first two weeks of May. 

The thugs use the dealer’s own 
acetylene torch cutting equipment, 
and, at one dealership, cut around 
a tear gas bomb built into one of 
the doors. 

Among those robbed were: 

Wolfea-Briggs Motor Co., Mar- 
celin (Mo.), $400. 

Kennedy-Ours Motors Co. (Chev- 
rolet-Buick), Brookfield, Mo., $40. 

Smith Motor Co., Marceline, Mo., 
undetermined amount. 

Knollmeyer Motor Co. (Chevrolet- 
Oldsmobile), Linn, Mo., undeter- 
mined amount. 

Dessieux Motor Co. (Ford), Linn, 
Mo. (second visit), undetermined 
amount. 

Cowgill Chevrolet Co., Milan, Mo., 


2,000. 

Wilson Chevrolet Co., Bethany, 
Mo., $450. 

Carlisle-Porter Motor Co., Beth- 
any, Mo., undetermined amount. 
(Other business houses in Bethany 
were looted of an estimated $2,500.) 

Stockebrand Motors Co. (Dodge- 
Plymouth), Garnett, Kans., $140. 

F & K Motors, Garnett, Kans., 
small amount of cash. 

Brecheisen Implement Co., Gar- 
nett, Kans., $50. 

Anderson Motor Co., Garnett, 
Kans., undetermined amount. 

In Paola, Kans., the following 
five dealers were victimized: Heger 
Motor Co.; Peuser Chevrolet Co.; 
Bates Pontiac Co.; Miller-Rhea 
Motor Co.; and, Walter Farm 
Equipment Co. 





A Dreamy Coupe— 


This body was built by Bertone on an 
Alfa-Romeo chassis and was shown at 
the Turin Auto Show. Correspondent 
Glaser said the headlamp outlets are in 
reality ‘“‘windows" which follow the con- 
tour of the fenders. The rear fenders have 
high fins which follow the body curve as 
do the doors and the windshield pillars. 

26> Ss 


scribed at this time. It exists only 
in a table size model and the 
wooden hull of the pilot model. 

It was the same way with the 
German cars. The prettiest Mer- 
cedes of them all was getting ready 
at Farina’s shop. Since it is not a 
factory development, but a private 
Italian owner’s order, I can write 
about it. 


Creates Modern Body 


THE model 300 Mercedes 
chassis, Farina placed a hard- 
top coupe, respecting the Mercedes 
characteristics while still ereating 
a really modern body. 

I would suggest it be called the 
“Baden-Baden” and equip it with 
contour-fitted venitian blinds of 
body-matching color in the large 
rear window and give it push-button 
operated door windows and give 
Farina an order for 100 of them. 
T’'ll bet a Mercedes star, in choco- 
late, that this job would sell! 

There are presently 17 firms 
specializing in custom passenger 
car bodies in Turin and in all 
Italy there are some 140-odd body 
builders which are united in a 


separate organization. Many of | 


them handle truck and bus 
bodies. 

Some of these firms develop their 
own styling or utilize designers 
which are available in Turin and 
who usually remain anonymous. 
(By the way, in Germany the first 
industrial automotive designer has 


A| opened shop. He is Louis L. Lepoix, 


from France, in Baden-Baden. He 
represents, in his creations, a 
European styling trend rather than 
just those typical for any one 
country.) 

The Turin firms also build pro- 
totype bodies from drawings or 
models submitted to them. Farina 
is claimed to be the largest of them 
all, producing more than 60 per- 
cent of all the custom-made bodies. 
For American autos he can only 


DeSoto Zone Post 
Goes to Crandall 


DETROIT. Appointment of 
David R. Crandall ir. as central 
zone manager of DeSoto has been 

at announced by A. 
B. Nielsen, gen- 
eral sales man- 
ager. 

Crandall will be 
responsible, under 
Nielsen, for Mich- 
igan, Ohio, Indi- 
ana, Tennessee, 
Kentucky, Missis- 
sippi, Arkansas, 
A sear Alabama 

and Florida and 
D. R. Crandall jr. parts of West 
Virginia and Pennsylvania. 

Zone office will be in Cincinnati 
and regional offices will be Cincin- 
nati, Detroit, Pittsburgh, Memphis 
and Atlanta. 

Crandall entered the automobile 
business in 1936 in Oklahoma City 
and prior to joining DeSoto was 
zone manager in Dailas for another 


| firm. 





create bodies for American Motors 


=| Corp. to which he is style consult- 


ant. However, he also makes special 
bodies for Cadillac owners and 
presently has prototypes in prepa- 
ration for Italian, French and Ger- 


man firms. 
* * * 


Cost of Prototype 


Hew much does a prototype 
cost? 

At Boano, I received the answer 
to this question. When they created 
the “Indianapolis” sport coupe 
(shown in the May 9 issue) for 
Ford, they calculated the hours 
used: Between 5,500 to 6,000 and 
that will amount to about $15,000 
for the body on the Lincoln chassis. 
The exhaust pipes coming out of 
the hood on the side of the car are 
only for engine compartment ven- 
tilation, the real exhausts are at 
the rear of the car. 


At Boano I found a very con- 
genial group of men. The elder 
Boano has been in the trade for 
30 years and his son, a modest and 
interesting fellow. is stepping right 
into his father’s footsteps. 

Many Italians are gifted with 
perfect sense for proportions, for 
form and for colors and this ex- 
plains the booming business for 
handcrafted bodies. However, I 
would like to take this oppor- 
tunity to advise against placing 
all the emphasis on styling and 
forgetting the utility require- 
ments. 

There is a problem which cannot 
be neglected. The individually pro- 
duced bodies for one customer, or 
even for a few, constitute a parts 
problem as they are not manufac- 
tured with service simplicity in 
mind. Of course, this does not affect 
the customer who can afford to 
have the body repaired in a custom 

body shop. 

Not far from the Fiat plant (dis- 
cussed in the May 9 issue), there is 
a sign over an entrance through 
which, among others, the Chrysler 
people move on their pilgrimage 
to Turin. It reads Ghia-Monviso 
and the bikes standing around do 
no reveal that here is one of the 
world’s most respected body plants. 

For the show, this plant pre- 
sented a study in light metal fea- 
turing aerodynamic design, how- 
ever, it is just a study and con- 


tains no mechanical parts. 
t ” * 


Doors Swing Up 


ya another body builder, 
showed rear swing-up doors for 
station wagons. The roof design 
which they displayed also was in- 
teresting. It had a sunshield for the 
front as well as for the rear 
window and the top was made of 
plastic for overhead lighting of the 
interior. 

Speaking of interiors, I should 
not forget the artisans who select 
and custom make the upholstery 
and interior trim. 

Dashboards and grilles as well 
as other ornamental items are 
also individually styled in many 
cases. Vignale, by the way, sells 
table-sized models of famous cars 
for about $100 each. 

Bertone, still another firm, showed 
an Alfa-Romeo dream coupe with 
fender windows in contour followup 
as outlets of the headlight beams. 
The rear fenders had high fins 
which followed the body curve as 
did the doors and windshield 
pillars. 

In closing the passenger car 
part, I should mention that the 
Germans. too, take to dream cars. 
Borgward of Bremen will be show- 
ing a prototype dream-body on the 
Isabella chassis at the coming 
German auto show. 

* af * 

Luggage for VW 
ACCRBSORIES, tools and equip- 

ment also were displayed nice- 
ly in the Turin Auto Show. I noted 
a three-unit luggage set for the 
Volkswagen made by a Berlin firm, 
which offers the best possible utili- 
zation of the VW space. 

Pirelli, the Italian tire maker, 
demonstrated the tubeless tire. Ber- 
toni and Cotti had a new type 
crankshaft regrinder which fea- 
tured balancing units on the two 
outer ends. Before grinding the 
connecting rod throws, one must 
add balancing weights to the ma- 


A Long Way from Home— 


This Nash was displayed at the Turin Auto Show with a Farina body. Farina is 
style consultant to American Motors Corp. 





in the U. S. Studebaker was among other 


American cars displayed in the Detroit of Italy. 
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Meet Miss Ghia— 


This is a futuristic study in streamlining and light alloy metals shown at the Turin 
(Italy Auto Show). Created in what was termed an aerodynamic design, it was built 
by the body-building firm of Ghia-Monviso and it is just a body with wheels, there 


being no engine or mechanical parts. 
* * @ 


chine in order to overcome the un- 
balance as the crankshaft is placed 
out of balance. On this new ma- 
chine, one inserts a little crank 
into the balancing unit and adjusts 
the weights in a few seconds with- 
out taking off or adding anything. 

Il Ribaltauto is not the title to 
an Italian opera, but something 
very original. It is a structure 
which is hooked up to the brake 
drums of one side of a car, the 
battery is then taken out and the 
car is iaid with ease on its side 
but does not touch the ground. 

The underside of the car is now 
directly in front of you and you 
can work in ease on such things 
as the drive shaft, transmission, 
clutch and muffler. Mario Cesare 
of Turin is the inventor. 

In the truck and bus display 
once again many special bodies can 
be noted with the makers of truck 
bodies for specialized uses com- 
bined in a separate group. 

I noticed a load-carrying — not 
driven-axle for installation behind 
the rear axle on trucks and trailers 
designed so that it will describe a 
curve while turning even though 
it has not been connected with the 
steering mechanism. 

Large rubber blocks restrict the 
movement and keep the axle nor- 





Upsy-Daisy— 

At the Turin Auto Show, Vignale, a 
body-building firm, displayed a station 
wagon with a newly-designed swing up 
door. This is incorporated in all of the 
firm's wagon models. 


mally in the straight-ahead posi- 
tion. 


o * 
OM Produces Touche 


Asore the firms producing 
truck and bus chassis, OM is 
one of the outstanding ones. OM 
is nearly 50 years old, has factories 
in Brescia, Suzzara and Milan and 
employs over 7,000 persons. The 
OM diesels are of four and V-8 
cylinders. 

The latest item in the OM line 
is the Il Leoncino which offers an 
optional front - wheel - drive diesel. 
This gives a low load-carrying floor 
with no obstructions on it. 

Another firm is E. Bianchi, 

once famous in the passenger- 

car business, but now 

only truck and bus chassis. How- 
ever, it is now again studying 
the possibility of reentering the 
passenger car field. 

In regard to the old method of 
having to pull out the dipstick from 
the engine and wipe it on whatever 
is handy, the Stalians have done 
something about it. 

I saw two dashboard indicating 
oe for determining the oil 
evel. 


z= s 7 
Trailer Walls Move 
AMONG the many commercial 
body builders, Boneschi—also 
in the auto field—offers truck and 
semi-trailer bodies which feature 
walls that can be pushed out and 
formed into roomy spaces for spe- 
cial purposes. 

The designs have been used in 
educational trucks by the govern- 
ment to take knowledge of various 
sorts to the people of South Italy. 

Boneschi also made a_ semi- 
trailer which—when the walls are 
slid out—offers sleeping quarters 
for 32 in individual beds in air- 
conditioned comfort, with shower 
and toilet facilities available. 

When I did not write about such 
famous car makes as Ferrari. 
Maserati. OSCA, Nardi, Moretti. 
Stanguellini or Siata (all either 
manufacture small luxury and 
sports cars or convert standard 
models into sport jobs) it was only 
due to space limitations. 

And, with so much written, I 


am leaving Italy where so much 
imagination, know-how and srtistic 
understanding as well as ‘:divid- 
ualism is being applied »v the 


veople of the automotive in:ustry. 
I toast them in grateful memory 
for the interesting days i have 
spent with them. 
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Sell cars ! 
at Spring peak | 
all Summer long | 

with WBC’s | 


“Sing-’n-Sell” 


Here’s a brand new package of song and 
service spots to attract a lot of people, to 
sell a lot of automobiles for dealer, district 
or manufacturers. They tell people where 
to go, what to do . . . give up-to-the- 
minute traffic reports, latest fishing and 
boating news. And each one leads right 
| into your selling message. 
, “‘Sing-’n-Sell’”’ spot announcements are 
| exclusive with WBC on any one or all of 
: the five 50,000 watt Westinghouse Radio 
stations. Five top markets—Boston, Phila- 
delphia, Pittsburgh, Fort Wayne and Port- 
land, Oregon-—-let you reach a total of 
30,000,000 people with over 9,000,000 car 
registrations! That’s a lot of auto buyers! 
Get full details NOW. Contact any WBC 
station sales manager; WBC National 
Sales Manager Eldon Campbell (MUrray 
Hill 7-0808, New York); or your nearest 
Free & Peters office. 









SUMMER 
NO SELLING CAMPAIGN IS COMPLETE WITHOUT THE WBC STATIONS 





Westinghouse Broadcasting Company, Inc. 


WBZ+WBZA+WBZ-TV, Boston; KYW*WPTZ, Philadelphia; 
KDKA« KDKA-TV, Pittsburgh; WOWO, Fort Wayne; 
KEX, Portland; KP1X, San Francisco 


KPIX represented by Tue Katz AGEncy, INc. 
All other WBC Stations represented by Free & Perers, Inc. 
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AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM 


Mt 7 !. Fair and equitable contracts between manufacturers and dealers in| 
A motor vehicles, parts and accessories; | 


{| 2. Every dollar of gasoline and oil taxes, collected by state and federal | 
€ governments, applied to the building and maintenance of highways; 
bs ¥ 3. Guard the precepts of individual freedom, which made the U. S. A. 


great and gave its citizens more of the better things of life than anywhere 
else in the world. 


Now Who Is Going to Speak 
For Used-Car Dealer? 


wr is going to speak for the used-car dealer after June 
1 when the National Used Car Dealers Assn. becomes 
the National Independent Automobile Dealers Assn.? 


The used-car industry is a great one. Used cars appeal 
to millions of people—many millions more than new cars do. 
And there are thousands of dealers who deal exclusively 
in used cars. 


They need an organization to speak for them in this 
day of organized government, organized labor and or- 
ganized business. 


This editorial is not intended to quarrel with those inde- | 
pendent dealers who sell new cars. They have problems and 
they have a right to an association, too. 


But so do the exclusive used-car dealers. The change to 
the NIADA represents more than a change in name. It 
represents a change in personnel, a change in purpose and 
a change in direction. 

The president of NIADA is not a used-car dealer. He 
doesn’t understand the problems of used-car dealers for, 
as he once said, he doesn’t deal in used cars, he deals in 
new cars. This is the case of many of the directors of the 
association. 

We were on hand at the pre-organizational meeting of 
NUCDA some 10 years ago in Detroit, and have attended 
every national convention since. 

The association was organized by used-car dealers. Grad- 
ually the character of the organization changed. More of 
the dealers began handling new cars. Many saw this as the 
coming thing. There has always been a thin line between 
the used and the new-car businesses. 

One depends on the other, and used-car dealers become 
= dealers, and the other way around. This is a normal 
thing. 

Yet when it comes to representation, exclusive used-car 
dealers can no more expect independent new-car dealers 
to represent them than they can expect enfranchised new- 
car dealers to do so. 

Thus, as we wish NIADA well, we think there is room in 
the industry for another organization to arise as spokesman 
for the exclusive used-car dealers. 

















Coming 
Events 


Dealer Conventions 


May 23-24 — Idaho Automobile Dealers 
Assn., Boise Hotel, Boise, Ida. 


May 25—Utah Auto Dealers Mid-Year Con- 
vention, Newhouse Hotel, Salt Lake 
City, Utah. 


May 26-28—Washington State Automobile 
Dealers Assn., Benjamin Franklin Hotel, 
Seattle, Wash. 


June 19-2i—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island, 
Michigan, 


Aug. 21-23 — 22nd Annual Convention, 
Automobile Dealers Association of West 
Virginia, Greenbrier Hotel, White Sul- 
phur Springs, West Virginia. 


Aug. 28-30—Kentucky Automobile Dealers 
Assn., Kenlake Hotel (Kentucky Lake), 
Hardin, Ky. 


Sept. 9-11 — Maine Automobile Dealers 
— Samoset Hotel, Rocklane, 
aine, 


Sept. 16 — 24th Annual State Convention, 
Kansas Motor Car Dealers Assn., Broad- 
view Hotel, Wichita, Kansas, 


Sept. 16 — Nebraska New Car Dealers 
Association, Paxton Hotel, Omaha. 


Sept. 16-17 — New Mexico Automotive 
oa Assn., Nickson Hotel, Roswell, 


Sept. 18-19 — South Dakota Automobile 
Dealers Assn., Sioux Falls, S. D. 


Sept. 18-20 — 32nd Annual Convention, 
New York State Automobile Dealers, 
Inc., Saranac Inn, Saranac, N. Y. 


Sept, 19— Minnesota Automobile Dealers 
— Radisson Hotel, Minneapo- 
is. 


Sept. 19-20 — Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria, Ili. 


Sept. 19-20—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, Wis. 


Sept. 25-27—Tennessee Automotive Assn., 
uena Vista Hotel, Biloxi, Miss. 


Sept. 25-27 — Texas Automotive Dealers 
Seaaee, Shamrock Hotel, Houston, 
exas, 


Sept. 26-27—Automobile Dealers Assn. of 
North Dakota, Fargo, N, D. 


Sept. 26-27—Pennsyivania Automotive As- 
sociation, William Penn Hotel, Pitts- 
burgh, Pa 

Sept. 28-30—37th Annual Convention, New 
Jersey Automotive Trade iation, 
Hotel Chalfonte-Haddon Hall, Atlantic 
City, N. J. 

Oct. 9-10 — New Hampshire Automobile 
Dealers Assn., Mt. Washington Hotel, 
Bretton Woods, N,. H. 

Oct. 9-10—Georgia Automobile Dealers 
en, Bon Air Hotel, Augusta, 

a. 

Oct. 9-l1I—Mississippi Automokjle Dealers 
Assn., Buena Vista Hotel, Biloxi, Miss, 
Oct, 15-17—Arkansas Automobile Dealers 
Assn., Majestic Hotel, Hot Springs, Ark. 
Oct. 16-17—Oklahoma Automobile Dealers 

Assn., Mayo Hotel, Tulsa, Okla. 

Oct, 16-18—National Independent Auto- 
mobile Dealers Association Annual Con- 
vention, Hotel William Penn, Pitts- 
burgh, Pa, 

Oct. 23-25 — Florida Automobile Dealers 
oa. Sans Souci Hotel, Miami Beach, 

a. 


Nov. | — Connecticut Automotive Trades 
Association, 34th Annual Convention, 
Hotel Statler, Hartford, Conn. 

Nov, 6-8—Automotive Irade Assn. of Vir- 
ginie, Roanoke Hotel, Roanoke, Va. 
Nov, 13-14 — 20th Annual Convention 
Automobile Dealers Association of 
Alabama, Tutwiler Hotel, Birmingham, 

a. 

Nov, 13-15 — Ohio Automobile Dealers 
Assn., Netherland Plaza Hotel, Cincin- 
nati, O, 

Dec, 7—Utah Automobile Dealers Associ- 
ation Convention, Newhouse Hotel, Salt 
Lake City, Utah, 

Jan. 28-Feb. |—39th Annual National Au- 
tomobile Dealers Association Conven- 
tion, Sheraton Park and Shoreham Ho- 
tels, Washington, D. C, 


* * s 


Dealer Auto Shows 
Jan. 7-15—Chicago Auto Show, Interna- 
tional Amphitheater, Chicago. 


Jan. 7-15 — St. Louis Auto Show, Kiel 
Auditorium, St. Louis. 


(See CALENDAR, Page 18, Col. 5) 
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Letterbox 


No Proof, but... 


Your article in the Apr. 25 issue 
of Automotive News, “Seat Belt Op- 
tion Due Soon?”, was read with 
considerable interest. We, as a com- 
pany, have been using seat belts 
in our fleet of autos for the past 
two years. A large number of our 
employes have installed seat belts 
in their own private cars. 

The question seems to arise 
whether a seat belt would be of 
any use if a car ran into an ob- 
ject headon at from 30 to 80 
miles an hour. Frankly, I have no 
proof whether it would do any 
good or not, but if I were in such 
a crash I would prefer the seat 
belt. 

There is one field, however, where 
I feel we are on firm ground—that 
is, a seat belt will prevent the 

driver or passenger being thrown 
from the car in case of skids, side- 
swipes or intersection accidents. 

Our engineers watch the news- 


The Big Stories 


Predicting that we had not seen any real wages yet, Henry Ford 
restored the $6 a day minimum wage in both the Ford and Lincoln 
plants . . . The dollar volume of retail financing of new passenger 
automobiles increased 19 percent during April . . . President Roose- 
velt and Congressional leaders agreed tentatively on a 21%-month 
extension of NRA ... Vincent Bendix told 300 Bendix distributors 
that 1935 would be the company’s biggest year . . . Hidden behind 
various special aliases among the 58 entries in the Indianapolis 500 
race are at least 25 cars that qualified in the semi-stock division ... 
Representatives of the American Trucking Assns. urged the House 
Ways and Means Committee to continue the life of the National 


Industrial Recovery Act for another two years . 


. . The Eastern Con- 


ference of Motor Vehicle Administrators adopted a resolution con- 
demning the advertising of the speed capabilities of automobiles 
greater than the legal and safe limits. 


—From the files of Automotive News. 
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‘Sold on Seat Belts .....’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





papers very carefully and check 
many accidents in city traffic. They 
find that it is the person who is 
thrown from the car who is killed 
or seriously injured, while the per- 
son who remains in the car has 4 
good chance of survival, often es- 
caping without any injuries at all. 

We are using over 250 of the 

seat belts. Our drivers tell us that 
after they use the belt a while, 
it becomes just as much a habit 
to buckle the seat belt as it is to 
shut the door. 

I am delighted to see that the 
auto manufacturers are giving the 
subject of seat belts serious study. 
It will be so much better to have 
the fixtures for the belts built in, 
rather than to improvise the fas- 
tenings as it is now done.—THOs. 
Sours, chief safety engineer, Indus- 


trial Indemnity Co., San Francisco. 
® * * 


Little to Lose 


I am interested to see the sum- 
mary of opinion in the industry on 
seat belts. I personally go along 
with the statement that we have 
very little to lose by using them, 
and if the gain is even small, it 
has been worth it. 

I believe the argument that the 
presence of seat belts indicates lack 
of safety of a particular vehicle is 
not too pertinent. After all, we 40 
not conclude from the presence of 
lifeboats and life preservers on 
shipboard that ocean travel, per 5¢ 
is dangerous. — Peter Kyrorovutos, 
division of engineering, California 
Institute of Technology, Pasadené, 
Calif. 


Wealth of Data 


This year’s Almanac is one more 
fine example of the high standards 
set by your publication. I wes part- 
ticularly impressed by the \ealth 
of detailed information on specifi- 

(See LETTERBOX, Page 44, Co! 4) 
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AUDIENCE STRETCHER 
DOLLAR SAVER 
SALES MAKER 


@ Youcan count on real interest among major advertisers when a magazine with one 
million six hundred thousand subscribers demonstrates an ability to deliver new 
families like you might expect from a magazine of two and one half million—and does 
it at about half the cost. 


Incredible? Not when you see how Town Journal does it and for whom it is 
doing it! 

Town Journal represents a new concept in magazine publishing. Sired by Farm 
Journal, America’s largest and most successful farm magazine, Town Journal is the 
only national magazine edited for and directed to both men and women living in 
small towns and rural communities. 


Town Journal reaches out to that part of the big up-and-coming countryside 
market where other media are weakest. Competing with neither farm nor urban 
media, Town Journal complements them all—adds wonderful new families like an 
ordinary magazine of nearly twice its size—does it at about half the cost. 


Get the facts. See what Town Journal can do for you. 

Diversified and growing, the list of 

Town Journal advertisers reads like a TOWN mt oO LU my he Al 
Who’s Who in Advertising. Nine of the 

top ten national advertisers use Town THE MAGAZINE TOWN FAMILIES DEPEND ON 


Journal— more than 348* in all. : 
*1954-55 Published by Farm Journal, Inc., Philadelphia 5, Pa. 





Graham Patterson, Publisher Richard J. Babcock, President 
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How to get your share of the 


BIG CAR DEALER MARKET 


NOW your questions—and hundreds of others—about 
the car dealer market have concrete answers! Again 
through the research facilities of AUTOMOTIVE NEWS, 
an exhaustive study has been made of 436 car dealers 
of all makes in towns of all sizes. 


Remember AUTOMOTIVE NEWS’ 1952 car dealer mar- 
ket study? Again the readers of the industry's only weekly 
newspaper were asked for facts about their business. Again 
they told AUTOMOTIVE NEWS: What they buy. Who 
buys it. From whom. 


The “How to Get Your Share of the Big Car Dealer 
Market” brochure summarizes this, the biggest product 
research effort in the car dealer field. Facts and figures 
meticulously compiled and certified by R. L. Polk reveal 
how vast is the sales potential for you. 


SEND FOR YOUR COPY TODAY 


Or contact the AUTOMOTIVE NEWS representative 
closest you. He carries with him 257 pages of detailed 
information about the survey. He’d welcome the oppor- 
tunity to answer your questions and to help you get 
your share of the big car dealer market. 


More car dealers subscribe to AUTOMOTIVE NEWS, 
the only weekly newspaper of the industry, than any 
other automotive publication. 


MANUFACTURERS, TOO!! 
Automotive News reaches two great markets 
Thousands of key executives of vehicle, parts, equipment 
and accessory companies are also paid subscribers. Their 
purchasing influence represents a multi-billion dollar mar- 
ket. Ask your Automotive News representative about our 

Engineering, Production, Materials section. 


The subscription price of $8 per year, paid by 42,000 
(ABC) subscribers, is the highest in the industry. So is 
the subscription renewal rate: 85.76%. 
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AUTOMOTIVE WASHINGTON 


Bond-Issue Road Plan 


Faces Senate Detour 


By William Ullman 
Washington Correspondent 
eS HILL observers believe the Republicans face an 
‘uphill fight in the Senate to revive the Eisenhower bond- 
issue highway plan, which was voted down by the Public 
Works roads committee and replaced by the Gore bill. 
The latter measure was sponsored by Sen. Albert Gore, 


Tennessee Democrat. It would¢ 


authorize construction of $18 
billion worth of new high- 


ways in the five years beginning 
July 1, 1956. 

The Federal] Government would 
contribute $12.6 billion to the pro- 
gram, with the states putting up 
$5.3 billion. A subcommittee headed 
by Gore recommended that the 
Federal gasoline tax be increased 
from two to three cents a gallon 
to help pay for the program. 

The President proposed to set up 
a corporation to sell a $21 billion 
bond issue to meet the bulk of the 
new highway con- 
struction work on 
the interstate 
system, outside of 
the public debt. 

While observers 
doubt the Repub- 
licans will be able 
to substitute the 
President’s plan 
in the Senate, 
they have brighter ; 
prospects in the 
House. The real ea 
battle probably would come in con- 
ference. 

Most people here in Washington 
attribute the Senate action thus far 
to politics. As one observer put it: 
“Skirmishing over the highway- 
finance bill began in the Senate in 
an atmosphere of simple, down-to- 
earth politics.” 

7 





Ballroom Set for NADA 


7 largest hotel ballroom in the 
world was formally opened here 
last week. That would be the glit- 
tering new $2 million Sheraton Hall 
at the Sheraton Park Hotel, where 
the large general sessions of 
NADA’s annual convention will be 
held next January. 

The modern addition to the 
swank old Sheraton — formerly 
the Wardman Park Hotel—con- 
tains 20,000 square feet of ban- 
quet and meeting hall space. The 
NADA equipment exhibition will 
occupy some 40,000 square feet 
of space too. 

The ballroom occupies an entire 
new wing added to the central sec- 
tion of the hotel. The hotel owners 
—Sheraton Corp. of America—say 
flatly it is the world’s largest. 
Above is a suspended balcony. Be- 
neath the ballroom is an exhibit 
hall capable of housing 150 booths 
each eight feet square. 

The adjoining Shoreham Hotel, 
which also will be utilized by 
NADA as a twin meeting setup, 
long has been one of the show- 
places of Washington and just now 
is undergoing some swanky addi- 
tions that will be completed long 
before convention time. 

= - a 


U. S. Offers Counsel 
USINESSMEN who want to 
pursue a legal course through 

the puzzling complexities of the 

antitrust laws got some he!p from 

Attorney General Herbert Brownell 

at a recent trade association lunch- 

eon here. 

“In those foggy unsettled reaches 
of antitrust law and policy, we have 
sought to elp businessmen who 
seek in good faith to observe the 
law. We welcome the opportunity 
to advise with all businessmen, es- 
pecially in the subject of mergers,” 
he said. 2 

. 


Copper to Ease Shortage 


Cares being acquired by the 
Government for the Defense 
Production Act inventory and the 
national stockpile will continue to 
be made available to industry in 
the third quarter of 1955 to relieve 
copper shortages, the Office of De- 
fense Mobilization announced last 
week. 

The ODM action authorizes the 


General Services Administration to 
release the copper to hardship cases 
as certified by the Department of 


Commerce. 
+ . * 


Fair-Trade Probe Asked 


AMISTANT Attorney Genera! 

Stanley Barnes, appearing be- 
fore a House Judiciary subcommit- 
tee, urged that group to look into 
the question of fairtrade laws to 
“find out if the consumers are be- 
ing hurt.” 

Beyond that, he said, they 
might well consider the extent to 
which fairtrade actually hinders, 
rather than helps, the small in- 
dependent retailer. 

Prof. Louis Schwartz, a dissenter 
on the antitrust report, told the 
subcommittee it might be desirable 
to enact legislation for “breaking 
up existing super-concentration or- 
ganizations like General Motors 
and United States Steel.” 

* 


* + 


Blames Humphrey 


EMOCRATIC Senator Paul 

Douglas of Illinois last week 
charged that Treasury Secretary 
George Humphrey must take most 
of the blame for two costly leaks 
in last year’s tax revision law. 

Testifying before the Senate 
Finance Committee on legislation 
designed to close two loopholes 
regarding estimated expenses and 
deferring of income, Douglas con- 
tended the revenue loss from 
these two provisions might run 
over $4 billion. 

This compares with Humphrey's 
estimate of $1 billion and the Treas- 
ury Department’s estimate last 
year of $47 million. The bill under 
consideration would repeal these 
two sections retroactively. 

William J. Grede, speaking for 
the National Assn. of Manufactur- 
ers, told the committee that “retro- 
active taxation, even within a tax 
year, is inherently unsound and 


unfair.” 
* 7 + 


Along Foggy Bottom 
vue House Banking Committee 
last week approved a bill to 
impose curbs on the growth of bank 
holding companies. It would re- 
quire them to dispose of interests 
in non-banking businesses and bar 
them from acquiring new banks in 
states in which they are not now 
operating. It would apply to bank 
holding companies which own oF 
control at least 25 percent of the 
voting shares of two or more banks 
with assets totaling more than $15 
million... 

A bill which would exempt auto 
seat covers from tax has been in- 
troduced in the House by Rep. 
Edwin Willis, Louisiana Demo- 
crat. The proposal is now before 
the House Ways ana Means Com- 
mittee... , 

The House Monopoly Subcommit- 
tee heard Sen. Joseph O’Mahoney, 
Wyoming Democrat, and Rep. Hen- 
ry Reuss, Wisconsin Democrat, 
complain of the Civil] Aeronautics 
Board’s handling of airline cases. 
Both witnesses also hit at General 
Motors, citing figures that GM's net 
new defense contracts totaled $1.7 
billion while net new contracts to 
all other auto companies combined 
declined by $395 million . . 

New York Attorney General Ja- 
cob Javitz told the Senate Judiciary 
subcommittee that approval of the 
Bricker amendment would zive 4 
“resounding vote of no confidence 
in the President’s conduct c' for- 
eign policy.” 


Gibson Sells Dodge Deal 

Virgil A. Gibson has sold ( ibson 
Motor Sales (Dodge - Plymouth), 
Utica, O., to Dean McKibben. Gib- 
son operated the dealership {or 14 
years. 
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not been delivered, that he does 

not know when it will be deliv- 
| ered; however, you are free to 
| take any car he has in stock.” 

The correspondent complains that 
|these are usually higher-priced, 
|loaded cars. If the customer tries 
to get his deposit back, he is told 
to see the manager, who is hardly 
|ever available. 


“If and when you finally do see 
the manager, you are then told,” 
the letter continues, “we cannot do 
anything for you today, come back 
some weekday afternoon when the 
|cashier is available.” In absolute 
frustration and utter disgust many 
people will buy the higher-priced 
| car under duress.” 

He adds that this experience 
| has been witnessed by other par- 


Plymouth Kit Invites Comparison— | ties and says that he has found 
these sales tactics being perpe- 





— 


BBB ‘cts ‘Bait Ad’ Gripe... 


Irited Buyer Tells 
Of Tradein Hoax 


NEW YORK.—The Better Busi-| At the showroom, if one negotiates 
ness Bureau of New York has pub-|long enough, the advertised price 
lished a letter from a disgruntled | for your used car as a tradein is 
car prospect which, the BBB says, finally allowed.” 

“may explain, in part, why Bureau A F 5 ; 

inquiries and complaints about au- ccording to the writer, the cus- 
tomobile dealers are up approxi-|*t©Mer signs a contract and in turn 
mately 30 percent in the first two gives the sale part of his registra- 
months of '55.” | tion stub to the salesman with the 

In its Monthly Memo, the BBB | M€cessary information for trading 
says the correspondent describes |!" his old car. At this point he is 
the situation which is of grave|i™formed that when the new car 


concern to every reputable auto COMes in the stub transfer will 

















dealer and to the Bureau. The | become legal. _ Bruce E. Miller (right), director of Plymouth advertising and merchandising, and | » 

correspondent begins: The correspondent explains | Ray C. Cunningham, merchandising manager, display components of the epunis = — other dealers he 
“This particular organization is | that the contract is counter- | new comparison kit of visual advertising aids now available to dealers. The kit con- aaa — lt 

ED IE: cite coevivctiivesiiiuisedeieouls auto- | signed by the salesman but in its | toins six promotional devices, demonstrating Plymouth's length and visibility, trunk | ,. The exploitation of the poor in- 

mobiles. Their advertisements in | entirety is void, since it must | capacity, seat width and leg room. dividual who falls prey to this 

the daily newspapers indicate a | liso be signed by a company —$ $$$ a = eae ae certainly 

very liberal allowance toward the | agent, a thing that never is done. , ‘ e condemned,” the writer states. 

purchase of a new automobile | — car is promised in a week. ey ‘if, called ‘oie a ieee em J) ae 

on the trade in of your old car. | “After a week goes by the pros-/| telephone, is either out, ‘in confer-| “The next step for the dis- | Andreas Sells Ford Deal 


“This, as it turns out, is merely| pective buyer, with the anxiety | ence’ or, as experienced b i ar 
ut, is nis ’ y myself mayed buyer is to return to the | Harvey E. A 
ac pee a i the "auaeaeee = | which accompanies one who is pur- | on one occasion, I was left holding | store. At this point the salesman _ sold his ‘Dench City (0 ) deakeciaa 
the store for further exploitation. | chasing a new automobile, proceeds | the telephone for better than 15/ tells you that your car just has |to N. day Langford, of Dover, O 
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NEW LOUISVILLE ASSEMBLY PLANT 


Ford Division’s new assembly plant in Louisville, Ky., will be 
dedicated later this year. Here, and at the new San Jose plant, too, Ford 
is building all standard car models and every truck model. 














NEW MAHWAH ASSEMBLY PLANT 





Construction of the largest assembly plant in Ford history nears 
completion at Mahwah, N. J. The new Mahwah facility is scheduled to 


| be in operation early this summer. FORD Division of 






FORD MOTOR 






COMPANY 





Another Ford investment in the future — 
the new San Jose plant is first of three to be opened 
this year, as part of a #2,325,000,000 postwar expansion 


program, to serve Ford’s growing markets 





Qn May 17, the Ford Division dedicated its new assembly plant 
at San Jose, California. The San Jose plant will serve the western 


market, where demand for Ford products has tripled since 1941. 










Demand for Ford products has increased across the nation, 
too. Nationally, Ford’s sales volume this year to date has increased 
more than 23% over the corresponding period in 1954. 


To meet this growing demand, the Ford Division will soon 
dedicate two more new assembly plants . . . one in Louisville, Ky., 
and another in Mahwah, N. J. 


These new plants are just one part of Ford’s 
continuing expansion program, now in its tenth year. 
Over $2,325,000,000 has been earmarked for the 
program which includes 28 new manufacturing and 
assembly plants, 20 parts depots, and 14 major 
engineering, research and office buildings. These new assembly plants 
will make possible faster and more economical distribution of Ford 
cars, trucks, parts and accessories to every Ford Dealer. 


Here is dramatic evidence of Ford’s belief in the great opportunity 
that lies ahead for Ford and Ford Dealers everywhere. 


Another reason why 


iT’S GREAT TO BE A 
FORD DEALER! 
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First Training Ground .. . 
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Shop Urged for New Salesmen 


SAN ANTONIO.—(UTPS)—T he 
early training of new auto sales- 


men should be in the shop and not | 


on the floor of the showroom, says 
a man who has been selling cars 
for nearly 30 years. 

“I have never seen new salesmen 
come—and go—as fast as they do 
today,” he declared. 

“They come in, these bright 
_and enthusiastic high school 


DALLAS’ LARGEST NEWSPAPER: More people BUY The NEWS... more people READ The News. . 





and college graduates, and long 
before they can begin to learn to 
sell they quit and go into some 
other line of work,” he added. 
He analyzed it thusly: 


1. The new men expect too much 


out of the automobile business. 


2. They do not want to pu 


enough into it. 


t 


“More and more I have come to 


| believe that the place to start a 


new salesman is in the shop,” he 
said. 

He reasoned that if the salesman 
is unwilling to put on coveralls and 
get his hands dirty—if he doesn't 
have enough interest in a car to 
find out what makes it tick—-if he 


has his eye only on how much| 
|he said, “intelligence tests and ap- 


money he can make as a salesman, 
it will show up in a couple of 
weeks. 


than Dallas 


...OR DALLAS COUNTY . 


“But,” he said, “if he is in 
earnest and wants to learn the 
business as it should be learned 
— if he has stick-to-itiveness, 
that, too, will quickly become 
evident.” 

The salesman observed that if 
the salesman sticks, two things will 
happen: He will become a better 
salesman and he will begin “earn- 
ing his own keep” a lot sooner 
than if he had been put on the 
showroom floor with only a manual 
on the latest model. 

“Call it an acid test, if you will,” 


titude tests are all very well in 
their place. But only an ‘acid test’ 


is BIGGER 


. OR DALLAS’ C & RTZ 


Dallas — without a single oil well —is one 
of the world’s great oil centers. 


According to 

Consumer Markets’ Editor, 
Edwin Goldstein, 

the buying of non-residents 
affected Dallas’ 1954 

sales volume as follows: 


OIL industry supply and service concerns, oil 

associations, many independent producers and operators and 
major oil companies headquarter in Dallas. These, 

plus specialized petroleum legal, professional 

and financial services, make Dallas the much frequented mecca 
of oil people from throughout the Southwest. 


Dallas’ business is made bigger than Dallas by these and 
other people who come to Dallas for their business 
interests and the advantages of a metropolitan city. It is 
natural that they buy in Dallas and that they keep informed 
of their Dallas interests through The Dallas News. 


Expect your Dallas business to be bigger when you 
advertise in The Dallas News because only The News, with its 


larger circulation, covers the larger 
72-County DALLAS MARKET. 


PERCENTAGE OF DALLAS CITY 


STORE GROUP DALLAS CITY SALES* SALES* TO NON-RESIDENTS 


Food a es 
General Mdse. 
Home Furn. 
Automotive 
Drug 


Total Retail Sales . $980,834,000 38.1% 
159,065,000 14.3% 
184,108,000 61.4% 


51,543,000 38.4% 


231,410,000 38.6% 


29,599,000 33.4% 


*Includes both direct and mail order sales 


ONLY The Dallas Morning News COVERS the BIGGER DALLAS MARKET 
that makes Dallas’ business BIGGER than Dallas! 


Ghe Dallas Morning News 


are INFLUENCED by The News than any other North Texas newspaper. 


CRESMER & WOODWARD, INC., Natl, Representative @ New York 


- more people 


Chicago ¢ Detroit e LosAngeles ¢ Atlanta ¢ San Francisco 


will determine if a young man jg 
really in earnest and meang to 
stick with you until he is selling 
25 cars a month.” 

As a means of illustrati: < what 
he meant, the salesman «i: ted his 
own case. When he got out of 
school, he said, he was glac to get 
$50 a month as a starting salary, 


“Today’s high school graduate 
expects $50 a week and, incced, he 
needs it in order to live. But ig he 
worth it? No. And he won't be 
until he has been selling automo. 
biles for six months or more.” 


The veteran salesman said that 
before he entered the automobile 
business he applied for a job ag qa 
route man for a laundry. 


The manager put him—not on 
a truck with another driver—but 
in the laundry itself. He was paid 
a regular salary, but before he 
could go out on the route he had 
to learn every operation in the 
plant. 


“But when I went out on that 
truck, I knew how to sell,” he remi- 
nisced, “that first day, I specialized 
|on dry cleaning and because I 
| could explain how a spot would be 
taken out and why it wouldn't hurt 
| the materials I made a profit for 
{that laundry from the first day.” 


The salesman offered the opinion 
that the average automobile dealer 
doesn’t expect to get his money 
back from a new salesman he is 
training before three to six months, 
|In other words, the dealer realizes 
| he has to invest money in salesmen 
just as he must invest it in a build- 
ing, service equipment, parts and a 
stock of cars. 

“But when a salesman he is 
training does not stick it out for 
more than two months, he is losing 
;Money on the deal—and losing it 
|over and over in salesmen who do 
;not remain long enough to be of 
|any value,” he said, paused and 
|}asked: “How can this drain be 
| stopped ?” 

In the absence of any standard 
tests to determine whether a 
new salesman is going to stay on 

| the job, he feels his shop “acid 
| test” is as good as any. 

He believes the dealer owes it to 
himself to protect himself if pos- 
sible in the investment that he 
|makes in new salesmen to sell his 
| product. The high school graduate 
|Mmay be irresponsible, but there is 
no reason why the dealer should be. 





Calendar 


(Continued from Page 12) 


General 


May 25-27 — Tamaqua Automobile Show 
Wenzel Auditorium, Tamaqua, Pa. 
May 26-June 4—Exhibition of Automotive 
Spare Parts) Melbourne, Australia. 
May 3l-June 3—Design Engineering Show, 
Convention Hall, Philadelphia. 
| June 7-10 — Spring Technical Meeting, 
| saraee Welding Society, Kansas City, 


| oun “8-10—Third Annual Weidiag Show, 
American Welding a unicipal 

Auditorium, Kansas City, Mo. 

June 12-15—Directors and County Vice- 
Presidents Spring Meeting and 
Tournament, New York State Automo- 
bile Dealers, Inc.. Hote! Otesags. 
Cooperstown, New York. 

July 21-22 — Truck Trailers Manufacturers 
Association Convention, Sheraton-Cadil- 
lac Hotel, Detroit, Mich. 

Sept. 6-17 — Production Engineering Show 
Navy Pier, Chicago. 

Sept. 4-17—Machine Tool Show, National 
Machine Tool Builders Assn., Interna- 
tional Amphitheater, Chicag °. 

Sept. 21-22 — Federation of _ 
Dealer Associations of Canada, Sheraton- 

_ _ Cadillac Hotel, Detroit, Mich. 

Sept. 22-24—Automotive Parts Rebuilders 
Association Convention, Fort Shelby Ho 
tel, Detroit, Mich. 

Sept. 29-30 — National Automobile Trans 
porters Association Convention, Sheraton 
Cadillac Hotel, Detroit, Mich, 

| Oct. 26-28—10th’ Annual’ Technical Con- 
| vention, American Society of Body En- 
| gineers, Rackham Memorial Building, 


Detroit. 
Nov. 6-7—Texas Independent Automobile 
Dealers Assn., Inc., 11th Annual Con- 


vention, Shamrock otel, Houston, Tex. 

Nov. 14— Automobile Old Timers, 6th 
Anniversary Dinner, Waldorf-Astoria Ho- 
tel, New York City 

Dec. 7-8—A.S.1. Booth Conference, Navy 
Pier, Chicago—Sponsored by M.E.W.A.. 
M.E.M.A, and N.S.P.A. 

Jan. 11-l4—American Road Builders’ As 
sociation'’s 54th Annual Convention, 
sueieipet Auditorium, Miami Beach, 

a. 


Regional Parts Shows 


June 9-12—Great Lakes Automotive Show. 
Michigan State Fair Grounds, Detroit. 


Hudson Picks Downing 
As ‘Dealer of Month’ 


LEETON, Mo.—W. L. Dovning. 
owner of Downing Motors here, has 
won the Hudson “Dealer of the 
Month” award. 

Downing has been in the retail 
autgmobile business for 41 y>ars. 
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/ 1S AGREAT YEAR TO 
BE A CHRYS 
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TALK TO THE MEN who sell this great car . . . the con- 
sensus is: “Were going to town with a winner!” 


Almost every day, fresh evidence of Chrysler sales 
achievements can be found in the nation’s news 
columns. It is a sound and solid “success story” that 
is benefiting not only Chrysler Dealers . . . but the 
motoring public, the automobile industry, and the 
national economy at large. 


These important factors have contributed to Chrysler’s 
spectacular record in 1955: 


DAZZLING NEW STYLE! Chrysler's sleek, mobile 


“100-Million-Dollar Look” has become the year’s most 
talked-about new fashion. And Chrysler's traditionally 
famous performance has kept pace, every inch of the 
way, with its dramatic new beauty! 


NEW SALES RECORDS! Week after week, month 


after month, Chrysler sales have risen . . . percentage 


increase for the first quarter of 1955 hitting a new 
record high. From coast to coast, the “swing” to 
Chrysler continues to gain momentum! 


HIGHER PRODUCTION GOALS! To keep pace 


with present sales and forecast sales, new production 
facilities will increase factory output by a full 40%. 
It’s an expansion that presages even bigger profits for 
Chrysler Dealers in the future! 


BIGGEST ADVERTISING, merchandising and pub- 


lic relations program in Chrysler history . . . hard- 
hitting promotions . . . a new “smash hit” TV show 
are giving Chrysler Dealers the greatest backing 
they've ever had! 


LIBERAL SALES-AGREEMENT! Here's really 


broad market coverage of all price ranges . . . with 
the exclusive Imperial, the Chrysler and the Plymouth. 


CHRYSLER Division of Chrysler Corporation '22° & es 4. 


Detroit 31, Mich. 
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accurate speed, time and distance /| in front-drive and four-wheel drive|enter the operating center of the 


TURNINGS 


by 


John T. Benedict 


Engineering Editor 


F YOU use “fifth-wheel” equip- 
ment for measurements of speed, 
brake stopping distance, fuel con- 
sumption, etc., be sure to watch for 
forthcoming announcements of a 
precision wheel with % percent ac- 
curacy guaranteed to speeds of 120 
m.p.h. Engineer Chuck Vaughn 
gave me a preview of this unit and 
other new developments during & 
recent visit to Performance Meas- 
urements Co.’s new building. 
Vaughn attributes the unusual 
accuracy range of the new Track- 
meter fifth wheel to such fac- 


tors as specially balanced tire 


> ® 
ett 


0 90 fo 
ar 


and wheel, side-sway and re- 
bound dampers, and belt-driven 
low-ripple DC tachometer gener- 
ator. Speed is indicated on a pre- 
cision Weston meter, calibrated 
in miles per hour. 

This equipment and another 
(low-cost) fifth wheel, now under 
development for truck fleet stop- 
page distance measurements, are 
expected to encourage truck and 
passenger-car fleet operators and 
industry suppliers (those making 
brakes, linings, wheels and trans- 
missions) to make greater use of 


measuring devices. 


Test Permanent Seal 


For Universal Joint 
GNERS of four-wheel-drive 

trucks and utility vehicles — 
plus those who long for a front- 
wheel drive to get 
rid of the drive- 
shaft tunnel—will 
want to take no- 
tice of a sealed 
universal] joint 
that is supposed 
to do away with 
one of the biggest 
sources of trouble 
in present-day ve- 
hicles of this type. : 
Inventor Ben 8. ». 
Gregory was in ee 
town to demonstrate his idea, and 
stopped by to give us a rundown 
on the unit. 

Many years of experience with 
the front-drive vehicles had con- 
vinced Gregory that, although the 
flexible-boot type of seal succeeded 
in “keeping the dirt out,” it was 
unsatisfactory as a means of “keep- 
ing the grease in.” 

According to Gregory, the life 
of constant-velocity universal joints 


monn 
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applications leaves much to be de- 
sired. 

The improvement developed by 
Gregory is a new ball-and-socket 
type of universal joint seal, de- 
signed as an attachment for a 

modified six- 


Rezeppa 
ball constant - velocity universal 
joint manufactured by Gear 
Grinding Machine Co. 


joint, according to the inv 
some four-wheel-dri.< 

cles, Gregory claims hi, 

joint provides a service | 


The main body of the Rezeppa i 


unit is ground to a spherical shape 
and operates in two split sockets. 
The body of the joint pivots around 
a short stub shaft, which is part 
of the wheel driving flange. The 
open end of the housing faces the 
driving flange and retains the oil 
supply. As the body of the joint 
pivots around the stub shaft, the 
oil is kept in constant motion. 


As a result of the outer ball of 
the housing being enclosed in the 
close-fitting split sockets, the oil 
supply is retained inside the joint 
body. An O-ring embedded in the 
outer half of the socket controls 
loss of grease on the ball joint. 

Gregory says the O-ring gives a 
wearing life of 10,000 to 15,000 
miles. Tests over desert roads, and 
under other adverse conditions, 
have not caused dirt or water to 


ulti, 


“Takes 2 in the suburbs | 


yx Suburbs are growing 4 times faster than the rest of America. 


yx American Home circulation is growing twice as fast 


in the suburbs (85% since 1940). 


yx Car usage is greater in the suburbs 


(22.4% of American Home families own 2 cars!). 


Ride the 


+o the 2-car market 


AMERICAN HOME MAGAZINE NOW OVER 3,000,000 CIRCULATION, ABC 
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Sealed Joint— 


Inventor Ben Gregory says his design 
for a permanent sealed universal joint 
would do away with one of the biggest 
trouble sources in four-wheel-drive trucks 
and utility vehicles. ‘ 


couple the drive shaft from front 

wheels to make the joint inactive 

when using only rear-wheel 
power on four-wheel-drive vehi- 
cles. 

All in all, Gregory’s tests have 
convinced him that he has found 
the answer to a permanent seal for 
the universal joint. I haven’t yet 
talked with anyone else who has 
tested the joint, but several engi- 
neers who are concerned with four- 
wheel-drive design have told me 
that universal-joint life certainly is 
a bothersome problem. 

A wide range of potential appli- 
cations for a sealed joint is antici- 
pated, if the design is commercially 
feasible and its performance adds 
up to a significant improvement 


over units now in use. 
7 o * 


Rust and Wear Top 


Engine Oil Problems 


ETROIT members of the Amer- 

ican Society of Lubrication En- 
gineers were given a comprehen- 
sive look at “Lubrication Require- 
ments for Modern Automotive En- 
gines” recently by George Malone, 
of the GM research laboratories di- 
vision. 

Malone’s talk began with a re- 
view of some important engine lu- 
brication problems and their solu- 
tions as found during the past 10 
years. 

This phase of lubrication devel- 
opment work, which has only re- 
cently been completed, was char- 
acterized largely by the search 
for oils that would help keep en- 
gines clean—while providing pro- 
tection against bearing corrosion. 

Current problems, for which en- 
gineers are still seeking answers 
include: (A) Need for lower car- 
bon-forming oils; (B) improvement 
in rust-preventing properties, and 
(C) need for better anti-wear prop- 
erties. 

Lessened carbon - forming tend- 
ency is an obvious “must” to pro- 
mote cleanliness for present high- 
powered engines throughout their 
entire operating range. This also 
is an important factor in holding 
fuel octane requirement to a rea- 
sonable level. 

* 


2 2 
New-Car Transit Period, 
City Traffic Cause Trouble 


ETERGENT additives are found 

to be the chief factor in pro- 
viding anti-rust protection. The 
two most critical conditions in pro- 
moting rust formation are: (1) 
Long periods of exposure while the 
new car is in transit or when 
parked in the dealer’s lot awaiting 
sale, and (2) city-traffic operation 
with sustained periods of stop-and- 
go service. 

Need for anti-wear properties 
has been getting considerable at- 
tention because of higher unit 
loadings throughout critical en- 
gine parts. 

Malone also pointed out that 
there is need for a good reliable ac- 
celerated wear test to save time and 
|expense in evaluating oils and en- 
gine design factors. 

He said an oil that performs sat- 
\isfactorily in one engine may fail 
to give needed lubrication in 
another and that, although many 
present-day oils are of consistently 
|high quality, others do not provide 
|the necessary anti-wear properties 
| for modern engines. 

In conclusion, the GM_ lubrica- 

|tion chemist recommended that 
since engine cleanliness and bear- 
ing corrosion problems are under 
control, greater emphasis now 
should be given to work on the ur 
gent problems outlined above. 
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THE BEST DEALERS 
SELECT THE BEST... 


There are three clear-cut reasons why the most successful 
dealers in the country select Lincoln Power Lubrication 
Reels... first, the exclusive feature of air-power actuation, plus 
smooth, uniform retraction makes it possible to handle more 
lubrication jobs with far greater efficiency than is possible 
with conventional equipment; second, their clean, functional 
styling commands instant customer attention and confidence — 
an ordinary lubritorium is transformed into a sparkling 
“showcase”’; third, installation is simplicity itself and 
maintenance is the lowest ever recorded for similar equipment. 


When you are ready to make your lubritorium a proven 





“Invitation To New Business,’”’ contact your local 
Lincoln Sales and Service Wholesaler. He will consider it a 


privilege to serve you. 


*Trade Name Registered 





Missouri 






LINCOLN ENGINEERING COMPANY °- 5709 Natural Bridge Avenue + St. Louis 20, 


The Most Trustworthy Name in Lubricating Equipment 
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Portland Dealers Turn Railroadmen— 

Portland (Ore.) Plymouth dealers recently received the first complete trainload of 
Plymouths, all of one make, model and color ever shipped from Detroit. From left, 
Roy Burnett jr., Alton Alexander and Dick Niles, officers of the Greater Portland 
Plymouth Dealers Assn., don trainman hats and neckerchiefs to “supervise” unloading 
of 120 automabiles from a 30-car train. All cars were four-door sedans, finished in 
ivory and green, unduplicated on any other Plymouth model. The shipment was 
ordered by the dealer group for a special May promotion. 





For Immediate Release: 





Across the Nation... 


Les Baxter, operator of the Buick 
dealership in Columbus, Kans., for 
the past two years, has sold the 
business to John Deakins and 
Charles Maxwell. The firm is now 
| operated as Deakins-Maxwel] Mo- 
| tors, Inc. 

as * * 


Chrysler Deal Sold 
Moon- Mattox Motors, Inc. 
(Chrysler), has replaced Don Mc- 
Kay Motors in Gulfport, Miss. 
Tom L. Moon and A. E. Mattox 
are owners. 
* « 


Nash Names Ruffner 


| Ruffner Motor Sales, Charles- 

|town, W. Va., has been named a 

Nash dealer. 
* 


+ 
| Drinkard Buys Chevrolet 
Roy H. Drinkard has purchased 
the Chevrolet dealership in Cull- 
man, Ala., which he will operate 
as Drinkard Chevrolet Co. Drink- 
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Auto Dealer Changes 


ard will sell his half interest in 
Drinkard Pontiac-GMC Co. to his 
brother, John. The Pontiac dealer- 
| ship will move across the street 
to make room for the Chevrolet 
organization. 

+ ” 


Smiths Buy Out Halbert 


Rupert Halbert has sold his 
Dodge-Plymouth dealership in Star 
City, Ark. to G. D. and Tony Smith. 


* * x 


Dealer Gets New Building 


| 





completed its new $150,000 building 
at Third and Lincoln Way W., 


Massillon, O. 
” + * 


Ripley Buick to Build 


New $500,000 Plant 


Ripley Buick Co. has opened a 
new dealership in Indianapolis. 
Forest Ripley, the owner, said 
the present location is temporary 


Kandlik Named Auto Editor 
of the Chicago Daily News 


Edward A Kandlik has become 
Automobile Editor of the Chicago 
Daily News. 


He succeeds Walt Green, Daily 
News Automobile Editor for the past 
6 years, who has moved up to the 
News Desk. 


Ed Kandlik is well-known in the 
automotive field. He has been active 
in it for 10 years. 


He got his start in the newspaper 
business in 1929 with the Chicago 
Journal of Commerce. In 1937 he joined 
the Chicago bureau of the Wall Street 
Journal. 


In 1941 he became a member of the 
staff of the Chicago Sun. In 1945 he 
was made auto editor of the Chicago 
Sun in addition to his duties as assis- 
tant financial editor. 


When the Sun and the Times mer- 
ged in 1948, Kandlik devoted full time 
to the financial field. But shortly there- 
after he resumed his duties as Auto- 
mobile Editor and began writing a 
weekly by-lined column. 


Kandlik 
May 39, 1955. 


joined the Daily News 


EDWARD A KANDLIK 


From the 


CHICAGO DAILY NEWS 





Progressive Chevrolet Co. has) 





and will be occupied unt: a new 
$500,000 building can be b. It. 

R. F. Daulton is sale. man- 
ager; Robert Connely, s vice 
manager; Robert Jenkin: used- 


car manager, and Wayne ; mery, 
parts manager. 
* 


Rootes Adds 53 
U. S. Distributors 
For British Cais 


| Rootes Motors, Inc., New York, 
| distributors of the British Hillman 
Minx, Sunbeam, Humber anid Rover 
passenger cars and the Sunbeam 
Alpine and Arnolt Bristo} sports 
cars, has announced the addition 
* the following 53 dealers in the 
vtees 

Connecticut—Morlee Motors, Inc., 
Greenwich; Crocker Motors, Inc, 
S. Norwalk. Washington, D. C~— 
Manhattan Auto Kaiser - Frazer. 
Florida—British & Continental Mo- 
|tors, St. Petersburg; Coronet Mo- 
| tors, Coral Gables. Kansas—Shidler 
Motor Co., Wichita. Louisiana—In- 
ternational Auto Sales & Service, 
New Orleans. Maryland — Silver 
Springs Auto City, Montgomery 
Hills; Eager Auto Service, Balti- 
more. 

Massachusetts — Center Motor 
Sales Co., Malden; Packard Arling- 
ton Co., Arlington; Mather Motors, 
Inc., Hyannis; Moran Bros., Cam- 
bridge, and Imperial Motors, Fitch- 
| burg. 
| Michigan — Brooks Engincering, 
Lansing; Foster’s Garage, Pontiac. 
|New Jersey—James Gorman, Sum- 
|mit; Specialty Motors, Atlantic 
City; Caroll Motors, Inc., Irving- 
ton; Kingsfield Motor Sales, Engle- 
wood; Lehigh Motors, Newark; 
Martin Kaiser-Frazer, Rahway, and 
Leonard Motors, New Milford. 
| New York—Thomas G. Fay, Free- 
|port; Hugh S. Jenkins, Inc., White 
|Plains; Pine Lake Garage, Bay- 
shore; Major Richard D. Seddon, 
|Ltd., Great Neck; H. R. Amacher 
| & Son, Elmira; Piccol Motors, Inc. 
|Ozone Park; Hunt Imported Cars, 
Buffalo; Packard Hempstead, 
|Hempstead; Cain Motor Sales, 
| Syracuse, and J. & F. Sales & Serv- 
ice, Valley Stream. 

Wisconsin — Auto Sales, Milwau- 
kee. Ohio—Davis Sales & Service, 
Brookfield; Motor Imports, Day- 
ton; Raymond Motors, Cincinnati; 
Sports Cars of Akron, Akron, and 
| Jaguar Cleveland, Cleveland. 
| California—M. C. Richard, Inc., 
| Vista; Sontagg & Meyers, Hunting- 
|ton Park; Harvey Mayer Motors, 
Costa Misa; Clem Atwater Sports 
| Cars, Encino; Frandsen Motors, 
| Santa Monica; Ed Dempsey British 
Cars, San Bernardino, and Darling’s 
| Palisade, Pacific Palisades. 

Utah — Dunn, Salt Lake City. 
| Pennsylvania — Goodwin Auto Co., 
| Kingston; Brewer & Kuhns, Allen- 
town. Tennessee —Southland Mo- 
tors, Chattanooga, Small Cars, 
Memphis. 








| Eight Dealers Signed Up 


|For Willys in Florida 


| KF. W. Shearer, president of 
| Kaiser-Willys Miami Motors, Inc., 
|has announced appointment of 
eight new Willys dealers in Florida. 
They are: 

| Willys Jeep Motor Sales, Kissim- 
mee; Haynes City Willys, Ine.; 
|'Hawke Motor Sales, Inc., Tampa; 
(Continued on Page 23, Col. 1) 


TEAR OUT 
za 
ZN 7), YOUR HAIR 





BECAUSE OF PAPER WORK, 
Mr. Dealer or Manager. 


See VIS-U-LIZER 
Page 48 





VER 5000 DEALERS 





SPECIFY STEMAC PERSONA‘IZED 
NAME PLATES 


ASK FOR DETAILS 


STEMAC 1281 SO. CHEROKEE 


DENVER, COLORADO 





obt: 
he 


and 


Jim1 


and 











AUTOMOTIVE NEWS, MAY 23, 1955 








Across the Nation... 


‘Auto Dealer Changes 





(Continued from Page 22) 


Inc., Jasper; Eddie 
Inc., Jacksonville; 
Sons, Auburndale; 
Sales, Venice, and 
Sales, Leesburg. 

* * 


L-M for Grimes 
Charlies Grimes had signed a 
contract to handle Lincoln-Mer- 


sales in Hamlet, O. 
cury saic . ; . 


Jasper Willys, 
Bland Motors, 
Mike King & 
Carney Motor 
Berdine Motor 


Sikes Buys Out Ingman; 
Opens DeSoto Deal in Fla. 

Ingman Motors, Inc. (DeSoto- 
Plymouth), Miami, has been sold 
to Dozier Sikes, a used-car dealer. 
He will operate under the name of 
Sikes Motors, Inc. 

Hal B. Ingman had headed the 
firm since the death of his father, 
R. B. Ingman, a few years’ ago. 
Sikes has named Lee Browder gen- 
eral manager and Robert Dollar 
new-car manager. John Ferguson 





will head the used-car department. 
* * * 


Bauer Shifts to Nash 


Peter H. Bauer, a dealer since 
1947 in the San Francisco area, has 
obtained a Nash franchise. He said 
he would expand and remodel his 
establishment to provide more sales | 
and service space. 


Bjerke Brothers Sell 


M. A. Martinson, Kempton, | 
N. D., and Carl Bergman, Grand | 
Forks, N. D., have purchased | 
Bjerke Chevrolet Co., Hatton, | 
N. D. The firm had been owned 
by three brothers, Elmer, Lorentz 


and Ernest Bierke. 
* * x 


Baker Buick Adds GMC 


Baker Buick, Detroit Lakes, | 
Minn., has been awarded a GMC 
franchise. Harold Baker is owner. 

- : * 


Hubbard Motor Sells 


Hubbard Motor Sales (Chrys- 
ler-Plymouth), formerly owned by 
Lou C. Hubbard, has been bought 
by E. 8S. Duncan, Tarentum, Pa., 
and Charles Blackman, formerly 
Dodge district manager. Name of 
the new firm is Cornplanter Mo- 


tors. 
= a * 


Walsh & Son Includes 
7-Year-Old Jimmy Ill 


James E. Walsh jr. has been ap- 
pointed Chevrolet dealer in Ithaca, 
N. Y., and has opened as Walsh & 
Son Chevrolet, Inc., the son being 
Jimmy III, seven. 

The firm is located at the site of 
the former College Chevrolet Co., 
Inc, but plans to build a new 
21,000-square-foot building of steel 
and cinder block construction. 

* * * 


Sullivan Takes Over 
James E. Sullivan, son of Wil- 
liam J. Sullivan, majority stock- 
holder in Sullivan-Johnson Motor 
Co. (Chevrolet), Salina, Kans., and 
head of Bill Sullivan Chevrolet Co., 
Nsas City, now has taken over 
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connections for local deliveries on a 


TRADE 


basis throughout the countr 
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management of the Salina firm fol- 
lowing death of Carmen Johnson. 
He formerly was associated with 
his father in the Kansas City deal- 
ership. 

* * * 


Volkswagen Deal Opens 


Jack & Cee Motors (Volks- 
wagen) has opened in Eugene, Ore., 


and will sell both cars and trucks. | 


Jack York is owner. 

* * * 

Willys-Bland Opens 
Willys-Bland Motors, Inc., has 

opened in Jacksonville, Fla. Eddie 
Bland is president and Ben Loh- 
man is sales manager. 

* * * 


Pipkin Retires in N. C. 


R. W. Pipkin, for 42 years an 
auto dealer in Morgantown, N. C., 
has sold his interest in Burke Gar- 
age Co. (Ford) to his partner and 


“Sproy application gives 


perres THINGS 


DU PO 


for more information tree de 





“G@ peavers- 








NY SPRAY GL 


son-in-law, Ralph J. Giles. Pipkin, 
a former Mayor of Morgantown, 
will retire. The firm now becomes 
Giles Motors. 

o * * 


Wood Retires, Leaves 


Buick After 43 Years 
Vincent Wood, Santa Barbara 
(Calif.) Buick dealer, has retired. 
Wood opened his Buick dealership 
in 1912. He says he has signed 109 
General Motors selling agreements 
in the past 43 years. 
x * * 


K & F Sales Adds Willys 

K & F Sales & Service Co., 
Monroe, Wis., has obtained a 
franchise for Willys products. The 
firm, owned by Burt E. Bacon 
and Lloyd Isely, will continue to 
sell Kaiser automobiles in addi- 
tion to the new line. 

* * * 


Blasdell Motors Opens 
Blasdell Motors has been opened 
in Blasdell, N. Y., by Vito Mangine 


|and James Finnegan. 
* * * 


Peterson Motors Sold 


Johnson-Erickson Motors (Olds- 
mobile), St. James, Minn., has 
opened. The firm, formerly known 
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as Peterson Motors, was purchased ' Louth, owners of a used-car outlet 








A modern streamlined racer? 
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Johnson and Marvin Erickson. 
* * * 


N. Y. Pontiac Deal Sold 
Frank Rohan and Charles Mc- 
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23 
at Shortsville, N. Y., have pur- 
chased the Pontiac franchise in 


Canandaigua, N. Y. from James 
Rigney. They will continue to op- 
erate Shortsville Motors, Inc., as a 
used-car operation. 

* + 


Morris Brothers Buy 


| Indiana Chevrolet Deal 


Keith C. and Robert A. Morris, 
former Ford dealers in Browns- 
burg, Ind., have purchased O. M. 
Lee Chevrolet Co., New Castle, Ind. 
They will operate under the firm 
name of Morris Chevrolet Co. 

* + * 


Scriber Signs with Hudson 

Scriber Motors, 5213 Reisters- 
tewn, Rd., Baltimore, has received 
@ Hudson franchise. Roland T. 
Scriber heads the dealership. 


* * * 
Guy-Roe Opens in Texas 
Guy - Roe Pontiac - Cadillac Inc., 
has opened in Liberty, Tex. Owners 
are Howard Guy and Richard R. 
and Nelda Roe. 
cd * 4 
Pontiac Deal Changes 
Wilhelm Pontiac Co., Kingsville, 


Tex., has changed its name to C. E. 
Mack Pontiac Co. 
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David Scharf, 5823 Penn Ave., 
Pittsburgh, has been appointed a 
field representative for Krylon, Inc., 
Philadelphia, manufacturer of 
transparent plastic spray and spray 
enamels, to cover the automotive, 
hardware and commercial trades in 
western Pennsylvania counties, ac- 
cording to James W. Bampton, 
president. ‘ 

* + 


Chevrolet Shifts Roads 


John D. Rhoades, formerly man- 
ager of the Chevrolet plant at Oak- 
land, Calif. has been transferred 
to a similar position at Van Nuys, 
Calif. He succeeds Jim Allen, now 
manager of assembly operations at 
the St. Louis assembly plant. 


Six Personnel Changes 


Announced by Nash 

R. L, Tuckwell, former assist- 
ant zone manager for Nash in 
Minneapolis has been transferred 
to Denver as zone manager, V. 
J. Gillis, zone manager has an- 
nounced. 

Other changes in the Minne- 
apolis office include R. C. Worl, 
Kansas City assistant zone man- 
ager; T. A. Cody, assistant zone 
manager in Minneapolis; John 
Haggerty, business manager; E. 
L. Nelson, parts and service 
manager, and W. T. Fearon, as- 
sistant parts and service man- 
ager. 


* * 


* 
3 M’s Appoints Two 
Minnesota Mining & Mfg. Co.) 
has named Howard F. Norman | 
product manager for industrial | 
trades at Detroit and August J. | 
Kochis, government representative | 
in Washington. 


* * 


Chrysler Shifts Anders 


Appointment of Paul E. Anders 
as director of operations analysis is 
announced by M. T. O’Donnell, 
special assistant to the president 
of the Chrysler division. Anders 
formerly was supervisor of cost | 
estimating and cost analysis. 

* * * 


* 


Heil Appoints Reps 

Heil Co. has appointed two sales 
representatives. William Fullerton 
will handle Heil dump bodies and 
hydraulic hoists, and Dick Berry 
will handle Heil Colectomatic refuse 

units. 
* 


Ford Transfers Two 


Appointment of Fred H. Schmale 
as controller of Ford division’s 
Kansas City assembly plant has 
been announced by Roger N. Cocks, 
plant manager. Schmale succeeds 
Cc. R. Tully, who has been trans- 
ferred to the staff of the controll- 
er’s office of Ford division in Dear- | 
born. 


* + 


> 
Athanson Gets Promotion 


At National Fibres 


J. R. Millar, chairman of Nation- 
al Automotive Fibres, Inc. an- 
nounces that William J. Athanson 
has been elected executive vice- 
president. 

Athanson joined the company! 
early in 1954 as sales vice-presi- | 
dent, and last September was) 
elected a director. For 25 years| 
prior to joining National, he was 
with Briggs Mfg. 

7 *~ 


* * 


Ford Division Creates 


3 Manufacturing Posts 


Appointment of three Ford di- 
vision executives to new posts in 
manufacturing operations is an- | 
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nounced by M. L. Wiesmyer, gen- 
eral manufacturing manager. 

G. A. Moss has been named 
manager of master scheduling 
and material control. Moss was 
production control manager, and 
will be succeeded in that position 
by H. C. Sullivan. 

O. S. Waud has been appointed 
manager of production engineer- 
ing. Waud has been succeeded by 
Gene Ford as manufacturing en- 
gineering department manager. 
Robert Miller has been appointed 
manager of manufacturing plan- 
ning. : 

> ¥ 


Bowers Heads Chrysler’s 


Management Personnel 


Appointment of Robert F. Bowers 
as director of management person- 
nel of Chrysler Corp. is announced 
by Robert W. Conder, industrial re- 
lations vice-president. 

Bowers, 30, will be responsible 
for central coordination, planning 


and research in Chrysler manage- 





ment and executive development 
programs, salary administration 
programs and overall management 
personnel relations. Bowers is an 
attorney. 


* * * 


LOF Appoints Watkins 
Technical Chairman 


Libbey-Owens-Ford Glass Co. has | 


formed a permanent committee to 
guide the technical operations of 
the company, according to Curtis 
W. Davis, executive vice-president. 
Dr. George B. Watkins is perma- 
nent chairman and Dr. Donald E. 
Sharp is permanent vice-chairman. 
Watkins has been director of re- 
search and Sharp formerly headed 
glass technology. 
* * « 


Award of Merit Conferred 


On 201 Plant Executives 


The Research Institute of Amer- 
ica has awarded its second annual 
award of merit to 201 industrial 
executives. The award is based on 
contributions to executive skills 
aimed at increasing production and 
profits. 

Among recipients in the U. S. 
auto industry are: Richard A. 
Corey, Clark Equipment; C. Don'| 
Hicks, Eaton Mfg.; Robert Sasser, | 
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Wins Dealers Golf Trophy— 


Eimer Critchlow, 1955 winner of the 
annual golf tournament sponsored by the 
Motor Car Dealers Assn. of Southern Cal- 
ifornia, receives his trophy from the 1954 
champion, Howard Arbenz. The tourney 


attracted 206 men golfers, while 43) 


women entered a ladies contest. 
Lyon Inc.; R. C. Middleton, Dow 
Chemical.; Universal Oil Seal Co. 
and UAW Local 733; Mueller Brass; 


Carl F. Herbold, Jack & Heintz, | 


Inc.; James F. Wible, Weatherhead 





Co.; James D. McGee, L.O.F. Glass | 


ee 


. Rose, 


Fibers Co. and Grant 
Wooster Rubber. 
* 


* . 


Tims Quits Vermor:: Pog 


Louis B. Tims has re‘ :red as 
Vermont’s deputy commi-:ioner of 
motor vehicles after s::ving 
years in the department, *i. Elmer 
Marsh, commissioner, announced, 
Ralph L. Knight, has bec, named 
acting deputy. 

* * * 


Carnahan Named to Beard 


Of National Steel Corp 


Paul Carnahan, Great Lakes 
Steel Corp. president, has been 
elected to the board of directors of 
the firm’s parent organization, Na- 
tional Steel Corp. 

Carnahan has been president of 
Great Lakes since May, 1954, ang 
has been with the Ecorse (Mich) 


firm since 1934. 
* * 7 


C of C Elects Carey 


The Chamber of Commerce has 
announced election of Walter F. 
Carey to its board of directors, 
Carey is president of Automobile 
Carriers, Inc., of Flint, and was 
elected to represent the Cham- 
ber’s transportation and com- 


(Continued on Page 27, Col. 3) 
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Marking 30 Years with Ford— 


| 

J. T. Cavnar (center), Denver district sales manager, was recently honored at a 
luncheon to celebrate his 30th year with Ford Motor Co. The affair was given by 
Denver area Ford dealers. Roy Keck, president of the Rocky Mountain Ford dealers 





Assn., is shown congratulating Cavnar, while L. J. Van Horn, assistant district sales 
manager, looks on. 


ee ee 
The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others a are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 





ithe badge about 


Auto Personnel 





(Continued from Page 26) 


munication department on the 
board. He succeeds J. H. Car- 
michael, president of Capital Air- 
lines, Inc., who becomes a vice- 
president. Carey is a past presi- 
dent of the American Trucking 
Assns. 

* 


Swift Rejoins Goodrich 


Edward B. Swift, former man- 
ager of the B. F. Goodrich store 
in Los Angeles, has rejoined the 
firm as special truck tire repre- 
sentative for the company’s Pacific 
zone. He resigned in 1952, after 26 
years with the company, to enter 
a business partnership. 

* * * 


o 


McAdams Replaces Guild 


E. A. McAdams has been named 
regional sales manager of Dodge 
trucks in Minneapolis, 
Glenn Guild, who was promoted to 


zone fleet sales manager in Kansas | 


City. McAdams formerly was dis- 


replacing | 


trict manager for Dodge trucks in 
Washington, D 


* 


Hudson Appoints Urie 


Appointment of Vernon W. Urie 
as Detroit zone merchandising 
manager has been announced by 
Hudson. He succeeds A. A, Rhodes 
who became assistant zone man- 
ager. 


* * 


* + om 
Diefendorf Named 
Election of Robert Diefendorf as 
treasurer of Aluminum Industries, 
Ine., Cincinnati, has been an- 
nounced by Harrison O. Ash, pres- 
ident. Appointed controller and 
| assistant treasurer in 1954, Diefen- 


dorf will continue as controller. 
* * * 


Yost Jr. Gets New Post 


Appointment of William A. Yost 
jr.. to the newly created post of 





vice - president, staff operations, 
Allis-Chalmergs Mfg. Co., Milwau- 
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kee, was announced by R. S. Stev- 
enson, president. Previously, Yost 
was vice-president, general machin- 
ery division, a position he has held 
since Sept., 1951. 


Ethyl Appoints Spierer 
William McK. Spierer has been 
appointed sales promotion man- 
ager of Ethyl Corp., New York. He 
previously was with Fuller & Smith 
& Ross, Inc. 


> 


* * 


* x 


Dayton Names Williams 


Truck Tire Sales Head 


Dayton Rubber Co., Dayton, O., 
has announced appointment of 
Gordon E. Williams as truck-tire 
sales manager. 

Irve Ejisbrouch, 
tire sales vice- 
president, said 
Williams has 
been nearly 30 
years in the tire 
business and was 
associated with 
Montgomery 
Ward before 
joining Dayton. 
Before his ap- 
pointment, Wil- 
liams was regional manager for 
Dayton in the Richmond, Washing- 
|ton and Philadelphia areas. 

* + ® 


Garthwaite Reelected 


A. A. Garthwaite, president of 
Lee Rubber & Tire Corp., Consho- 
hocken, Pa., was reelected a board 
member of the National Industrial 
Conference Board for a one-year 
term at the board’s 358th meeting 
| held in New York. 


* * * 





G. E. Williams 


Automotive Bin Service 


Elects Officers for 1955 


Automotive Bin Service Co., at 
its annual stockholders’ meeting, 
has elected the following officers: 


Rex R. Brubaker, president; 
Stanley Brubaker, vice - president, 
comptroller; Everett McRae, vice- 
president, engineering; Roy Angers, 
secretary - treasurer, general man- 
ager and sales manager of In 
trial division, and Norm Hoo 
sales manager of Automotive divi- 
| sion. 

* * * 


| American Chain Elects 


Johns as President 


Cyrus N. Johns, president, 
American Chain & Cable Co., Inc., 
has been elected chief executive 
| officer at the annual meeting of 
stockholders. Johns succeeds Wil- 
| mot F. Wheeler, who has held 
this position since 1946. Wheeler 
will continue as chairman of the 
board. 


Stanley Mann, who retired 
after 40 years service, will con- 
tinue as a director. Arthur C. 
Laske, secretary since 1944, suc- 
ceeds Mann as treasurer and con- 
tinues as secretary. Wilmot F. 
Wheeler jr., assistant to the pres- 
ident since 1953, was elected a 
vice-president. Johns joined the 
company in 1916. 

} * a = 


Cummins Engine Picks 
Tucker as Coast Rep 


John W. Tucker has joined the 
field sales staff of Cummins En- 
gine Co., Inc., Columbus, Ind., as 
a@ regional representative with 
headquarters in Los Angeles. His 
appointment was announced by L. 
E. Williams, Cummins’ distribution 
manager. 


Tucker has been associated with 
the truck and industrial power in- 
dustry in southern California for 
25 years. He worked for the Hall- 
Scott Motor Co. from 1929 to 1952. 
In 1952 he joined Cummins Service 
& Sales, as industrial sales man- 
| ager. 








STOP ! 
THERE'S 
AN EASIER 
WAY 


To End Nerve-Wracking, 
Endless Paper Work, 


Mr. Dealer or Manager. 


See VIS-U-LIZER. 
Page 48 
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sales and service headquarters to | pacities up to 15 cubic yards. They |here, the “big bad wolf ‘influence 
serve Connecticut, New York, New | are available with either telescopic |of discount house sellin: on sales 
News to Note... Jersey, eastern Pennsylvania, Mary- | or underbody hoists. of “legitimate” power t< dealers 
land, Delaware and Virginia. hr has been overrated. 
The 50,000-square-foot building | Automotive Fibres Elects “Where the power tc ° dealer 
e e serves as a central shipping point | Bannister as President employs aggressive, per: al gel). 
uto or in rie for company products for both ing, proper store display nd | 
domestic and export customers. DETROIT.—J. R. Millar, Na- advertising, his sales ar. — 
cae Sm tional Automotive Fibres president, | 034-1. ig ‘maki Pe Soaring 
oor has announced that John G. Ban- |2"¢ Re making @ g00« profit,” 
Sol-Speedi-Dri Expands nister has been|PServed Riordan, just returneg 
YOUNGWOOD, Pa. — Robert-| engineering and research vice-pres- i from a nationwide sal-. - surve 
shaw-Fulton Controls Co. hag been | ident, will become vice-president Sales Organization elected president trip. y 


presented a Freedom Foundation | and Flader’s Clarence T. Kabel will PHILADELPHIA.—R. A. Hogan, of the company. ae ke 








award for “helping to bring a bet- 
ter understanding of the American 
Way of Life during 1954.” Cited for 
the George Washington honor 
metal was the employe publica- 
tion, Robertshaw Symbol, edited by 
J. Grier Altman. 

* * * 


Aircraft Engineering Firm 


Purchased by Eaton 


CLEVELAND. — Eaton Mfg. Co. 
has purchased Frederic Fader, 
Inc., North Tonawanda, N. Y., an 
aircraft engineering and research 
company, it has been announced 
jointly by H. J. McGinn, Eaton 
president, and Frederic Flader. 
Terms were not revealed. 


The company will be operated as 
an Eaton subsidiary with Flader 
as president. M. P. Winther, Eaton 


continue as secretary-treasurer. 
* * * 


Grease Institute Opens 


Marketing Memberships 


KANSAS CITY.—The National 
Lubricating Grease Institute has 
announced establishment of a 
new membership class known as 
marketing members. 

The institute reported that this 
would give marketers a “setting 
to meet other marketers as well 
as research and manufacturing 
people and thus keep abreast of 
the changes.” 

* 


* 


Fairbanks, Morse Opens 
7-State Service Center 


FAIR LAWN, N. J.—Fairbanks, 
Morse & Co., has opened a new|lengths of 12 to 16 feet, with ca- 


sales manager for Speedi-Dri Corp., 


has announced that on July 21, the | 
firm will expand its marketing and | 
sales organization for Sol-Speedi- | 


Dri, an industrial floor absorbent. 

Increased opportunities for in- 

dustrial distributors and automo- 

tive jobbers will be a part of the 

new marketing plans, said Hogan. 
* + * 


Hercules Offers HD Bodies 


For Heavy Shovel Loading 


GALION, O. — A new HD series 
of dump bodies has been intro- 
duced by Hercules Steel Products 
Corp. to handle shovel loading of 
rock, rip-rap, shale, gum clay and 
other severe hauling operations, the 
corporation has announced. 

The bodies come in standard 
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Millar hag been 
serving as chair- 
man and acting 
president. 
Bannister join- 
ed the firm in 
1938 as a clerk in 
the Oakland, 
ox ee division, 
: ecame manager 
J.G. Bannister = in 1942 and came 
to Detroit in 1952 as manufactur- 
ing vice-president. He later was 
made automotive sales manager, 
elected a director and named first 
vice-president. 


Discount ‘Wolf Overrated, 


Says Tool Sales Manager 


| OXFORD, Mich. — According to 
|Arthur W. Riordan, power tool 
sales manager of Syncro Corp. 











CASH IN on this national “Ask Your Dealer” advertising of the GMAC Thrift-Guard Plan... 
It reaches 37,000,000 families, directing time-buyers to you through 
The Saturday Evening Post, leading farm magazines and Sunday newspaper supplements! 

Your GMAC Thrift-Guard Plan helps you gain: (1) Control of the whole transaction. (2) Gross from 
time contracts. (3) Extra business from satisfied customers. (4) Repeat sales from GMAC service. 


USE THE PLAN THAT PLANS FOR YOU 


New Antisludge Oil 


Introduced by Sun 

PHILADELPHIA. — Sun Oil 
Co. has introduced in its service 
stations a new SAE 10W-30 mo- 
tor oil said to have shown high 
standards of engine cleanliness. 
in tests. 

The firm said it contains an 
antisludge agent and is “tailored” 
to combat oil problems created 
by the fact that 80 percent of 
passenger car trips are for ten 
miles or less. Sun said it offers 
equal protection on open road 
driving. 

* . 
Spencer Leads Conference 


Of Automotive Electric Assn. 


NEW YORK.—The 1955 regional 
conference of the Automotive Elec- 
tric Assn. for the northeastern dis- 
trict of the U.S. was held here 
under the leadership of AEA Presj- 
dent Gordon Z. Spencer, service 
sales manager of Trico Products 
| Corp. 
| W. J. McAnespey, vice-president 
of Auto Equipment & Service Co., 
|Ine., conducted the business man- 
agement portion of the opening 
session. The complete AEA pro- 
gram was presented at the confer- 
| ence. 

* * 


Merger Sought by Leaders 


Of Hercules, Central Ohio 


GALION, O.—Directors of Her- 
|cules Steel Products Corp. and 
|Central Ohio Steel Products Co. 
have announced that they will ask 
| stockholders for permission to ap- 
| prove a merger of the two firms. 
| E. Paul Monroe, Hercules presi- 
dent, and Oliver C. Henkel, Central 
Ohio president, made the an- 
nouncement jointly. They said man- 
|ufacturing and sales advantage 
| would accrue to both companies. 

| * * * 


Whitley Products Burns 


COLUMBIA CITY, Ind. — A 
million dollar flash fire killed 
three workmen and destroyed the 
plant of Whitley Products Co. 
manufacturers of auto accesso- 

| ries. James D. Adams, president, 

| said rebuilding would begin as 
soon as replacements for de- 
stroyed machinery could be ob- 
tained. 





x * * 


Foothill Group Picks Pollard 


|For 15th Term as President 


| LOS ANGELES. — Martin Pol- 
\lard has been reelected president 
lof the Foothill Chevrolet Dealers 
| Assn. for his 15th consecutive term 
| His dealership is located in North 
| Hollywood, Calif. 
| Other officers are: George Reade 
| jr., Riverside, vice-president, L 
| V. Harding, San Gabriel, treasurer, 
and Glenn Roberts, Los Angeles 
lawyer, secretary. 
| * * - 
Canadian Firm Formed 
BALTIMORE. — (UTPS) — Pet- 
|erson, Wallace & Co. and Canadian 
| Lease Management, Ltd., have 42 
| nounced the formation of Peterson, 
Howell & Heather (Canada), Ltd, 
|in Montreal, to perform fleet man 
|agement and automobile leasing 
| services. The firm will be affiliated 
|with Peterson, Howell & Heather, 


Inc., here. 
- * 


= 
Fire Hits Dallas Dealer 
DALLAS. — (UTPS) — A $30,000 
fire wrecked half of the sales and 
| service building of Ranch Chevro 
llet Co. at 5526 E. Mockingbird 
Lane. 


Bridgeport Jobbers 


|Organize CAS 

BRIDGEPORT, Conn. — Forty: 
|five jobbers and jobber salesme? 
'met to put the final touches 
|plans for organizing the ¢ ertifi 
| Automotive Service budget p!#" 
‘here, according to Leonard Weil 

(Continued on Page 51, Col. 4) 
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scr-e-e-ech! 


@ If you want a woman to pull up short in front 
of an idea, tell her about it in her own 
language. Not in hairy-chested, he-man talk. 


@ The best place to talk to her this way 

is in a magazine that talks her 

language from cover to cover. When she reads 
a woman’s magazine, she’s reading 

about herself on every page. 


@ The magazine that stops the most 

women with the most ideas is 

Ladies’ Home Journal. In the Journal, 

you have her total attention. 

The new car she spots there seems personal 

and important to her. She begins to look for ways 
and means to get it. And she usually finds them! 


Never underestimate the power of the No. 1 magazine for women... 


Jadies’ NO. 1 IN CIRCULATION 
Home NO. 1 IN NEWSSTAND SALES 
NO. 1 IN ADVERTISING REVENUE 


A CURTIS PUBLICATION 
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Lawsuits Affecting Dealers .. . 


Court Decisions 


By Leo T. Parker 
Attorney at Law 

A — court has held that 

if a seller of an auto or a fi- 
nance company takes possession 
of a damaged auto, the purchaser 
is liable for the balance due under 
a conditional contract of sale. 

For illustration, in Brandon v. 
General Motors Acceptance, 268 
S. W. (2d) 898, the testimony 
showed: One Brandon purchased 
an automobile from Griffith Motor 
Co. and executed a conditional 
sales contract to said motor com- 
pany, which was assigned to Gen- 
eral Motors Acceptance Corp., 


the total time balance due on the 
purchase price of $835.38 in 18 
monthly installments of $46.41. 
Soon afterward the automobile was 
destroyed by fire. 

The finance company took the 
auto to a garage and made de- 
mand on Brandon to continue 
his monthly payments, but Bran- 
don refused to do so. The finance 
company sued Brandon for the 
balance due on the car—$417. 
Brandon argued that as the fi- 
nance company had repossessed 
the automobile, the debt he owed 
was automatically canceled. 


must the finance company the 
full amount due on the conditional 
contract, $417 less $75, the salvage 
value of the car, and said: 

“We think the testimony sus- 
tains the finding that the action of 
General Motors Acceptance Corp. 
was taken only for the purpose of 
preserving the salvage value of 


the automobile, believing it to be| 
abandoned by appellant (Bran-| 


don).” 


Jury Will Decide 


A FEW weeks ago a higher court | 
rendered an important decision | 


to the effect that an auto dealer 
who sells a defective car can be 
held liable by a jury for injuries 
subsequently caused by an operator 
of the automobile. 


For example, in Caidry Motors, | 
Inc. v. Brannon, 268 S. W. (2d) 627, 


It is interesting to observe that |the testimony showed: One Hens- 
wherein Brandon agreed to pay |the higher court held that Brandon | ley purchased a used automobile 





Safety Belt Control OK’d 


By California Assembly 


SACRAMENTO, Calif.— The 
Assembly has passed and sent to 
the Senate a bill to prohibit sale 
of safety belts unless approved 
by the Department of Motor Ve- 
hicles. 

Assemblyman Charles Meyers, 
San Francisco Democrat, who 
sponsored the measure, said it 
had been noted that some infe- 
rior belts had been placed on the 
market. 





from Caidry Motors. Hensley had 
driven the car only 14 city blocks 
when, at a speed of about 25 miles 
per hour, he applied his brakes on 
entering an intersection. 


The brakes immediately grab- 
bed or locked, causing the car to 
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Universal joints really get a workout in the “‘off highway” heavy construction 
field. Nothing’s rougher than transmitting torque while moving mountains 


of material over washboard roads. 


The problem is to build ruggedness arid strength into the universal joints 


without excess weight. 


That’s why Borg-Warner engineers at B-W’s Mechanics Universal Joint 
Division eliminated 28 pounds of dead weight . . . made their universal-shaft 
assemblies 34% lighter . . . without sacrificing quality, accurate balance or 
smooth operation. And that’s why these Mechanics precision-fitted, roller 
bearing joints ‘‘keep ’em rolling” with little likelihood of expensive, work- 


stopping repairs. 


Highway carriers benefit too. Lighter B-W engineered universal joints pro- 
vide up to 5,600 extra ton-miles of payload during the average life of a 


heavy-duty truck. 


International Truck, Model RF-174 


This substantial saving is another direct result of Borg-Warner’s tradition: 


‘Design It Better—Make It Better” . . . an active policy serving the auto- 


motive industry every day with scores of precision parts. 


PRODUCTION 
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ENGINEERING 
MAKES IT WORK 


PRODUCTION 
MAKES IT AVAILABLE 


Almost every American benefits every day from the 185 products made .by 


Borc-Warwer 





a 
pinned a pedestrian nam: Bran 
non against a wall cru’ ing his 


left leg so that it had t: be am. 
putated. 
Brannon sued Caidry ‘or heavy 


damages contending that “aidry js 
liable because the two ex»erienceq 
auto mechanics who exa™ined the 
car after the accident testified that 


there was grease on tie brake 
drum of the right rear heel ang 
that grease on a brake (rum wij) 


cause the brakes to grab nd some- 
times cause a car to skid 

Although the lower cciirt helq 
Caidry Motors not liable, the higher 
court reversed the verdici, saying: 

“From this synopsis it may be 
seen that there was ample eyj- 
dence to submit the case to the 
jury on the question of proximate 
cause.” 

o * 2 


U. C. Dealer’s Dut 


ro comparison, see Standard y. 
Leaverton, 239 Mo. App. 284. 
This court held that the fact that 
all persons concerned knew that 
the car was a used car and that it 
was not sold as one which was re- 
conditioned, would not relieve the 
automobile dealer of his duty to 
warn a purchaser that the automo- 
bile was dangerous and defective. 

In this case the court held the 
seller of a defective automobile 
liable in damages to a person 
who was injured by its used. 

This court explained that while 
it is common knowledge that old 
cars are more likely to be subject 
to mechanical defects than new 
ones, yet the used-car dealer is in 
a better position than his average 
customer to discover what defects 
might exist in any particular car 
to make it a menace to the public, 
and that he is legally obligated to 
inspect his cars, discover the de- 
fects and warn prospective pur- 
chasers of the dangers. 

This court said: “It is not too 
harsh a rule to require these deal- 
ers to use reasonable care in in- 
specting used cars before resale to 
discover these defects, which the 
customer often cannot discover un- 
til too late.” 


Buick Produces 
170,000 Hardtops 
In Ist 4 Months 


FLINT.—Buick built 170,000 
hardtop models in the first four 
months of 1955, nearly twice as 
Many as any 
other manufac- 
turer, according 
|to Ivan L. Wiles, 
general manager. 

“As of today 
we have built 
more hardtops 
this year than we 
did in all of 1953 
(nearly 172,000),” 
Wiles said. 

He predicted 
Buick’s millionth 
hardtop would roll off the line in 
July. Wiles said 852,000 have been 
built since 1949. 

The 170.000 figure included near- 
ly 20,000 of the new four-door hard- 
tops, Wiles said. He estimated that 
about 65 percent of May’s produc- 
tion would be composed of the two 
stylings of hardtops. 

Nearly 53,000 of both models 
|were made in April, Wiles said. 
/This was the first month Buick 
|hardtop production had exceeded 
50.000. 








Ivan L. Wiles 


Firestone Sets Up 
Synthetic Division 


|. AKRON.—Firestone Tire & Rub- 
|ber Co. has established a synthetic 
rubber and latex division, accord- 
|ing to Lee R. Jackson, president. 

A. D. Miller will head the divi- 
sion, which will produce and sell 
| synthetic rubbers, synthetic latices 
land related products as well 3% 
| natural rubber latices. 

C. A. Hill will be production man- 
|ager of plants of the new division. 
They are located here and at Lake 
Charles, La., and were purchased, 
the company said, from the Gov 
ernment for $16 million. 


A Nice Life 
WASHINGTON. — Experts are 
predicting that our living standards 
will be doubled by 1975, ir. large 
part as the result of automa'ic ma 
chines, according to the U. 
Chamber of Commerce. 


A 








In the low-price 3 the 1955 


PLYIVIOUTH GIVES 
FAR MORE 


high-price-car features 


HIGH-PRICE-CAR FEATURES 


Electric windshield wipers, that operate 
at a constant speed when you accelerate. 


Independent parking brake, a separate 
braking system, for greater safety. 


Oriflow shock absorbers, that have over 


twice the cushioning action of ordinary kinds. 


Bonded brake linings, which last up to 
50% longer than riveted linings. 


Safety-Rim Wheels, which help hold a 
deflated tire on rim in case of a blowout. 


Outside closing high-level air intake, 
which can be closed when not in use. 


PLYMOUTH 


YES 


CARA 


NO* 


LOW-PRICE LOW-PRICE 


a,,° 


CAR B 


NO 


NO 


NO 


LOW-PRICE 


ee ee | 


10 
11 
112 


sr 


LOW-PRICE LOW-PRICE 
PLYMOUTH CARA 


LOW-PRICE 
CAR B 


HIGH-PRICE-CAR FEATURES 


Baked enamel exterior finish, with 
special rustproofing undercoat. 


YES YES 


Full-time Power Steering; works 100% of YES 
the time; not just ‘‘part time” (optional). 

Oilite fuel filter, not common screen 

type, keeps water out of fuel line. 


Resistor-type spark plugs, that last up 
to 5 times as long as ordinary types. 


Oil-bath air cleaner, to protect engine 
from abrasive dust and dirt. 


Automatic choke, built right into the 
carburetor for quick, easy starts. 


PLYMOUTH HAS FAR MORE HIGH-PRICE-CAR FEATURES THAN THE OTHER TWO COMBINED! 


* optional at extra cost 





A GREAT CAR TO SELL...A GREAT CAR TO BUY 











AIR LINE DRYER—The Spee-Flo DryAir 
is said to remove moisture from paint 
spray-gun lines used in auto spraying. It 
uses a 1,000-watt heating unit which is 
factory preset to deliver up to 30 cubic 
feet of air per minute, according to the 
manufacturer. It raises the air line temper- 
ature above the temperature of the last 
water condensate point. Spee-Flo Corp., 
722 Polk Ave., flovston, Tex. 





EXHAUST EXTENSION—Wilco is offer- 
ing a line of exhaust extensions which 
have car emblems on them. The emblems 
are etched and colored like the manu- 
facturers’ nameplates. The extensions are 
chrome finished and have universal! 
mounts. Wilson Ce. Boston 15, Mass. 





WINDSHIELD SEALER—Super Seal is a 
windshield-sealing mastic said to work on 
wet surfaces. It is offered in two-ounce 
tubes. The tube has a tapered plastic tip 
designed to reach between the windshield 
glass and rubber mounting. Super Seal 


Products Co., 1235 Thirty-fifth Ave., Oak- | j 


land 1, Calif. 





SIDE-VIEW MIRROR—The ‘“Adjust-to- 
Lock" is a 4'%-inch “non-glare” mirror. 


it is a clamp-on type, adjustable for left | 


or right side of car mounting. Made of 

brass, it is 

Metal Products Corp., Norwalk, Conn. 
* * 


Powell Muffler Catalog 


Describes Line for °55 

Powell Muffler Co., 2501 W. Twen- 
ty-fourth St., Chicago, Ill., has re- 
leased its 1955 catalog of mufflers, 


finished in chrome. Yankee | . 
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accessories for cars, trucks and 
buses. 

Technical changes in the muffler 
announced in the new catalog in- 


clude fiber-glass wrapping, said to 


type mufflers. 

The catalog also describes the 
company’s 50th-anniversary mer- 
chandising and advertising cam- 


paign. 








TRACTOR BACK REST—Sof-T-Bak is at- 
tachable to all tractor seat pans. It is 
said to be vibration-proof. The pad is up- 
holstered with a one-inch layer of rubber- 
ized hair. Oliver Corp., Chicago, is the 
first manufacturer to offer this back rest 
as an accessory. L. A. Young Spring & 
Wire Corp., 9240 Russell Ave., Detroit, 
Mich. 








POCKET SECRETARY — The Monthly 
Pocket Secretary for salesmen has space 
in which to write daily activities and sales 
expenses, a weekly summary page, five 
daily or weekly report forms and a pad 
of tear-off record sheets. It is available 


as a kit with a 12-month supply per sales- 
man and a sales performance chart. Mod- 
ern Displays, Inc., 13271 Mt. Elliott, De- 
troit 12, Mich. 


WEATHERSTRIP ADHESIVES—New pack- 
aging is designed for use with applicator 
guns. Both black and amber are available 
in disposable containers. Each kit contains 
four 7¥2-ounce cans. Behr-Manning Corp., 
1933 Sidford St., Troy, N. Y. 

* * * 








| REMOTE CONTROL—The Visualiner is 
| said to save the operator countless steps 
|in wheel aligning by permitting him to 
| check wheel runout, caster, camber and 
|toe without coming out from under the 
car during the operation. John Bean Divi- 
sion, 1305 S. Cedar St., Lansing, Mich. 





tailpipes and muffler installation | 


be the first used in replacement- | 
















16 by 8% by 6 inches and comes with 
three-inch-diameter stationary mandrel to 
hold regular rolls of tape, but can also be 
provided with other size mandrels. There 
are four rubber suction cups on the bot- 
tom as well as holes for mounting. Ruby 
Products Co., 827 E. Locust St., Milwaukee 
12, Wis. 








PLASTIC BAG—The Kwik Lok bag clo- 
sure, available in various colors, is used 
for identification of bag contents, thus 
eliminating inserts or inventory of bags. 
Kwik Lok Corp., P.O. Box 2098GQ, 
Yakima, Wash. . 


& 








POURING SPOUT—The No. 89 auto- 
matic acid pouring spout is used for 
filling dry-charge batteries. It is said to 
provide an air-free flow of acid which 
stops automatically when the proper level 
of electrolyte in the battery is reached. 
Two plastic caps are provided to fit stand- 


| ard acid bottles. E. Edelmann & Co., 2332 
| Logan Bivd., Chicago 47, ill. 
-  - 





DINNER TRAY—This auto tray is stored 
|under the dash. It pulls out on metal 
tracks. It can be used as a vanity, desk, 
dinner tray or bar. It has a mirror and 
a light built in. National Products Co., 
Inc., 109 S. Fifth St... Gadsden, Ala. 


Dow Booklet Points Out 


Profits in Radiator Service 


A booklet of Dow Chemical Co., 
Midland, Mich., entitled “Young 





Man Finds the Road to Success,” 
points out the importance of radia- 


TAPE DISPENSER — The unit measures | 








| NEW PRODUCTS 


tor service and the profit possibili- | 


ties in featuring this service. 

The booklet, which is comic-book 
form, is available to automotive 
marketing groups for use by their 
dealers. The final page is reserved 


|for individual company messages. 
* ca + 
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CMa Bike 


BATTERY CHARGER—The Rapid Charger 


model RG85 automatically adjusts for 
either 6 or 12 volts when the charging 
rate is set and shuts off at end of charge. 
lt has a four-rate selective tap switch. It 


uses a selenium rectifier and has a circuit- | 
breaker system. It is rated at 80 amperes | 
at 7 volts and 45 amperes at 14 volts. | 


Associated Equipment Corp., 5710 San 


Francisco Ave., St. Louis, Mo. 
x - 





“LIFETIME’ PLUG—A four-electrode spark 
plug, carrying a “lifetime” guarantee, is 
said to deliver over 300 percent more 
firing action than single electrode plugs. 
The chrome-plated plugs also feature alu- 
minum oxide aircraft-type insulators. The 
Power-Plugs are available for all cars and 
trucks. Almquist Engineering Co., Inc., 
Spark Plug Division, Milford, Pa. 





BUMPER JACK—The “Brave,” a hydraulic 
bumper jack, is designed to make jacking 
easier for cars, light trucks, tractors and 
implements. The 1¥2-ton jack has a 19- 
inch lift and is said to be rattle-free in 
car trunks. Blackhawk Mfg. Co., Milwau- 
kee 1, Wis. 





PENETRANT SAMPLER—A ‘match book" 
sampler is being used to introduced a 
non-oily penetrant to loosen seized parts. 
The “matches” are actually plastic cap- 
sules containing enough penetrant for 
several tests. Olin Mathieson Chemical 
Corp., 10 Light St., Baltimore 3, Md. 
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| MERCHANDISING AID — The 


“planned 
| profit package” is a Holley Carburetor 
merchandising pockage built cround the 
| firm's R713-AAS model for 1934-53 Fords 
|and 1939-48 Mercurys. It contains point 
| of purchase aids, direct mail mcterial and 


carburetor literature. Holley Carburetor 
|Co., 11955 E. Nine Mile Rd., Van Dyke, 
| Mich. 








REVOLVING LIGHT—Hi-Ball throws light 
in all directions and also can be used as 
a revolving flash for police cars, ambvu- 
lances, or wreckers. It is said to turn a 
parabolic mirror around a_ 100-candle- 
power bulb once a second. The dome 
comes in red, amber, blue, green or clear 
plastic. Trippe Mfg. Co., 218 N. Jefferson 


St., Chicago, Ill. 
* + 





TUBELESS TIRE VALVE—The Eze-Mount 
is a snap-in tubeless tire valve designed 
for insertion in round rim holes. A lip, at 
| the bottom of the base, is said to rein- 
| force the seal by fitting against the rim 
| contour. An indicating band on the valve 
body shows when the base is properly 
seated. A. Schrader’s Son division, Scovill 
Mfg. Co., Inc., 470 Vanderbilt Ave., 
Brooklyn 38, N. y 
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SEAT CLEANER—Auto Foam is said to 
need no rinsing or mixing. It is subbed 
with a damp sponge into the fabric and 
cleans upholstery instantly. Plas*i-Kote, 
Inc., 425 Lakeside Ave., N.W., Cleveland 
13, O. 
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First in the Post 


Before the days of storage batteries, it took a lot of 
pushing (or a lot of cranking) to get a stalled car 
back into business. Then, in 1915, The Saturday 
Evening Post carried its first storage-battery ad. 
After that, starting a car was easy. For decades 
the Post has been used to pave the way for selling 
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every improvement in motoring. And because it S-~f fF 
has proved its ability to set up sales for dealers, - = -= 
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THE AUTO ILLUSTRATED IS A 1909 PATERSON. FOR A REPRINT OF THIS DRAWING SUITABLE FOR FRAMING 
WRITE TO HAMILTON COCHRAN, AUTOMOTIVE MANAGER, THE SATURDAY EVENING POST, PHILA PA 


Eve mabe 


The Saturday 





post -—gets to the heart of America 














EN in 1830 steam power was 

introduced in transportation 
and factories there was a wide 
movement to recommend that 
mothers bear no more children 
since steam would take away any 
possibility of jobs when they grew 
up. 

At the start of the industrial 
revolution in Europe, workmen 
hurled wooden shoes into automatic 
looms and smashed newly installed 
machinery with sledge hammers. 
Now leaders of workingmen know 
that technological progress cannot 
be stopped by anyone. 

At the turn of the century the 
motorcar was questioned by those 
who were seemingly fearful both 
on economic and moral grounds. 














AUTOMOTIVE 


Now the automobile gives us the 
world’s largest industry. 
Automation is just more techno- 

logical progress. It is just more of 


the kind of stuff that has been tak- | » 
ing work out of work — creating| — 


more and better jobs—raising our 
level of living step by step with 
each improvement since the inven- 


tion of the wheel. 
* + * 


The Customer’s Desire 
ALL know of the automobile 
manufacturer who made mil- 
lions in the automobile industry 
from standardization. He almost 
lost his business by forgetting that 
the desire of the “free and unpre- 
dictable” customer — should deter- 
mine policies. 

The customer may not want 
more of your particular product. 
In that case he will buy from the 
other fellow—one of your competi- 
tors. History is evolution, not revo- 
lution. 


We hear talk from unthinking 
people that we are trying to 
create the “push-button” factory. 
That is simply loose talk, because 
the ultimate functioning of auto- 
mation, if it could be fully achieved, 
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Open-Air Showroom in Miami— 


The new establishment of Ben McGahey, Inc. (Dodge-Plymouth), Miami, features a 
showroom so constructed that the customer can drive right into the display “floor.” 
The service department is partially enclosed. 


would be the step by step improve- 
ment of all manufacturing opera- 
tions until automatic production 
moves through the plant in one 
uninterrupted flow. That would be 
the so-called push-button factory. 


The point is that there is no royal 
road to technological progress. 
e 


Risks Are Inescapable 


Fr WE want to continue to see 
our level of living go up, some 


Nation-wide Survey of GM Dealers and Customers Shows: 





ir’S GOT TO HAVE 
SAFETY POWER STEERING! 





NOW IT’S PRICED TOO LOW 
TO PASS UP! 


Yo 


OF PRESENT OWNERS 
WOULD NOT BE WITHOUT 


IT PAYS TO PUSH 


Safer 










by 





STEERING 


A sensational repeat sale record 
that means repeat profits! 


Frankly, Safety Power Steering is habit-forming! Once a 
driver gets used to it, he won’t get along without it. That’s 
another big reason why it pays to push S.P.S.—once you let 
it sell itself in a thorough road demonstration, it keeps cus- 
tomers coming back for more—automatically! That means 
automatic extra profits every time they buy another car from 
you. That’s why the smartest dealers and salesmen are pushing 
Safety Power Steering—hard! Saginaw Steering Gear Divi- 


sion, General Motors Corporation, Saginaw, Michigan. 


ER STEERING 


cuquunoLWww 


risks by all are inesca; 

Since it is no longer « 
as to whether industry -: — 
will automate, or whet}:; a given 
company will be a lea sr or fay 
tempo- 


in that company woui”’ lose his 
job anyhow, along wi: alj the 
other employes in that company 
if it should fall behind in the 
parade. 

P.S. Engineers are sitting up 
nights with designs; purchasin 
agents are making sales:nen sleep- 


less; supervisors are trying to re- 
duce waste, and too few of ug are 
thinking about the boss, who, don’t 
forget, is not the man at the head 
of the business, but the “free and 
unpredictable” customer. That is 
the man We are all working for. 


Auto-Lite’s Sales 
Off to Biggest 
Start Since War 


TOLEDO.—Consolidated sales of 
Electric Auto-Lite Co. in the first 
quarter amounted to $80,542,482, the 
highest volume attained by the 
company in any first quarter since 
the end of World War II, accord- 
ing to James P. Falvey, president. 

The total represents an increase 
of 63 percent over consolidated 
sales of $49,481,448 in the same pe- 
riod of 1954. 

Following the annual meeting of 
shareholders, Falvey said that con- 
solidated net earnings for the quar- 
ter ended March 31 totaled $3,274,- 
054, compared with $397,985 a year 
earlier. 

Working capital on March 31 
amounted to $74,989,295, the high- 
est on record for Auto-Lite. It rep- 
resents an increase of $2,796,375 
over Dec. 31. Inventories, less re- 
serves, amounted to $41,666,726, an 
increase of $598,931 over Dec. 31. 

Falvey said present indications 
pointed to a satisfactory level of 
initial-equipment sales during the 
months ahead. A continued higher 
volume of replacement sales, cou- 
pled with economies in expenses, 
have produced considerably higher 
profits on operations than in 1954, 
he added. 

Capital-asset expenditures for 
1955 are expected to amount to 
about $10.5 million, 25 percent over 
those for 1954, Falvey reported. 

Frank J. Kennedy was elected to 
the board of directors at the an- 
nual meeting, succeeding Byron A. 
Fay, who retired in January. All 
other directors were reelected. 

A vice-president and secretary of 
the company, Kennedy has been 
administrative assistant to the 
president for the last six months. 


e 8 - 
2 Divisions Set Up 
By Wayne Pump 

PHILADELPHIA. — Wayne 
Pump Co. has organized two new 
divisions. They are the petroleum 
marketing and automotive equip- 
ment division in Salisbury, Md. 
and the industrial division in Fort 
Wayne, Ind. 

The Salisbury unit will be headed 
by D. J. Nelson, vice-president, who 
will be assisted by F. E. Laurent, 
sales director, and F. H. Ainsworth, 
chief engineer. 

The industrial unit will be in 
charge of A. E. Allen, vice-presi- 
dent, with R. L. Burke jr. as sales 
director, and T. J. Uilkema as chief 
engineer. 

Product sales managers in this 
division will be R. P. Eninger, ait 
compressors and hose reels; M. K 
Henderson, hoists, and L. 
Childs, bulk pumps. 


Hudson Dealers Stage 


Mass Driveaway 


PORTLAND, Ore.—Hudson deal- 
ers from Oregon, Washington 42 
Idaho met here for a mass drive 
away of new Hudson Metropoli- 
tans. 

The session was conducted by 
S. D. Williams, Hudson zone man- 
ager; Lew Sumpter, western divi- 
sional manager, and T. J. Hutchins, 
assistant Zone manager. 

The dealers were given prelim 
inary information on a new sales 
program which is to be tied # 
with Walt Disney’s “Disneyland 
television program. 
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Used-Car Auction Prices 


Market Trend 


A $5 loss in the overall price of used cars marked the wholesale 
auction averages last week, according to Automotive News’ index. 

Modei by model, there were only four losses, as two remained un- 
changed and two increased. Gains amounted to $3 for ’48s and $4 for 
51s, Unchanged were the prices of ’55s and ’49s. 

Losses were: '50s, down $1; ’53s, down $6; ’52s, down $9, and ’54s, 
down $25. New low prices were established for ’53s and ’54s, while ’55s 
were unchanged from the record low set in the previous week. 

The buying ratio edged lower last week, amounting to 62 percent, 
compared with 62.7 percent in the previous week. 
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4-dr., $525, $305; club coupe, $445°. '49 


$200. 

Custom 4-dr., $1,050. '51 
Monterey coupe, $475. 

NASH—’53 Rambler 2-dr., $645°. °50 Cus- 
tom 2-dr., $170. 

OLDSMOBILE—’54 (88) Super 2-dr., $1,- 
900, "52 (88) Super 2-dr., $1,050. 51 
(88) Super 2-dr., $1,070; Deluxe 2-dr., 
$695°. 

— — '52 2-dr., $635. °48 conv., 


$250. 
PLYMOUTH—’53 Cambridge 4-dr., $745. 
PONTIAO — '51 Silver Streak (6) 4-dr., 
$750. '48 Torpedo (6) 2-dr., $155. 
STUDEBAKER — ’53 Commander 4-dr., 
Se.” "52 Champion 2-dr., $555; 4-dr., 
495. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of May 11.) 
(Market continuing steady with plenty 
of activity. Sold 93 cars out of 138 offer- 
ings.) 
BUICK—’55 Super 4-dr., $2,475*. '54 Spe- 
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Average Used-Car Prices 


(Compiled by Automotive News) 


May, 1955 

To Date 
$2,153 
1,518 
1,025 
708 

502 

364 

251 

151 


April, 
1955 
$2,183 

1,526 
1,048 

716 
514 
380 
266 
174 


March, 
1955 
$2,244 

1,565 
1,050 

721 
529 
387 
273 


172 
Overall 
Average... $ 833 $ 851 $ 868 


(The above figures are averages of used-car auction prices, all makes 


$868 Model 
$851 
$833 1954. 


1953. 


1952.. 
1951 
1950. 
1949... 


May April March 


prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive and (ps) indicates power steering. 


NVE Air 2-dr., $1,175; 2-dr., 2 at $1,150; 

DE R onan p—— coupe, $825, '51 SL Deluxe 

Auto Auction, Sales every Mon- 1 Air, $925; club coupe, $850; SL Spe- 

acpend Friday. Prices are for sales of cial Business coupe, $365. ’50 SL Deluxe 

, 6-9.) Bel Air, $425; SL Special coupe, $295. 

wn sete cars offered for consignment. ’49 SL Deluxe Bel Air, $405, $350; 2-dr., 
Prices steady. Sold 161 cars out of 463 


$200. a 
CHRYSLER — ’53 Windsor 2-dr., $1,100. 


cial sedan, $1,480. ’53 Super Riviera and models, carried regularly in Automotive News.) 


Sport coupe, $1,280°; 4-dr., $1,225°. '51 
Super Riviera Sport coupe, $785°. ‘50 
Super sedan, $440*; Special sedan, $345. 
*49 RM sedan, $320°*. 
CADILLAC—’53 (60) Special sedan, $2,- 
750° (ps), $2,425*; (62) coupe, $2,275°. 
"52 (60) Special sedan, $1,750°. '50 (62) 
sedan, $1,135*. ’49 (61) sedan, $660°*. 
CHEVROLET—’54 Bel Air 4-dr., $1,320*; 
Two-ten 4-dr., $1,175. '53 Two-ten 4-dr., 





tom sedan, $560. '49 Custom sedan, $310. ; NASH—’52 Statesman sedan, $560°. °51 
DODGE—’53 Coronet sedan, $900*; Mead- Statesman sedan, $320. '50 Ambassador 
owbrook sedan, $750. '51 Coronet sedan, sedan, $205. ’°49 (600) sedan, $120. 
$470. ’49 Coronet sedan, $340. “aa aa tae) = sane’ gene bo 
: » $1,225, '52 ps). ’ oliday, *, . '50 
San a) oon Ge, tle, O00, (88) sedan, $750*. ’°49 (98) sedan, $230. 
$670, $665. 50 Custom (8) sedan, $365; PACKARD—’51 sedan, $565, $485. 


offerings.) ’ ’ » 
—'5! fal Riviera 2-dr., $2,680°, 50 Royal 4-dr., $400. 15. ’52 dan, : | Deluxe (8) sedan, $365. '49 Custom (8) | PLYMOUTH — ’55 Belvedere (8) Sport 
5820; Super Riviera 4-dr., $2,640° (ps). | DeSOTO—’52 Deluxe club coupe, $685; 2- $610. 31 SL Deluxe "sedan, $000; *BL| sedan, $320; conv., $130; %-ton panel,| coupe, $2,200*. 'S3 Cranbrook Belvedere, 
i Ce $1,750°. '52 Super | _ dr., $605. Special sedan, $525. '50 SL Deluxe Bel| $350, $250. $1,000°. ’52 Cranbrook sedan, $705, $625; 


"S4 Century 2-dr., DODGE—'54 Meadowbrook 4-dr., $855, °53 HUDSON—’50 Pacemaker sedan, $300. Concord coupe, $350. 51 Cambridge se- 





ra, $970°; Special 4-dr., $630. °51 Air, $500; conv., $490; sedan, $440, $410, , 
Riscial’ 4-dr., $650°, $565%; RM 4-dr.,| Coronet 4-dr., $880°. $310. '49 SL Deluxe sedan, $315. '47 FM| LINCOLN—’54 Cosmopolitan Sport coupe,| 48M, $475. '50 Special Deluxe sedan, 
$600*, °50 Super Riviera, $530°; Special FORD—’55 Main (8) Ranch Wagon, §2,- sedan, $185. $2,500° (ps). $410. ‘49 Special Deluxe sedan, $375, 
4-dr., $420°. 100%, $2,035. '54 Custom (8) conv., $1,- | CHRYSLER—'51 NY sedan, $580. '49 NY | MERCURY—'53 sedan, $1,140. '52 Monte-| S275. 
CADILLAC—’55 (62) conv., $4,800° (ps), 560°, 53 Main (6) coupe, $775. ’51 Cus- station wagon, $720. rey Sport coupe, $975*. '51 sedan, $650, | PONTIAC—’5S4 Chieftain (8) sedan, $1,- 
$4,700* (ps); coupe, $4,405* (ps). °54 tom (6) 2-dr., $535. °50 Custom (8) | DeSOTO—’52 Custom sedan, $710. ’51 Cus- $580. '50 sedan, $390. (Continued on Page 38, Col. 1) 
162) coupe, $3,650° (ps). °53 (62) 4-dr., - —__—_—_— ~ 
$2,455* (ps), $2.390° (ps). °51 (62) 


coupe deVille, $1,550°; 4-dr., $1,400. 
OLET—’55 Two-ten (8) 4-dr., $1,- 
975°; 2-dr., $1,800; One-fifty (6) station 
wagon, $1,975; %-ton pickup, $1,415, 
$1,250. °54 Bel Air 4-dr., $1,455°; 2-dr., 
$1,255, $1,240; Two-ten 2-dr., $1,190; 
One-fifty 2-dr., $790. '53 Bel Air Sport 
coupe, $1,345° (ps); Two-ten 2-dr., $1,- 
110; %-ton pickup, $805. ’°52 SL Deluxe 
4-dr., $745*. °51 FL Deluxe 4-dr., $530°. 
OHRYSLER—’55 NY sedan, $3,400* (ps); 
Windsor Newport, $2,770*. °50 Imperial 
4-dr., $265*°. '49 Windsor conv., $385°. 
’54 Fire Dome (8) 4-dr., $1,740° 
(ps). '52 Deluxe 4-dr., $650. ’°51 Sports- 
man, $460*, '50 4-dr., $475°. 
DODGE—’55 Coronet (8) Lancer, $2,250; 
4-dr., $2,220° (ps); Royal 4-dr., $2,100. 
'52 %-ton pickup, $510. °51 Wayfarer 
2-dr., $355. °49 4-dr., $285. 
PORD—’55 Main (8) Ranch Wagon, $2,- 
375, $2,220°; Fairlane (8) 4-dr., $2,225°, 
$2,210°, $2,165°; club sedan, $1,995*; 
Custom (8) 2-dr., $1,825; %-ton pickup, 
$1,450, $1,425, $1,370. °54 Custom (8) 
Country sedan, $1,810; Main (8) Ranch 
Wagon, $1,690; Crest (8) Skyliner, $1,- 
395°; Custom (6) 2-dr., $1,000. 
LINCOLN—’54 Cosmopolitan 4-dr., $2,250°*. 
MERCURY—’54 Monterey 4-dr., $1,665*, 
$1,645°*. °53 Custom Sport coupe, $1,290°*. 
"51 4-dr., $510. 
NASH — ’52 Statesman 2-dr., $595. °50 
Statesman 4-dr., $205. 
OLDSMOBILE—’55 (98) Holiday, $3,280* 
(ps); 4-dr., $3,150° (ps); (88) Super 
Holiday, $3,190° (ps), $3,025*° (ps); De- 
luxe 4-dr., $2,795*, $2,770* (ps), $2,725°; 
2-dr., $2.425%; coupe, $2,650°. 
PLYMOUTH—’55 Belvedere (8) 4-dr., $2,- 
125°; Plaza (8) Suburban, $2,010; Savoy 
(8) 4-dr., $1,750. °54 Belvedere 2-dr., 
$1,275*. "53 Cambridge 4-dr., $790°; club 
coupe, $750. '52 Concord Suburban, $840. 
’51 Cranbrook Belvedere, $595. | 
PONTIAC—’55 Chieftain (8) station wag- 
on, $1,325. °53 Chieftain (8) 4-dr., $1,- 
255°, $935. °52 Chieftain (8) 2-dr., $640. 
‘51 Silver Streak (8) 4-dr., $505; 4-dr., 
$350°. ’°49 Silver Streak (8) 2-dr., $305*. 
STUDEBAKER—’53 Champion 2-dr., $815; 
¥%-ton pickup, $555. ’°52 Commander 4- 
dr., $460. '50 Champion 2-dr., $255. 
WILLYS—’51 jeepster, $570. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of May 11.) 

(Very active sale. Heavy demand for 
clean ’5is through ’53s. Sold 68 cars out 
of 97 offerings.) 


BUICK—’54 Century 4-dr., $1,685*. ’50 Su- 
per 2-dr., $580. °47 Super 2-dr., $200. 
CHEVROLET—’'53 Two-ten 2-dr., $765; %- 
ton pickup, $710. °52 SL Deluxe 2-dr., 
$635, $590; club coupe, $495; 4-dr., $490. 
‘51 SL Deluxe 4-dr., $555, $550. °50 SL 
Deluxe 4-dr., $450. °49 SL Deluxe 4-dr., 
$200; %-ton pickup, $400, $375. '°48 FL 
2-dr., $330; SM coupe, $150; 4-dr., $105. 

47 FL 4-dr., $195. 

DODGE—’51 Wayfarer 2-dr., $460. 

FORD—’53 (8) 2-dr., $1,030°%, $955; 4-dr., 
$720. ’52 Custom (8) 2-dr., $675. '51 
Custom (8) Victoria, $640°; 2-dr., $650*, 
$545, $540, $505; 4-dr., $540. 50 Cus- 
tom (8) 2-dr., $460, $450, $420°, $410°; 
club coupe, $440, $305; Deluxe (8) 2-dr., 
$380. °49 Custom (8) club coupe, $275. 
"47 Deluxe (8) 2-dr., $150. °46 Deluxe 
(8) 4-dr., $105. 

HUDSON—’53 Wasp 4-dr., $900. '49 Com- 
oo 4-dr., $315. '46 Commodore 4-dr., 

— — '50 4-dr., $345. '49 2-dr., 

OLDSMOBILE—’51 (88) 4-dr., $565*%. ’50 
(98) 4-dr., $505°. 

PLYMOUTH—'53 Cranbrook 4-dr., $800*. 
52 Cranbrook 2-dr., $405. °’51 Cam- 
bridge 2-dr., $405. ‘50 Special Deluxe 
= $430; station wagon, $475; Deluxe 
-dr., P 

PONTIAC—'53 Chieftain (8) 4-dr., $1,145°. 
51 Silver Streak (8) 4-dr., $645°, $590; 
2-dr., $135. '48 Torpedo (6) 4-dr., $265; 
coupe, $175. 

STUDEBAKER—'55 Champion 4-dr., $1,- 
690. °51 Champion 4-dr., $275. ’50 Cham- 
Pion 4-dr., $260, 


FT. WAYNE, IND. 


a... Marker’s Auto Auction. Sale every 
esday. Prices are for sale of May 10.) 
(Sharp autos are bringing top dollars 
88 buyers don’t seem to want rough units 
at any price, Sold 81 cars out of 138 
Offerings.) 
BUICK—'55 RM 2-dr., $2,775* (ps). ’54 
Super conv., $1,935*°. °53 Special 2-dr., 
= 52 Super 4-dr., $900*. '51 Special 
-ar., $1,000, $625°. '49 Special 2-dr., 
$605; RM 4-dr., $170. 
S00 ROLET—'55 One-fifty (6) 4-dr., 
» "54 Bel Air 4-dr., $1,135, °53 


COOL GO FOR BUICK’S DYNAFLOW! 
























Hot performer . . . but cool as they come! That’s 
Buick’s famous Dynaflow transmission! And it’s kept cool 
—at perfect operating temperature—by Harrison! 

In fact, Harrison oil coolers control temperature on millions 
of the best-known, most-dependable automatic transmissions 
on the road today! Harrison heat control products are 
rugged and reliable . . . designed to save space, weight— 
money, too! And with our extensive research facilities, 

we're constantly searching for, and finding, better ways to 
build all kinds of automotive, aircraft, marine and 

industrial heat transfer equipment! If you have 

a hot or cold problem, look to Harrison for the answer! 


HARRISON RADIATOR DIVISION, GENERAL MOTORS CORP., LOCKPORT, N.Y. 





Every Dynaflow 
transmission ever built 
has been equipped with 
a durable, dependable 
Harrison oil cooler. 


TEMPERATURES 


MADE 


To 





$1, 
Bel ORDER 
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——<tieielnd 
135°. '52 Chieftain (8) 2-dr., $765. '60| coupe, $500. ‘51 Meadowbrook 4-dr.,|PONTIAC—'55 Star Chief (:) 4-dr, go. 
Silver Streak (6) 2-dr., $220, a , | $340. "50 Meadowbrook 4-dr., $245. 810°. “4 et Chiet () salina, e. 
STUDEBAKER—’52 Champion -, $500°. , ,020° 985°; 035°, ’ 3 ey 750%, $1 7998. 
: ° WILLYS—'49 station wagon, $190. Peat ay dean Fae mes, 2045%, | 58 Chieftain (8) 4-dr., $i 30°, $1'97r0 
se _ ar Uu 1 on r 1 ces $1,925; Custom (8) 4-dr., $1,480, '54| 52 Chieftain (8) conv., 3.120%. '5] gi: 
DYER IND Crest (8) Victoria, $1,520°; station wag- ver Streak (8) 4-dr., $635*. $5809, $385¢. 
E = on, $1,500, $1,455°. ‘53 Custom (8) 4-dr., 917 Silver Streak (8) 2-dy $240, $295, 





(Dyer Auto Auction. Sale every Friday. $1,045, $965°, $960, $875. '52 Custom (8) 
; Custom 


170. 
Prices are for sale of May 6.) -dr. 6) 4-| STUDEBAKER—’55 Champicr 2-dr., - 
(Continued from Page 37) (Sold 403 cars out of 594 offerings.) a "9000 $000. oe Cte (8) y 875*. '58 Commander 4-dr., °570*; one 


‘ ile BUICK—’54 Super 4-dr., $2,030%, $1,900°; | $580, $510, $500, $485*, $420°, $340°. '50| pion 2-dr., $615. "52 Chimpion 4dr, 
£00" ne aT cotaunn Gods. "bi | club coupe, $425; SL Speciai 2-dr., 408; | Riviera, $1,940. 83 Guper Riviera, $1,-| Custom (8) 4-dr., $340, $325, $300, $285, | $315. $300. ’61, Champion °-dr., $a65s 
Ng a mae By De Tes aoe a BL. Delong | 475° (ps), $1,420°; Special 2-dr., $1,056. | $245. 49 Custom (8) 2-dr., $300, $205. » $280, , $200. 0 Champion 
Silver Streak (8) sedan, $620°, $500, '49 FL Deluxe 2-dr., $395°. '50 luxe "62 Super Riviera, $990°; 4-dr., $845°. 2-dr., $210*, $175, $165. 


. -dr., $370, '49 %-ton stake, $225. '48| , ; HUDSON—'54 Hornet 4-dr., $1,240°, '53 
STUDEBAREE-°6a Champion sedan, 9478.| -dr”, $126. : : 51 RM sndr., $595". (50 Special 4-dr-. | Hornet 4-dr., $910°. '50 Pacemaker 4-dr., DETROIT 
‘61 Champion sedan, $450. '50 Champion | cupysLER—'51 Windsor 4-dr., $450° $330°, $275, $235. '49 Super 2-dr., $175°. | $105. 49 Commodore (8) 4-dr., $160. 
sedan, $210 : 2 “ «_ | CADILLAO—'54 (62) coupe, $3,700° (ps). | KAISER—'53 Manhattan 4-dr., $805°. '51| (state Fair Auto Auction. Sale 
WILLYS—'53 Aero Lark sedan, $630. '51| DeSOTO—'53 Custom club coupe, $865°./ +53 (62) conv., $2,590*. ‘52 (62) 4-dr.,| Deluxe 4-dr., $275*. Tuesday. Prices are for sale of May"? 
jeepster, $410 : ‘51 Custom 4-dr., $425. $1,720°. '51 (62) 4-dr., $1,375°. '50 (62) | LINCOLN—'53 Cosmopolitan 4-dr., $1,390°. (Market fm thio area very slew’ oy) 
MISCELLANEOUS — ‘48 GMC Suburban, | DODGE—’54 Coronet club coupe, $1,075*.| coupe, $1,185°. "49 (62) 2-dr., $895°. |MERCURY—'55 Montclair 4-dr., $2,940°| there are not many autos available Wr 
. '52 1-ton express, $555; %-ton pickup, | CHEVROLET—'55 Two-ten (8) 4-dr., $1,-| (PS); coupe, §2,855° (ps); Monterey 4-| .2. offered today were clean. We sold 
$365°. 680°; One-fifty (6) 2-dr., $1,360. ‘64 Bel| “Gt, $2,260". 153 Custom Sport coupe, | 72 cars out of 98 offerings.) 
FLINT FORD—'55 Custom (8) 2-dr., $1.635. ot | ee ot eae eeeeee ae a0Ge- $1.2 | $600°. '49 club ‘coupe,’ $280, $235, $140. | BUICK—'54 Special 2-dr., $1,555%. ‘51 Spe. 


Custom (8) 2-dr., $1,215. '53 Main (8) $1,300. '53 Bel Air conv., $1,200°, $1,- — ; 5%? i oe 7 

oon ~~. ; Auction, -_ — Ranch weeen. erbes, Crest (8) Victoria, 195°; a-dr., ae (Ps). $990. ‘52 BL Muee°, GuTin. ban ee =. c Guana sa. ¢ ny dr., $350*. 
‘ednesday, ces are for sale 0 ay *. -dr., ; Deluxe 2-dr., , $530; pecia 850*, $1,775. |_Ambass' -dr., $1,- i Se a 

11.) ” rar. $198. 02 Cantu (a) adr S16S°s 4-dr., $540, $515. 51 SL Special 2-dr.,| 585%, $1,275. '53 Ambassador 4-dr., CHEVROLET—’55 One-fifty sedan, $1,600, 


; e; ~ , "68 Bel Air conv., $995*, $975*, $795; 
(Prices slightly higher over last week | Custom (6)-4-dr., $535*; Main (8) 2-dr.,| $535, $525; SL, Deluxe 4-dr., $520. '50| $1,005". "G2 Ameamuader Sode., $400 (61| staan go70s; One-fifty 2-dr.. $800; Two. 


and bidding more active, Sold 79 cars $540; Main (6) 2-dr., $540. '51 Custom) FL Deluxe 2-dr., $340, $330, $295. ten 2-dr., $675. ’52 SL Deluxe ; 
out of 141 offerings.) (8) Victoria, $550°; 2-dr., $390. ‘50 Cus-| SL. Special 2-dr., $260; SL Deluxe 2-dr., cunendonest es’ a Hotday, $2,995°| $620%. ‘61 SL Deluxe Bel Air, $600": 
BUICK—’55 Super Riviera 2-dr., $2,665°| tom (8) 2-dr., $290, $105. $260, $195, $190. (ps); (88) Holiday, $2,915° (ps); 4-dr.,| station waon, $605; 2-dr., $475, $4g5e’ 


(ps); Special Riviera 2-dr., $2,475. '54 | HUDSON—’50 Pacemaker 4-dr., $130. CHRYSLER—’53 NY Newport, $1,325°; $2,625° (ps), $2,500. '54 (88) Super 4- $425*. ’50 SL Deluxe conv., $475* ; Bei 
RM 4-dr., $2,090° (ps); Century 4-dr., | wERCURY—'53 4-dr., $1,110°, ‘51 club| 4-4T-», $1,190° (ps); Windsor 4-dr., $1) Gr $2,160* (ps), $1,960%, $1,920%, $1,-| Air, $475, $320. "49 sedan, $305, $225, 
$1,940°; Special 2-dr., $1,900, $1,660, coupe, $450. '49 club coupe, $100. 030. ’°52 Windsor 4-dr., $850° (ps). 51 815*, '53 (88) 4-dr., $1,385*, $1,150. °51 CHRYSLER— 50 club coupe, $400%, 
$1,550. '53 Super 4-dr., $1,170°. '52 Spe- NASH —’'53 Statesman 4-dr., $955°, °52 Imperial 4-dr., $590. 50 Royal 4-dr., (98) Holiday» $850*, $725*. '50 (98) 4- | DODGE—’51 2-dr., $275. °48 club coupe, 
cial Riviera 2-dr., $885; 4-dr., $825°,| super 4-dr., $640°. '51 Statesman 2-dr.,| $335; Windsor 4-dr., $225. ‘49 Windsor/ gr s3g5*. "49 (76) 4-dr., §200°. $200. / — 
$755°; Super 4-dr., $805°. °51 Super $115, '50 Super 4-dr., $165°, club coupe, $165. PACKARD—’55 Clipper 4-dr., $2,460°. '51 FORD— 55 Fairlane (8) Victoria, $2,225¢ 
Riviera 4-dr., $715*; 2-dr., $655°, $500°, | on DSMOBILE — '52 (88) Super 2-dr., | DeSOTO—’55 Fire Dome (8) coupe, §2,- Clipper 4-dr., $395°, $365°. (ps). 54 Main (8) Ranch Wagon, $1,- 
$440°. 50 Special 4-dr., $395°, $360; | go20*; 4-dr., $860°. 51 (88) Super 4-dr.,| 335°. '54 Fire Dome (8) 4-dr., $1,500° | PLYMOUTH—'55 Plaza (6) 4-dr., $1,500.| 550%; Custom (8) ee $1,220, $1,150, 
Super Riviera 4-dr., $330, $275; 2-dr.,| g¢625*' *50 (98) Holiday, $310; (88)| (ps). ’53 Fire Dome (8) 4-dr., $1,030*.| ‘53 Cranbrook conv., $970, $890*; Cam-| $975. '53 Crest (8) Victoria, $1,160. '52 
$300. Super 4-dr., $165°. *50 carryall, $480. ‘49 Custom 4-dr., bridge club coupe, $600, $455. '52 Cran-| Main (8) 2-dr., $615%*, $615, $600. 51 
CHEVROLET—'55 Two-ten (6) 4-dr., $1,- | PLYMOUTH—'54 Plaza sedan, $1,200, '53| $165. brook Belvedere, $660; Cambridge 4-dr.,| Custom (8) club coupe. $600%. '50 %. 
645. '53 Bel Air club coupe, $1,125; 2-dr., Cambridge club coupe, $585. °52 Concord | DODGE—’55 ‘%-ton pickup, $1,150. ‘53 $245. °50 Special Deluxe club coupe, $375 von thos $ ; “— (8) 2-dr., 
$975; Two-ten 2-dr., $645. '52 SL Deluxe Suburban, $620. Coronet 4-dr., $960, $785*; Meadowbrook $315, $310, $115. °49 Special Deluxe 2- ; Station wagon, $250. 


+ 4- ’ , as . a . . ? HUDSON—’53 Jet 4-dr. $600. 
club coupe, $600; 4-dr., $575, $485. '51' PONTIAC—’53 Chieftain (8) 4-dr., $1, 2-dr., $635°, $600°. °52 Coronet club| dr., $130, $120. ____ | MERCURY—'51 club coupe, $395*. 


NASH — '52 Ambassador sedan, $600*: 
Statesman sedan, $575. 

OLDSMOBILE—’53 (88) sedan, $1,355*. 
"62 (98) club coupe, $1,040*. ’51 (88) 
2-dr., $475. °50 (88) 2-dr., $345*. "49 
(98) conv., $310*. 

PACKARD—’53 sedan, $850. ‘52 sedan, 


$670. 
PLYMOUTH—’53 Cranbrook club coupe, 
$665; sedan, $370. °50 sedan, $310. 
PONTIAC—’54 Chieftain (8) Catalina, $1,- 
805*. '51 Silver Streak (8) sedan, $595. 
"60 Silver Streak (8) conv., $275*. '49 
Silver Streak (8) 2-dr., $310; sedan, 
$230*. °47 Torpedo (8) sedan, $185. 
STUDEBAKER—’50 Champion club coupe, 
| $115. ’48 Commander conv., $135. 


CHICAGO 


| (Arena Auto Auction. Sale every Tues- 


| day. Prices are for sale of May 10.) 
(Sold 261 cars out of 406 entered.) 


| BUICK—’55 RM conv., $3,020* (ps); Spe- 

| cial Riviera, $2,670* (ps), $2,580*; Cen- 

| tury Riviera, $2,665* (ps). '54 RM Rivi- 
era 2-dr., $2,210* (ps); Super Riviera 

| 2-dr., $2,160* (ps), $2,120* (ps), $2,100*; 

| Special Deluxe (6) 4-dr., $2,095* (ps), 

| $1,820*, $1,795; Special Deluxe Riviera 

| 2-dr., $2,020*, $1,990; Century Deluxe 

| Riviera 2-dr., $1,970*; Super Riviera 
4-dr., $1,835* (ps). 

CADILLAC—’55 (62) conv., $4,700* (ps) ; 
coupe deVille, $4,640* (ps), $4,600*. "54 

| (62) conv., $3,970* (ps), $3,760* (ps) ; 

| coupe, $3,650* (ps) ; coupe deVille, $3,- 

660* (ps); 4-dr. sedan, $3,190* (ps). 

| CHEVROLET—’55 Two-ten (6) 4-dr., $1,- 
645. °54 Corvette, $1,905; Bel Air conv., 
$1,445*; 4-dr. sedan, $1,355*, $1,225*; 
Two-ten 4-dr., $1,100. ’53 Bel Air sport 
coupe, $1,255, $1,230*; 4-dr. sedan, $1,- 
150*; Two-ten 4-dr., $820, $800; 2-dr.. 
$810, $785; (150) Special 2-dr., $710, 
$690. °52 Bel Air, $910. '51 SL Deluxe 
station wagon, $665; 4-dr. sedan, $500*. 

CHRYSLER—’54 New Yorker Newport, 
$1990* (ps). °53 Windsor Deluxe New- 
port, $1,345*; Imperial 4-dr., $1,235* (ps). 
*61 Windsor 4-dr., $535*. 

DeSOTO—’54 Fire Dome Sportsman, $1,- 

| 805* (ps). °53 Fire Dome Sportsman. 

| $1,245* (ps) ; Power Master 4-dr., $885* 
| ip); ’51 Carryall, $695*; Custom 4-dr., 
425%. 

DODGE—'53 Coronet (6) 4-dr., $800%; 2- 
dr., $920*; Meadowbrook Special 4-dr., 
$635* ; 2-dr., $755*. ; 

FORD—’55 Thunderbird, $3,015* ; Fairlane 
(8) conv., $2,260%, $2,215%, $2,200*; 2- 
dr., $1,940*. ’54 Crestline (8) Victoria, 
$1,600* ; Customline (8) 4-dr., $1,295*; 
2-dr., $1,295*, $1,215*. ‘53 Country 
Squire, $1,400*; Victoria, $1,275* (ps): 
Customline (8) conv., $1,235* ; 4-dr.. $890. 
$745; Mainline (8) 4-dr., $745. 

HUDSON—’54 Jet 2-dr., $775*. °53 Hornet 
4-dr., $925*. °52 Hornet 4-dr., $635*. ? 

KAISER — ’54 Special 4-dr., $1,350*. '53 
Carolina 4-dr., $920*. ’52 Deluxe 4-dr., 
2 at $550*. 

LINCOLN—’54 Capri coupe, $2,755* (ps). 

In Chi it takes 2 siege (ena ceeraiee 

680 ps). ’ smopolitan ‘* 

See 
n I t t $1,045* (ps). ’51 Sport sedan, $590*. 
cago, i a es MERCURY—’54 Monterey conv., $1,945°: 
coupe, $1,900%; 4-dr., $1,740. '53 Mon- 
terey conv., $1,775* (ps); Custom sport 

coupe, $1,515* (ps), $1,300* (ps). ‘5! 


to ca rry th e loa d saan’ oe * nasbier country club, $830, 


$750. ‘52 Rambler 4-dr., 2 at $595. ‘5! 
Rambler station wagon 4-dr., $425*. 3 
OLDSMOBILE—’55 (98) Holiday, 4-dr., ¢ 



































No single daily newspaper reaches * one Siting” di, 931055. 
even half your Chicago-area pros- le we eee, oe ae 

Deluxe 4-dr., $2,345* (ps), $2,310 (p8), 
pects. It takes Two. For greatest eae ce ae s2.080" pa), "08 
unduplicated coverage, one must i Aly ll 48, Col. 3) 
be the... 
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OPPORTUNITY 
UNLIMITED 
A Studebaker 


case history 


oe oe oe ee oe oe oe oe ee ead 





MERICA’s great southern states have 
been surging with spectacular 
business activity since the end of 
World War II. It’s a new order of 
things that’s made to order for the 
talents of aggressive and progressive 
young southerners such as Stude- 
baker Dealer Willie W. Simmons. 

The enterprising Mr. Simmons 
arrived at man’s estate just seven years 
ago. He is now only 28. And fortu- 
nately for him, the retailing of auto- 
mobiles is the career he elected to 
follow. 

Memberofa family long established 
in the Columbia, Mississippi area, 
automobile salesman Simmons got off 
to a brilliant beginning in the organ- 
izations of two local car dealers while 
still only a few years out of his ’teens. 

Then the steady growth of oppor- 
tunity in and around Columbia in- 
duced him to open up a used car 
operation of his own. In this he was 
able to build a good personal finan- 
cial position as well as solid recogni- 
tion for fair dealing and integrity. 

Last January, with strong recom- 
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~ Hail, Columbia, 


Mississipp1... 


where they ve got 
a stem-winder of a new 
Studebaker Deater 


in 28-year-old 


WILLIE W. 
SIMMONS 


mendations from local banking off- 
cials and other business people to 


‘ back him up, Mr. Simmons obtained 


the Columbia dealership for Stude- 

baker cars and trucks. An ambition 

realized if ever there was one! 
Studebaker, you see, has long been 





Simmons Motor Co., Columbia, Mississippi 


an honored name throughout the 
section of Mississippi that the new 
Simmons Motor Co. serves. 

Both to old timers—and to mem- 
bers of Columbia’s younger genera- 
tions—Studebaker stands as a syno- 
nym for truly fine transportation and 
solid value. And Dealer Willie W. 
Simmons is now giving Studebaker’s 
reputation bright new luster. 


o retail automobile salesmen and sales 
Fagan successful service depart- 
ment managers—the alert, fast-moving 
Studebaker organization is offering unusu- 
ally fine opportunities to acquire good 
dealerships. 

Don’t let the lack of large cash capital de- 
ter you from inquiring, if you are seriously 
interested in going places with Studebaker 
at the head of your own retail establishment. 

A Studebaker dealership is a truly fine 
business opportunity right now—particu- 
larly for younger automobile men who are 
seemingly road-blocked in their present 
positions. 

if you have a proved record of successful 
retail car or truck selling—and real adminis- 
trative ability in your make-up—write im- 
mediately, in confidence, to William A. 
Keller, General Sales Manager, Studebaker 
Division, Studebaker-Packard Corporation, 
South Bend 27, Indiana. 


STUDEBAKER 


STUDEBAKER DIVISION OF STUDEBAKER-PACKARD CORPORATION... ONE OF THE 4 MAJOR FULL-LINE PRODUCERS OF CARS AND TRUCKS 
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Gabriel Co., Cleveland, hag re-|in the automotive and electronic 


ported a net loss for the first quar- | fields. 


ter of 1955 of $127,391 as compared 
with a net profit of $63,348 for the 
same period of 1954. 

John H. Briggs, president, attrib- 
uted this to a sales decline caused 
by the loss of a major automotive 
equipment account on the ’55-model 
cars. He said the account had been 
regained but would not reflect on 
earnings until the end of the year. 


Pittsburgh Glass 
Sales, Net Rise 


Sales by Pittsburgh Plate Glass 
during the first quarter of 1955 
were $139,733,132, as compared with 
$98,126,720 for the first quarter of 
1954, according to Harry B. Hig- 
gins, president. 

Net earnings for the first quar- 
ter of 1955 amounted to $16,026,948. 
For the comparable quarter of 1954, 
net earnings were $7,179,978. 

* * * 


GMAC, Motors Insurance 
Report Profit Declines 


General Motors Acceptance 
Corp. reports net income for the 
first three months of 1955 was 
$8,120,248, compared with $9,994,- 
971 in the first three months of 
1954. 

Consolidated results include 
earnings of Motors Insurance 
Corp., a wholly-owned subsidiary, 
which were $994,753 in the first 
three months of 1955, compared 
with $1,691,989 during the first 
three months of 1954. 


Minnesota Mining & Mfg. 

Minnesota Mining & Mfg. Co.: 
first quarter 1955 vs. 1954; net 
profit $7,452,170 and $5,259,281; sales 
$63,382,846 and $54,088,789. 


Ainsworth Shows Profit 
Of $192,907 in Quarter 


A $192,907 net profit for the first 
quarter of 1955 is reported by Ains- 
worth Mfg. Co., Detroit auto parts 
supplier. The company sustained a 
$181,372 loss in the comparable 
quarter of last year. 

President James F. McDonnell jr. 
said the uplift in auto production 
this year boosted Ainsworth sales 
for the first quarter to $8,341,842, 
compared with $3,191,873 in the 
1954 period. All directors and offi- 
cers were reelected at the annual 
meeting. 

e « ae 
Tung-Sol Sales Set Record; 
$756,714 Net Reported 


Tung-Sol Electric, Inc., Newark, 
N. J., has reported a consolidated 
net sales of $11,892,273 for the 13 
weeks ending Apr. 2, 1955. The 
firm said it was the highest quar- 
ter in the history of the company. 

Net earnings were $756,714, an 
increase over the $50,304 reported 
for the first 13 weeks of 1954. Har- 
vey W. Harper, board chairman, 
attributed the increased sales vol- 
ume to the high level of business 


* * * 


Inland Steel Records 


Best First Quarter 


Inland Steel reported for the 
|first three months of 1955 record 
first-quarter sales and earnings. 

Net income for the quarter was 
$10,432,755, compared with $9,463,- 
250 in the same period of 1954, the 
previous best first-quarter earnings. 

Sales of $148,812,711 represented 
an 8 percent increase over the pre- 
vious first-quarter record of $137,- 
590,737 set a year earlier. 





2 * * 


Sherman Products 


Sherman Products, Inc., sales for 
its fiscal year ending Feb. 28 
reached $4,314,230 for an alltime 
record, according to William A. Ro- 
main, president. He said net earn- 
ings were $215,881 which set a seven 
year record for the nine-year-old 
Royal Oak (Mich.) firm. 


* > * 
Brake Shoe Improves 
Over Last ’54 Quarter 


American Brake Shoe sales for 
the first quarter of 1955 totalled 
$30,577,579, compared to $26,574,936 
in the last quarter of 1954 and $33,- 
310,322 in the first quarter of the 
previous year. 

Net earnings also surpassed 
1954’s final quarter, while falling 
below the year-ago period. The 
three totals were $1,276,566 (1955); 
$1,055,538 (fourth quarter of 54), 
ey $1,740,450 (first quarter of 
54). 

Further improvement in second- 
quarter earnings was predicted by 
President Kempton Dunn. 

* * + 


Westinghouse Orders Climb 
As Sales, Net Wane 


Sales and net income of Westing- 
house Electric were lower than a 
year ago in the first quarter of 
1955, but new orders booked in- 
creased substantially, President 
Gwilyn A. Price reports. 

Sales billed in the first quarter 
were $367,705,000, compared with 
$406,537,000 in the first quarter of 
1954. Net income for the 1955 quar- 
ter was $12,782,000, compared with 
$26,286,000 in the first quarter of 
1954, when earnings were the sec- 
ond highest in the company’s his- 
tory. 

- a * 


Fram Reports Highest Sales 


Record in Its History 


Fram Corp. chalked up the high- 
est sales record in the company’s 
20-year history in 1954. Consoli- 
dated sales reached $23,552,026, an 
increase of more than $307,000 over 
1953. 

The annual report of Steven B. 
Wilson, board chairman, and T. H. 
Belling, president, listed a net in- 
come after taxes of $929,569. The 
1953 profit was $877,247. 

= * 2 


Climax Molybdenum 
Climax Molybdenum Co., New 
York, earned $15,605,599 in 1954, 
after all charges and taxes, com- 
pared with $9,717,000 in 1953. 





$2,830.56; 
conv., $3,224.59. Roadmaster——4-dr. sed., 
$3,349.36; hardtop cpe., aan conv., 
$3,551.56 ( standard 


i 


OCADILLA' 62—4-dr sed., $3,- 
976.70; ol. cpe., $3,881.77; hardtop cpe. 
$4,305.01; comv., $4,448.31. Series 60 Spe- 
elal—4-dr. sed., $4,728.32. Series 75—8- 
pass. sed., $6,186.78; lim., $6,402.17. El- 
dorado — Conv., $6,285.96. (Hydra-Matic 
standard.) 

OHEVROLET — (Prices are for 6 - cyl. 


models; for V-8, add $90.)—One-Fifty—4- 
dr, sed., $1,728; 2-dr. sed., $1,685; jm 
sed., a 2-dr stat. wag., $2,030. Two- 


$4,110.25. 
Yorker Deluxe and 300, optional at $189 
on Windsor Deluxe.) 
DeSOTO—Firedome—4-dr. sed., $2,497.- 
75; special hardtop cpe., $2,540.75; Sports- 
man hardtop cpe., $2,653.75; conv., $2,- 
823.75; 4-dr., stat. wag., $3,170.25. Fire- 
Flite — 4-dr. sed., $2,726.75; Sportsman 
hardtop ope., $2,938.75; conv., $3,150.75. 
(PowerFlite optional at $189.) 
DODGE—Coronet 6—4-dr. sed., $2,092.75; 
2-dr. sed., $2,013; 2-dr. 2-seat stat. wag., 
$2,348.75; 4-dr. 2-seat stat. wag.. $2.462.75: 
4-dr. 3-seat stat. wag., $2,565. Coronet 
—4-dr. sed., $2,196; 2-dr. sed., $2,124; 
hardtop cpe., $2,281; 2-dr. 2-seat stat. 
wag., $2,452; 4-dr. 2-seat stat. wag., $2,- 
566; 4-dr. 3-seat stat. wag., $2,668.25. 
Royal V-8 — 4-dr. sed., $2,310; hardtop 
cpe., $2,395; 4-dr. 2-seat stat. wag., $2,- 
658.75: 4-dr. 3-seat stat. wag., $2,760.75. 
Custom Royal V-8—4-dr. sed., $2,472.50; 


Truck registrations by states 
ate released here weekly, as 


compiled by R. L. Polk repre- 
sentatives in state capitals. 





: | 287.32; 4-dr. 3-seat Country Squire, 


; | conv., $4,071. 50. 
MERC 


Current Prices on New Cars 


Lancer 4-dr. sed, $2,515.50; hardtop cpe., 
$2,542.50; conv., $2,748. (PowerFlite op- 
tional at $178.30.) 

FORD—(Prices are for 6-cyl. models; 
of V-8, add $99.98) — Mainline — 4-dr 
, $1,753.24; 2-dr. sed., $1,707.02; bus. 

7. Customline — 4-dr. sed., 
$1,800.55. Fairiane— 
, $1,959.77; 2-dr. sed., $15 913.57; 
Victoria t hardtop, $2,094.76; Crown V! ictoria 
cl, cpe., $2,202.04; Crown Victoria glass- 
top, $2,271.53; conv. $2,224.09. Station 
Wagons—2-dr. 2-seat Ranch Wagon, §2,- 
043.07; 2-dr. 2-seat Custom Ranch Wagon, 
$2,108.64; 4-dr. 2-seat Country Sedan, $2,- 
156.14; 4-dr. 3-seat Country Sedan, i. 
391.59. Thunderbird — Hardtop, $2,944; 
conv., $3,019.30; combination hardtop-conv., 
$3,234.30. (Fordematic optional at $178.20 
—— models, $215 on Thunder- 

) 

HUDSON — Super Wasp 6 — 4-dr. sed., 

$2,290. Custom Wasp 6 — 4-dr. sed., $2,- 


+ |460; 2-dr. hardtop, $2,570. Super Hornet 6 


—4-dr. sed., $2,565. Custom Hornet a 
sed., $2,760; 2-dr. hardtop, $2,880. Super 
Hornet V-8 —4- dr. sed., $2,825. Oustom 
Hornet V-8—4-dr sed., $3,015; 2-dr. hard- 


at $178.85, Ultramatic on V-Ss at $199.) 
IMPERIAL—Custom—4-dr. sed., $4,483.- 

25; hardtop cpe., $4,719.75. pass. 

sed., $6,972.50; lim., $7,094.75. (Power- 


KAISER—Manhattan—4-dr. sed., $2,670. 
Darrin 161—Conv., $3,668. (Hydra-Matic 
optional at $178.20 on Manhattan; not 
available on Darrin 161, which carries 
overdrive as standard equipment.) 
LINCOLN — Custom—4-dr. sed., $3,563; 
hardtop cpe., $3,666. Capri Speciai Custom 
—4-dr. sed.. $3,752; hardtop cpe., $3,910; 
(Turbo-Drive standard. ) 
URY — Custom — 4-dr. sed., $2,- 
276.50; 2-dr. sed., $2,217.50; sport cpe., 
$2,341; stat. wag., $2,685.50. Monterey — 
4-dr. sed., $2,400; hardtop cpe., $2,464.50; 


; | Flite standard.) 


+ | stat. wag., $2,843.50. Montelair—4-dr. sed., 


$2,685; hardtop cpe., $2,631; Sun Valley 
glasstop, $2,711.50; conv., $2,712. (Mere- 
O-Matic optional $189.45.) 

METROPOLITAN — Hardtop, $1,445; 
conv., $1,469 (both prices at coastal ports 
ot sentry. ) 

NASH—Statesman Super 6—4-dr. sed., 
$2,215. Statesman Custom 6—4-dr. sed., 
$2,385; 2-dr. hardtop, $2,495. Ambassador 
Super 6—$2,480. Ambassador Custom 6— 
4-dr. sed., $2,675; 2-dr. hardtop, $2,795. 
Ambassador Super V-8—4-dr. sed., 
Ambassador Custom V-8—4-dr. sed., $2,- 
965; 2-dr. hardtop, $3,095. Nash-Healey— 


V-8 | 2-dr. hardtop, $5,128.05 at coastal 


ports. 
oe -Matic optional on sixes at $178.85, 
Ultramatic on V-8s at $199; automatic 
transmission not available on Nash-Healey, 
which is equipped with overdrive.) 
OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,362.09; 2-dr. sed., $2,206.62; hardtop 
cpe., $2,474; 4-dr. hardtop, $2,546. Super 
88—4-dr. sed., $2,502.71; 2-dr. sed., $2,- 








. | President State — 4-dr. sed , $2,380.50; 


















436.25; hardtop cpe., $2,714.55: 4-dr, harg 
top, $2, 788; conv., $2,893.59 ‘Series 4 
ar. , $2,832. 82; hardtop cre., $3,068.75. 
4-dr., “nardtop, $3,140; cOry,, 776.84 
(Hydra-Matic optional at $17% 35 
PACKARD — Clipper Baexs—4 aa sed. 
$2,585.53. Clipper Super — 4.:r ae 
685.53; 2-cr. hardtop, $2,775.53, Clipper 
Custom—4-dr. sed., $2,925.52 _ 2dr, hard 
ton. $3,075.53. Packard — 4- ned., $4.. 
040.32; 2-dr., hardtop, $4,/ 0.32; conv. 
$5, 932.32. (Uitramatie stan: rd on Pack. 
ard series, $199 extra on other models, ) 


PLYMOUTH—Pliaza 6 — 4-<r, sed., $1,. 
780.50; 2-dr. sed., $1,737.50; bus, epe., $1.. 
638.50; 2-dr. 2-seat stat. war $2.07 076.50: 
4-dr. 2-seat stat. wag., $2,158.25, mane 
—4-dr. sed., $1,884; 2-dr. se, $1,84 
dr, 2-seat stat. wag., $2,180: 4-dr. Ra 
stat. — -» $2,261.75. Savoy 6—4-dr, sed., 


$1,879.50; 2-dr. sed., $1,836.59. Sa 
—4-dr. sed., $1,983; 2-dr. sed., "54 
Belvedere 6 — 4-dr. sed., $1,978.50; 2-dr. 


sed., $1,935.50; hardtop cpe., $2, 113; 4-dr. 
2-seat stat. wag., $2,321.75. Belvedere v-8 
—4-dr. sed., $2,082; 2-dr. sed., $2,039; 
hardtop cpe., a's 50; conv. $2, 351; 4-dr. 
2-seat stat. $2, 425. (PowerFite op- 
tional at $178.30, 30. } 

PONTIAC — Chieftain 860 — 4-dr. seq, 
$2,163.62; 2-dr. sed., $2,105.45; 2-ar stat 


wag., $2,434; 4-dr. a wag., 
870 —4-dr. $2,267. 51; te 
sed., $2,209.32; Catalina, $2,334.99: 4-dr, 


stat. wag., $2,603. Star Chiet Deluxe — 
4-dr. sed., ‘$2,362; conv., $2,691. Star Ohier 
Custom—4-dr. sed., $2,455; Catalina, §2,. 
499; Safari 2-dr. stat. re — (Hy- 
dra-Matic optional at $178.35. 

ge gg ag ee "i $1,695; 
ig = $1,585. Super—4-dr. 


top, $1,995; 4-dr. stat. 
dra-Matic optional at $178. 85.) 
STUDEBAKER—Champijon ome —4- 
dr. sed., $1,783.24; 2-dr. sed., $1,741.02. 
pion Deluxe—4-dr. sed., $1,885.16; 2- 
dr. ged., $1,840.55; 5-rass. cpe., $1,874.50; 
stat. wag, $2,140.64. Champion Regal 
— 4-dr. sed., $1,993.27; 5-pass. cpe., $1,- 
974.50; hardtop cpe., $2, 128.76: 76; stat. 
$2,311. '59. Commander Custom —4-dr. sed,, 
$1,918.72; 2-dr. sed., $1,873. Commander 
Deluxe—4-dr. sed., 32, 013.63; 2-dr. sed., 
$1,969.03; 5-pass. cpe., $1, 989; stat. wag., 
$2,274.12. Regal — 4-dr. sed., 


$2,127.25; 5-pass. cpe., $2,094; hardtop 
cpe., $2,282.24; stat. waz., $2,445.07 
President Deluxe —4-dr sed., $2,310.50. 


5- 
pass. cpe., $2,269.50; hardtop cpe., §$2,- 
455.50; Speedster hardtop cpe. with over- 
drive, $3,371.04; Speedster hardtop cpe. 
with Automatic Drive, . (Aute- 
matic Drive optional at $216 on Champion, 
and at $226.50 on Commander and Presi- 
dent.) 

WILLYS—Custom—2-dr. sed., $1,663.11; 
4-dr. sed., $1,725. Bermuda—Hardatop, $1,- 
795. Station Wakcon — 2-wheel-drive, $1,- 
997.32. (Hydra-Matic optional at $178.55.) 


New Commercial Car Registrations, 


10 States for April, 1955-1954. 











Delaware ‘55 " 24 
Tov "54 | HT 10 a | | i 
District of Columbia 55 | 57 9) «62 ‘ x i ‘ ; | 168 
tlh i 54) re ee 82| 12} 15] i ] 5s} 5 9] 19 
Illinois 55 | 900 / 242) 1051) —S «SS 498 26 7 50 34 7 39) 3131 
wine "54 1286} 40 240} 1052 263} 467 4 55 39 42 14| 3507 
Maine ‘55 1 | 145 | 45 156 16 59 | 12 8 30 5} 45 
Pa? 54 (14 1 33 138 48] 30 6 5 15 i] 424 
Montana ‘55 | | | $i 160 39 7 ! | 21 3 40 g 523 
"54 4 212 85 88 14 . 25 4| 767 
Nevada ~ 55) ; | 13} 48)——isa20 16) i 13 32 1 79 
- 54) | a 12] a 18 10 | | 5 4% 
North Carolina 55] | a 4| 100; «667 102 140 27 4| 35 28 19 3} 1782 
: 54] _ 634] 2} 85 546) 113 98 20} 2 22; I 10 2} 1550 
North Dakota ‘55 | | 123) | ZI 149 35 is | | 4 : 2 | 467 
"54 | 150 | 38) «173|— 44 89| 2 5 2 | 503 
West Virginia S| 281 3 64 | 246 33 4 | 8 5 | 48 1} 760 
"54 231 I 46 239 57 51 1 6 24 1 “ 
Wyoming ~ *55] 84 i 15 % 17) 34 4 1 27 
— ‘eal | 8! 15 a. 33 35 2| | | 22 2| in 
~ Ten States Reported ] 1} 2475 40 430} 1086 7 15 148 94 305 60 
To Date for April a 3035] | eal 3 2090 707} 910 4 3] 117 80| ‘154 33} 8286 
—K ~*55| ~—«-273| +=+53347 806) 16292) 66059 13108) 25052) 1957 536| 276! * 6193) 1514] 190963 
To Date "54 300| 69712 723| 15806} 65732} 17774] 20122] 1323 640} 2652} 3019} 3263] 1340) 202406 





‘The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published 
R. L. Polk & Co. cannot assume any HMability by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 








New Passenger Car Registrations, Seven States for April, 1955-1954 


resentatives in state capitals. 





AM. MOTORS 
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"Fhe information con’ has been a ommplied ean eméict — Ss Seas reason- received and tabula at the time = San is published. R. L. Polk & Co. cannot assume any Hability 
able precaution has been exercised to insure accuracy of this report to the extent of the registrations by reason of or omissions.’""—R. L. Polk & Co. 
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Highways & Safety... 


Senate Group Weighs 
3 Federal Road Bills 


HREE Federal aid bills have 
a aeen introduced in Congress, 
Grand Rapids, Mich., as support 
grows among lawmakers for a mul- 
jmillion - dollar national highway 

gram, John N. Robertson told 
the 27th annual meeting of the 
ichigan Road Builders Assn. here. 

Robertson, District of Columbia 
highway director, is president of 
the American Road Builders Assn. 

The ARBA head said that 
Michigan, which under present 
law stands to get $30 million this 
year in Federal funds, would re- 
quire an estimated $6.7 billion to 
bring all its roads and streets up 
to desired standards. Of this, $1.3 
billion would be needed to mod- 
ernize the state’s 985 miles on 
the interstate system, alone. 

Robertson acknowledged the pri- 
mary Federal interest in the na- 
tion’s 40,000-mile network of inter- 
tate highways, but observed that 
there is a growing interest in pro- 
posals which would provide a 
broader distribution of Federal 
funds to all categories of Federal- 
aid roads. 

The three bills cited by Robert- 
son are those on which the Senate 
subcommittee on roads is now hold- 
ing hearings. He estimated what 
Federal funds Michigan might re- 
ceive if any of the following meas- 
ures became law: 

* * * 

l A BILL by Senator Albert 

* Gore, Tennessee Democrat, sub- 
committee chairman, setting up a 
five-year program approximately 
doubling the present Federal - aid 
program. It would give Michigan 
$55.3 million to be matched by the 
State’s $46.5 million. 

2. A bill by Senator Edward 
Martin, Pennsylvania Republican, 
to devote funds largely to inter- 
state highways and would give 
Michigan $144.6 million annually 
for 10 years, to be matched by 
the state with $23.2 million. 

3.A bill offered by Senator 
Francis Case, South Dakota Re- 
publican, would provide Michigan 
with $81.3 million annually for 10 
years, and the state would be re- 


N.H. Users Praise 
Vehicle Bureau; 
Hit ‘Control’ Bill 


The New Hampshire Highway 
Users Conference, headed by E. B. 
Morse, Manchester automobile 
dealer, has commended Motor Ve- 
hicle Commissioner Frederick N. 
Clarke and his department for “the 
outstanding job they are doing in 
administration and the whole field 
of highway safety.” 


At a meeting in Manchester, the 
conference also adopted a resolu- 
tion opposing House Bill 267, now 
before the New Hampshire Legisla- 
ture, which would set up a three- 
man “Board of Control” with power 
to overrule the motor vehicle com- 
missioner on the suspension, revo- 
cation and reinstatement of opera- 
tors’ licenses. 

The highway users’ group de- 
scribed the legislation as “unneces- 
sary” and said it would result in 
needless extravagance,” with each 
member of the proposed commis- 





sion receiving a salary of $9,000 a| 


year, 
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bacton Machinery Co. 
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quired to match this with $32.1 
million. 


Schools Study Roads 


A highway research project is 
being undertaken jointly by the 
University of Toronto and Queen’s 
University, Kingston, Ont., in coop- 
eration with the Ontario Depart- 
ment of Highways. The study will 
include soils, materials, location, 
design, traffic control, safety, eco- 


nomics and finance. 
* * 


Medic Discounts 


Lap Safety Belt 


A medical educator has termed 
the lap safety belt of “minor im- 


ference on Medical Aspects of 
Traffic Accidents, Dr. G. W. Lucus, 
of the University of Toronto, also 
defended the blood-content tests 
as court evidence of intoxication. 

I. M. Rabinowitch, of McGill Uni- 
versity, said this method could lead 
to a “grave miscarriage of justice.” 
He said intoxication depended upon 
the amount of alcohol in the brain, 
not in the blood. 

* ” * 


Georgia Governor Pledges 


Interstate Turnpike Aid 


Gov. Marvin Griffin has declared 
that Georgia will not be bypassed 
by any Midwest-to-Miami turnpike 
that might be built. 

He said the state will take what- 
ever steps are necessary to com- 
plete the superhighway system 
from Tennessee to Florida. US-41 
is being widened into a four-lane 


| Toute through the state. 


Canadian Cars Increase 


Faster Than Highways 


Although surfaced highways in 
Canada rose from 27.1 percent of 


portance” but commented that he/|all highways to 36.9 percent in the 


would “go along with a shoulder 


five years ended in March, 1954, the 


harness” as an auto safety device. | increase in the number of cars was 
Speaking at the Montreal con-| even greater. As a result, there are’ weight in determining suspension 
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METAL PRODUCTS, INC. 
General Offices: 

590 Monroe Avenue 

Aurora, Illinois 

Factories: 

Aurora, Illinois 

York, Pennsylvania 


Your LYON 
Automotive 
Distributor 


is thoroughly qualified to lay 
out and install a complete 
parts department for you. 
Why not talk to him? You'll 
find he can save you space, 


time and money. 
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now 18 vehicles per surfaced mile, 
compared to 13.5 vehicles per sur- 
faced mile in 1948. 

The Canadian Government re- 
ports that this road improvement 
cost almost $1.7 billion. There are 
now 190,997 miles of surfaced high- 
way in Canada, compared to 150,- 
493 in 1948. Paved and bituminous- 
surfaced roads increased from 20,- 
651 to 30,731 miles in the same 
period. 


Wisconsin Weighs 
Demerit Plan for 
Grading Drivers 


A demerit system for auto driv- 
ers is being worked out by the 
motor vehicle department of Wis- 
consin. It would give the com- 
missioner power to cancel] driving 
privileges of habitual offenders. 


The proposal has been explained 
to a committee of the legislature. 
John H. Thompson, of the depart- 
ment’s driver licensing section, said 
many other states are moving to- 
ward such a program. 


In the “demerit” system, serious 
|offenses would be given more 


YON STANDARD PRODUCTS 


~ ait . 
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than minor infractions, Thompson 
said 


* s a 
Road Financing Data 
Summarized in Booklet 


Data on highway problems 
brought out at the recent two-day 
National Conference on Highway 
Financing, sponsored by the U. S. 
Chamber of Commerce, are sum- 
marized in a new Chamber publi- 
cation, “Better Roads for Our 
Growing Nation.” 

The booklet also includes 25 
pages of information on street and 
highway construction, taxes, vehi- 
cle totals, highway expenditures 
and toll roads. Copies of the pub- 
lication are available at $1 each 
from the Chamber’s transportation 
and communication department, 
Washington. 


* + 
9,078 Lose Licenses 


In Texas During °55 


The Texas Department of Public 
Safety has compiled a list of 9,078 
drivers who have had their licenses 
cancelled or suspended this year. 

Of these, 6,765 were caused by 
drunk driving and 1,206 as habit- 
ual law violators. The total at this 
time last year was 8,340 drivers, 
an increase of 738. 


FOR AUTOMOBILE DEALERS 


® What’s your particular bulky parts storage problem? 
These Lyon racks provide the exact answer because P 
they are completely adjustable and can be adapted to 
any requirement. No matter how long or bulky, parts 
can be stored neatly, by group or part number se- 
quence. Faster location. Closer inventory control. 
Easier ordering. 


Write for Lyon Steel Equipment catalog and name 
of your nearest Lyon Automotive Distributor. 
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By Martin L. Whitmyer 
Staff Writer 
Advertising is a creative force 
that has generated new jobs, new 
ideas, expanded our economy and 
helped us attain the highest stand- 
ard of living in the world, accord- 
ing to Fred W. Adams, director of 


advertising and merchandising at | 


Nash. 

Speaking at the annual Bosses’ 
Night of the Madison (Wis.) Ad- 
vertising Club, Adams said that 
“in the truest sense advertising 
is the very essence of democracy. 


“It pre-conditions the prospect, | 


acquaints him in some measure 
with your product and its features, 
creates a desire or interest, and 
helps bring Mr. Prospect to your 
salesroom, or opens the door of his 
home or Office to you.” 


Adams said that advertisers long | 


ago recognized their greatest sin- 
gle hurdle was dishonest advertis- 
ing. He said: 


Affecting Factories and Dealers .. . 


Auto Advertising 


| 
| 


medicine remedy that cured ev- 
erything from chest colds to ach- 
ing corns or the advertising of a 
get-rich-promotion, if the ad is 
misleading, deceptive or down- 
right lying, the advertiser who 
does not live up to his promises 
| hurts each individual advertise- 


| ment and advertising in general. 
| “In its best style advertising can 
build character and sterling qual- 
|ity into a great name.” 

Advertising is a great power, he 
said, adding: 

“It needs to be handled care- 
fully, truthfully, sometimes even 
prayerfully. It is one of the most 
potent of all the forces that—for 
better or for worse—can influ- 
ence and change human life.” 

Most of the American public 





“Whether it was the old patent |information.” The public also be- 


likes advertising, Adams said. 
“They want it and depend on it for 





lieves that advertising has a social 


conscience, he said. 
* - 


New Chrysler Promotion 

Newspapers have been chosen 
by Chrysler division to spearhead 
a Hundred - Million- Dollar Ride 
Demonstration Program in May 
and June, according to Burton 
R. Durkee, director of advertis- 
ing and merchandising. 

The plan to have a million 
Americans drive 1955 Chryslers 
during the two months is being 
supported primarily by a multi- 
million-dollar advertising cam- 
paign in 3,700 U. 8. newspapers, 
Durkee said. Television and radio 
advertising will provide addi- 
tional support. 


* * 


New ABC Radio Study 


“What Happened to Network 
Radio?” a 67-page study, has been 
released by the American Broad- 
casting Co. 

The study compares ABC's 
various network plans with spot 
radio and summarizes the story 
of network radio. 


Copies of the study may be ob- 


tained by writing American Broad- 
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Do-It 


Instant appeal for both men and women! 
Easiest SPRAYTAINER application! 
Tremendous opportunity for VOLUME Sales! 
Sprays on in 5 minutes, wipes off in 10! 
Contains exclusive and secret new GLASITE! 
Absolutely no hard rubbing required! 


Glass-hard, super-brillian 


Corrals Award— 
Bill Gardner, owner of Gardner Buick, 


| Radio Advertising Bureau's annual "Radio 
| Gets Results” contest for his advertising 
}on radio station WEMP, Milwaukee. The 
Buick dealer was the top advertiser in the 
automotive classification. 


New York 17, N. Y. 
* * 


Dodge Ads Cited 


Dodge advertising received three 
first place awards at the annual 


* 


Directors Club. 
First place recognition went to 








The First and Only 


-Yourself 





t finish! 


Increases in luster with each washing! 






| Milwaukee, ropes in a first-place award in | 


casting Co. 7 W. Sixty-sixth St., | 


jawards dinner of the Detroit Art| 


LIQUID GLAZE, INC., DEPT. N 
704 Sheridan Street, Lansing, Michigan 
PLEASE SEND THE FOLLOWING: (Delivery Prepaid) 

“DOLLARS & SENSE’ BOOKLET FREE 
How to make big profits, plus fifty customer Handout Folders. 
SUPER LIQUID GLAZE (12 Spraytainers) $19.80 
List Price $2.75 each 
SUPER LIQUID CLEANER (12 plastic bottles) $9.00 


List Price $1.25 each 


Companion cleaner in plastic bottle! 
Sold only through new-car dealers! 


FIRM NAME___ 

ADDRESS _ 

city 
openacc't 1) 


SIGNATURE. 





poco 





STATE 


CHECK atTacHeo C) 


Linciseiadibaendinpenaneecmenccteaniattll 


Super Liquid Glaze, Super Liquid Cleaner and Super 
Liquid Glaze Paste Cleaner are available in shop 
sizes for professional application. 


District Managers Wanted. 
Good Territories Available. Write Today. 


a 
Dodge advertising in de. zn of com. 
plete unit for national sagazines. 
design of complete uni . for cata. 
logs, and color photogrz 4y in Cat. 
alogs. 
* * * 
New Nash Promotio: 
Nash has sent to i‘: dealers 
new Day-Glo windo~ posters 
which feature the A::bassador 


V-8 engine. The display neasures 
38 by 48 inches. 
. 


| Purolator Appoints +! opkins 





| Appointment of Howard J. Hop. 
| kins as merchandising manager for 
| Purolator Products, Inc, Rahway 
|N. J., has been announce: by James 
D. Abeles, company president. Hop- 
kins, in his new position, wil] gy- 
pervise all of Purolator’s advertis- 
ing, public relations, and sales pro- 
motion activities. He joined Puro- 
lator in 1925. 

John W. Puth, formerly with 
United Advertising Corp., Newark, 
N. J., has been appointed to the 
newly created post of assistant 
merchandising manager. 

+ * + 


C of C Policy on Advertising 


New policy designed to protect 
advertising from unfair Govern- 
ment controls has been adopted 
by the U. 8. Chamber of Com- 
| merce. 
| The policy states “There should 
| be no governmental prohibition 
| of advertising of products or 
services for purposes for which 
they may be lawfully used, and 
there should be no discrimina- 
tion between different types of 
media in any set of rules or reg- 
ulations governing advertising.” 

The first statement, the cham- 
ber said, is aimed at attempts to 
limit or prevent sales of a prod- 
uct by attacking its advertising, 
while the second is concerned 
with proposals to tax or other- 
wise restrict certain advertising 
media but not others. 

In another policy declaration, 
the chamber recommended that 
“advertising continue to be em- 
| ployed as an instrument of serv- 
| tice to all people to increase pub- 
| lic understanding and coopera- 
| tion in social, civic and economic 
| affairs.” 


‘Public Knows DeSoto 


For the second successive time, 
DeSoto’s Groucho Marx television 
Program has won top place 
| among all national programs in 
| the Trendex sponsor identifica- 
| tion report, issued three times 
yearly. 

Viewers of each program are 
asked if they can recall the spon- 
sor of that program. More view- 
ers of the Groucho Marx show 
were able to correctly name the 
| sponsor than was the case with 
| any other program. 

The latest Trendex index lists 
| 103 TV shows. Sponsor identifica- 
tion on DeSoto’s “You Bet your 
Life” was 91.6. 

* 








* x 


| Columbus (Ga.) Papers Cited 


| The Columbus (Ga.) Ledger has 
|been named as the winner of the 
|1955 Pulitzer award for public 
| service in journalism. 

| The previous week the Columbus 
| Enquirer was awarded the Na- 
| tional Headliners Club’s Headliner 
|medal for outstanding public serv- 
‘ice. Both awards were made for 
'the papers work in exposing the 
|civil disturbances in Phenix City, 
| Ala. 








| Groucho Sends Them— 


Groucho Marx and James lL. Wichett, 
DeSoto advertising manager, are «i! smiles 
as they announce that DeSoto wll spot 
sor Marx’ television and radic shows 
“You Bet Your Life,” for the seventh com 





secutive year. The shows have ran 
among the top five since they started and 
have an audience estimated at over ! 
million. 
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Four-Door Hardtop! | 
...Four-Star Hit! 
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OLDSMOBILE’S HOLIDAY SEDAN... 
the only 4-door hardtop offered in every 
price range ...is making hardtop history 
across the nation! 


Hits are a habit with Oldsmobile! From coast to coast, in 

dealer showrooms everywhere, Oldsmobile’s sensational new 
Holiday Sedan is getting a rousing, rocketing reception! Dealers 
love it! The public loves it! It’s destined to score the biggest 


hit since Oldsmobile first pioneered the popular, pace-setting 


‘Holiday Coupé! Yes, here’s a real sales-winning combination .. . 
g 


Holiday glamor with sedan spaciousness! What’s more, only 
Oldsmobile offers this revolutionary new body model in every 
power-packed “‘Rocket 8” price range! No doubt about it —here’s 
proof positive that the newest ideas come from Oldsmobile! It’s 


another big reason why, now as always, “It’s smart to be with Olds!’’ 


OLDSMOBILE 


GENERAL MOTORS CORPORATION © LANSING, MICHIGAN 
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irate, 
Dodge Names Tru: Deal 
Podratz & Timm Gare.e, Brown. 






Willys Deal Opens 


Rodesta Motors, Inc. (Willys),|opened in New Orleans. Charles 
Quartararo 


owned by John Rodesta, has is general manager. ton, Minn., has been 


Auto Markets 


warded a 


Dodge truck franchise. wnerg of 
the firm are Herb Podraiz and El. 
mer Timm. 








© Cannot Be Seen 
® Treated Material Resists 
Oil, Grease, Water and Fuel 
© Eliminates Unsightly 
Large Buick and Cadi _ 
Slightly Higher 


PROTECT YOUR SHOWROOM FLOOR WITH D & M UNDER CAR COVERS 
> N 










AVAILABLE 
FOR NEW 
MODELS 


For Standard Models 
F. O. B. Detroit, C. O. D. 
When —e Give Make 
of Car 


D & M TRUCK TOP co. 


12186 Petoskey, Detroit 4, 


Michigan 
Manvtacturers of Stake and Pick-Up Tops 


E: WEbster 3-1613 


Quantity 
PROD, . GIION 


GREY IRON®GASTINGS 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUGTION FOUNDRIES 


ESTABLISHED 1866 


aT ED he 


FOUNDRY DIVISION 


MAIN OFFICE AND MANUFACTURING PLANTS 
CHATTANOOGA®2, TENNESSEE 
y 





Automobile Dealers, New and Used, Attention Please! 


BOATS ARE MOBILE, TOO! 






jufactures a 


kets, Why not write today? 


OWENS YACHT co. INC. 


1800 STANSBURY 
BALTIMORE 


22, MARYLAND 


Owens man complete line of nationally- 
famous cruisers, 18’ thru 35’, from $1,390. 
Direct Dealer Franchises available in some mar- 


On land or on the water— 


boats go everywhere, are 
seen and bought every- 
where. And it might just as 
well be on your lot or show- 
room floor! 


Today’s small power boats, 
sleeping 2 to 4, are truly 
mobile. Put them on a trail- 
er... hitch them to a car 

a launch or haul them 
out by yourself! 


And what’s best, they’ll add 
a prestige and profit line to 
your business — requiring a 
minimum of capital and 
time. 


| cen SC A RON A SA ANE LIL RIGOR EN Se RELA SISA a SE ORE REE PLE 





Pacific, Mo. 


New-car demand is slacking off 
although business is still in good 
shape and lots of cars are being 
sold. 

This town is within shopping dis- 
tance of St. Louis and shoppers 
have two or three prices before 
they call making it difficult for lo- 
cal dealers to deal with them. This 
results in concentration of local 
customers. 

Used-car inventories are normal 
and demand is fairly average, con- 
sidering that the spring rush is 
tapering into the summer figures. 
Repossessions are no problem, but 
open-account credit is mounting.— 
(L. H. Houck.) 


* * * 


New Orleans 


New-car registrations in New 
Orleans for April totaled 2,326, 
compared with 2,678 in March and 
1,635 for the corresponding month 
of last year. 

Truck sales for April amounted 
to 257, or 12 less than the previous 
month and 28 more than the same 
month of last year. 

New-car registrations by make 
were: Ford, 751; Chevrolet, 543; 
Pontiac, 190; Oldsmobile, 1381; 
Plymouth, 176; Buick, 168; Mer- 
cury, 105; Dodge, 53; Studebaker, 
49; Cadillac, 36; Chrysler, 22; De- 
Soto, 21; Packard, 7; Hudson, 7; 
Volkswagen, 5; Lincoln, 4; Eng- 
lish Ford, 2; Triumph, 2; Nash, 
1, and Willys, 1. 

New-truck registrations by make 
were: Ford, 104; Chevrolet, 98; 
International, 26; GMC, 11; White, 
5; Dodge, 5; Studebaker, 5, and 
Diamond T, 1—(Gordon Hebert.) 


* * * 


Syracuse 


New-car sales in Onondaga Coun- 
ty (Syracuse), N. Y., for the first 
three months of this year totaled 
3,016, running a little ahead of the 
corresponding period of 1954, ac- 
cording to a report by the Syra- 
cuse Automobile Dealers Assn. 

The total for the first three 
months of 1954 was 3,009. In 1950, 
the record sales year, there were 
3,087 sales in the corresponding 
period. It was reported that April 
Sales ran ahead of last year.— 
(George E. Toles.) 


+ * * 


Pittsburgh 


New-car registrations in the 
Pittsburgh area decreased sharply 
in the week ended May 7, accord- 
ing to the Bureau of Business Re- 
search of the University of Pitts- 
burgh. 

After allowance for the usual 
seasonal changes, the bureau’s in- 
dex of general business activity fell 
to 194.6 percent of the 1935-39 aver- 
age from the 200.0 percent estab- 
lished in the previous week. 

Steel-mill operations edged up to 
99.5 percent of practical capacity, 
highest since early 1953. 

a 2 * 


Dallas 


Dallas new-car registrations to- 
taled 4,672 in April, a decline of 7 
percent from March, when the 


== | total was 5,010. 


Truck registrations, on the other 
hand, went up 39 percent, from 541 
in March to 750 in April. Nearly all 
of the truck increase was accounted 
for by Chevrolet and International. 

Car registrations by make in 
April were: Ford, 1,299; Chevro- 
let, 1,227; Buick, 435; Pontiac, 
367; Oldsmobile, 365; Mercury, 

262; Plymouth, 261; Cadillac, 91; 

Dodge, 81; Chrysler, 58; Pack- 

ard, 46; DeSoto, 45; Nash, 42; 

Studebaker, 34; Hudson, 26; Lin- 

coln, 20; Willys, 4; Morris, 3; 

Volkswagen, 3; Ferrari, 1; Jag- 

uar, 1, and MG, 1. 

Truck registrations were: Chev- 
rolet, 255; Ford, 233; International, 
137; GMC, 48; White, 39; Dodge, 
15; Mack, 13; Studebaker, 4; Dia- 
mond ™ 2 Kenworth, 2, and Wil- 
lys, 2.—(Ruby Fenoglio.) 

. ” 


Canada 


Dealers in Newfoundland and 
Prince Edward Island increased 
their sales of new cars 40.7 percent 
and 33.7 percent respectively dur- 


ing March, compared with the 
same month of last year. 

Dealers in all other provinces 
recorded losses, as follows: New 
Brunswick, down 10.2 percent; 
Ontario, down 11.9 percent; Nova 
Scotia, down 13.8 percent; British 
Columbia, down 13.9 percent; Al- 
berta, down 21.2 percent, and 
Manitoba, down 37.5 percent. 

Sales of new commercial vehi- 
cles continued to decline sharply 
and there were heavy losses in 
March in all provinces. 

In only one province, Ontario, 
was there an increase in the 
amount involved in the financing 
of new-car sales.—(M. L. Schwartz.) 

* * + 


Birmingham, Ala. 

Registrations of new cars in Bir- 
mingham for April totaled 2,155, 
compared with 2,887 in March, a 
decline of 25 percent. 

April registrations by make 
were: Ford, 697; Chevrolet, 478; 
Buick, 208; Plymouth, 187; Pontiac, 
135; Oldsmobile, 130; Mercury, 86; 
Dodge, 58; Cadillac, 41; Chrysler, 
35; DeSoto, 27; Nash, 25; Stude- 
baker, 17; Packard, 16; Hudson, 5; 
Volkswagen, 4; Lincoln, 2; Willys, 
1, and miscellaneous, 2.— (Stuart 
Riddle.) 


* x 


Rochester, N. Y. 


Registration of new cars in 
Rochester, N. Y., for the first quar- 
ter of 1955 has increased 22 per- 
cent over the first three months of 
last year, according to the Cham- 
ber of Commerce Business Bulle- 
tin. 

“The new passenger-car sales 
index,” says the bulletin, “was 
higher for the third consecutive 
month as sales of new cars in 
March exceeded even the previ- 
ous high point of mid-1950.” 

New passenger-car registrations 

in March totaled 2,994, against 1,- 
994 for February. The month’s total 
was 25 percent over the figure for 
March, 1954.—(Bill Hackman.) 


Letterbox 


(Continued from Page 12) 


cations, production and registra- 
tions. 

Your new engineering section 
and the timely technical stories 
show unusual insight into the type 
of data in which we in the indus- 
try are specifically interested. — 
Rocer E. Bremer, vice-president, 
product planning and programing, 
Studebaker-Packard Corp. 


Fabulous 


The 1955 Automotive News Al- 
manac... is, as usual, a fabulous 
publication. The statistics and gen- 
eral information contained in it 
represents a tremendous amount of 
careful, painstaking work. 

The first two tables in the col- 
umn on accident statistics for 1954, 
on Page 101, struck me rather 
forcibly. Those interested in acci- 
dent reduction could well feel proud 
of the results accomplished in 1954 
over 1953. 

A reduction of approximately 10 
percent of death and injury acci- 
dents is a real accomplishment. 
This is particularly true in view 
of not only the increase in the 
number of cars on the road, but 
the increasing mileage the cars are 
being driven. 

A “keep-up-the-good-work” cam- 
paign might be a helpful change 
from the “scare” themes that have 
been the basis of most accident re- 
duction publicity.—W. S. James, 
vice-president in charge of engi- 
neering and research, Fram Corp., 
Providence. 


A Must 


Congratulations on the great is- 
sue of the Automotive News 1955 
Almanac. 


This is a must for us—and I per- 
sonally have enjoyed all of this ma- 
terial for many, many years—in 
fact, I believe since 1925. — Par 
O’Dga, president, James M. “Pat” 
O’Dea, Inc. (Studebaker), Detroit. 
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take advantage of one 
the special new plan able 
now being offered .. 
exclusively by United 7 
States Rubber Com- - 
pany and its Distrib- _ 
utors. Find out how it oa 
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tells you when : 
For fewer repair bills and : 

longer engine life, you need ‘ew and improved 
a Hobbs Hour Meter. a 6 contr 
Regular care is the way to engineering an 
full return on investment. 


RECORDS ENGINE TIME ACCURATELY 


An electric timing instrument the! shows 
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Revolution Counter. Tells When 
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HE official release on the NADA 
se credit conference sounded 
a bit pious: Credit is healthy ex- 
cept for wild terms more advertised 


than real. ; 
Contrast that with the statement 


of a dealer fighting on the sales 
front: 

“[’m dropping my old financing 
source. Too conservative. Reaches 
only half of today’s customers. 

“What I need is a finance com- 
pany with a good collection system. 
It can take the riskier deals and 
then keep hounding the risks to get 
its dough.” 

That’s a practical view, designed 
for day-to-day dealing in a frantic 
market. And who can blame a deal- 
er for taking the practical view; 
for doing what is necessary to keep 
up with the dizzy sales pace? 

But when dealers sit down and | 
try to add up all the risky deals, 
they get the shudders. 

* 


* * 


The Other Approach 
 eagengey K. GODINA, man- 

ager of Richardson Motor) 
(Dodge- Plymouth), Fort Scott, | 
Kans., takes a different view. He} 
recently ran an ad headlined: “Be- 
ware of Crazy Credit Terms.” 

His copy went like this: 

“Folks, there are only two ways 
to buy an automobile. | 

“The first and best way is to 
pay cash. This saves you all fi- 
nance and handling charges. | 
“The second best way is to pay | 
down as much as you can, at least | 
one third or more, and make your | 
monthly payments as large as pos- 
sible so that your note is paid in| 
a short time. This, too, saves you 
finance and handling charges. 
“All other methods, such as no} 
downpayment, $1.25 a week, etc.,| 
are unsound credit and cost you | 
hundreds of dollars in financing | 
and handling charges and drag 


Hen Worth $187 in Deal; 
No Value Put on Wife 


BILOXI, Miss.—In a full-page 
local newspaper ad, Pringle Bros. 
Motors, Inc. (Ford), advertised 
@ special sale of 1955 “demon- 
strators and executives cars” at 
$500 savings. 

The firm offered to “trade for 
anything that walks, runs, pushes, 
crawls, slides or rolls—horses, | 
mules, cows, chickens, dogs, | 
goats, cats, wheelbarrows and | 
wives.” Pringle offered up to $132 
for a wheelbarrow, $187 for a hen, 
and $227 for a pair of puppies, 
but didn’t risk putting a value 
on anybody’s wife. 





Results! 


USE THE WANT AD 
DEPARTMENT OF 


Automoatiue 
News 


TO BUY OR SELL 





Merchandising 


Miemos to Dealers 














Antonio rises up with a sardonic 
retort: 

“So people are buying terms, 
and you want to sell ’em cars. 


| What a dope.” 


This dealer offers a sure-fire 
method for telling whether an ad 
has been written by the factory 
boys in their mahogany mausole- 


/ums or by a dealer in the hectic 


market place. 
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a customer, but if his wife is along, 
they aren’t the only considerations. 
She usually is a smart buyer 
and will want to know what she 

is getting for the price. 
You can sucker me on terms, but 
not my bride. 
* * * 


Quality Counts 


Aa these lines, Greenlease- 
O’Neill (Oldsmobile) in Kansas 


By Bob Finlay 


your monthly payments to three 
and more years. 
“Automobiles purchased under 






| 


The factory ads, 
harping on gasoline consumption 
| records, high horsepower, two-color | 
|body jobs or some fancy gadget 
that has gone into the construc- 
| tion of its particular car. 


he says, are 


City is using newspaper ads to 
announce a new building for pre- 
paring and inspecting new cars be- 
fore delivery to customers. 

The ad says: 

“Unlike many volume car deal- 





crazy-credit plans depreciate fast- 
er than you can build an equity 
by the long drawn-out payments. 

“We have been in business in 
Fort Scott for 33 years and have 
sold hundreds and hundreds of au- 
tomobiles, many of them on time 


payments, and our experience is| 


that crazy credit just doesn’t work 
out. Just remember that you can’t 
get something for nothing .. .” 

* * + 


What They’re Buying 
GAIN we have the old and sound 
advice: “Sell the car and not 
the terms.” 
And a realistic dealer from San 


first 
choice 





Bendix* Folo-Thru Starter Drive ¢ Bendix * Automotive Electric Fuel Pump er Stromberg* Carburetor 





Now, he says, take a look at the 


ads written by dealers who have 
thrown the factory ads out the win- 


dow. 

“These gentlemen,” the dealer 
says, “are advertising cars for 
$265 down with $65 a month pay- 
ments ... or nothing down to 
service men, with not too much 
said about the installments.” 


His question is this: “Which ad- 


| vertisements are going to sell the 
cars?” 


His advice to “Detroit’s high- 


| priced advertising men:” 





‘Day-veee, Davy Crockett’ — 

Jeff F. Hicks sr., Memphis Nash dealer, 
presents Mayor Frank T. Tobey with a 
telegram which states that Tennessee 
Nash dealers will commission a bust of 
Davy Crockett for the State Capitol. 


drive around the country. This is 


a price market, brother. Adjectival | 


copy will no longer sell cars.” 
* * * 
E’D like to rattle around in the 
space between the ivory tower 
and the hurly-burly of the market 
place. 
Maybe price and terms are what 





ers who cannot perform such pain- 
staking and costly services, Green- 
lease-O’Neill has become the larg- 
est Oldsmobile dealer in the Mid- 
west because of its quality - first 
policy. 

“This new pre-delivery service 
is just another of the many dis- 
tinguishing features that has 
made Greenlease-O’Neill’s reputa- 
tion for service and quality a 
legend in automobile circles.” 
We'll take quality before price, 
any day. If you find the public 
skeptical of quality claims by deal- 
ers, it could be that people have 
grown weary of “quality” that is 


“Get into your little Cadillacs and | make the final decision for many |advertised but not delivered. 


















COStS leSS. Like the more than 95,000,000 Bendix* Starter Drives 
manufactured for the industry, the new Folo-Thru Drive requires 


for modern cars, 
trucks and 


“No Kick-Out” feature combines new starting 
efficiency with proven economy 


tractors 


@ Higher compression ratios, lighter flywheels 
and other advancements in modern engines have long 
pointed up the need of a starter drive that would 
follow through the weak explosions until the engine 
actually runs on its own power. 


That's why vehicle manufacturers are turning in ever 
increasing numbers to the Bendix* Folo-Thru Drive as 
the solution to quicker and more dependable starting 
even under most adverse conditions. 


This preference for the Bendix Folo-Thru Drive on 
modern vehicles is a most logical one, for Bendix 
Drives have always been the industry's choice as the 
most economical and efficient starting equipment. 


*REG. U.S. PAT. OFF. 


ECLIPSE MACHINE DIVISION of 


“Condi” 


AVIATION CORPORATION 


ELMIRA, NEW YORK 
Export Sales: Bendix International Division, 205 East 42nd St, New York 17, N. ¥. 





no actuating linkage ond the solenoid may be placed in any 
convenient position. Result is lower installation costs and no adjust- 
ments. Complete detailed information is available on request. 


& 





46 
Ranks as Major Indust 


AUTOMOTIVE NEWS, MAY 23, 1955 


Supplier... 





Mass. Products Feed Auto Lines 


By Charles G. Sampas 
Staff Correspondent 
LOWELL, Mass. — A survey by 
Associated Industries of Massachu- 
setts has revealed that the Bay 
State has become a foremost sup- 








Baragin 


Less than 60¢ per month buys 
this big bar — the N.A.D.A. 
Official Used Car Guide, com- 
plete with up-to-date used car 
information. Savings on quan- 
tity orders. 


Factual . Compact - Localized 
© Based upon actual sales 
a. submitted every 10 


7 by auto dealers every- 
ere 


© Printed in compact, pocket- 


size form 
© Published every 30 days in 
ditions 


six regional e 
PER YEAR 


{quantity prices 
on request) 


NATIONAL AUTOMOBILE DEALERS 
USED CAR GUIDE Co. 


DH Street, N.W a 


Subscribe for all your % 
only 


key employees 





ashington 6, D.C 


CAR SALESMAN’S LOG 





1 Encourages more customer contacts... 
i goes with your salesmen— wherever 
they lay the ground work for sales. Ex- 

i ceptionally Low Cost! Full year's supply 


I per salesman __ Only $6.60 ! 


For FREE Sales Managers 
Guide, clip this ad and... 





SPECIAL NOTICE 
TO SUBSCRIBERS 


When you notify Automotive 
News as to a change of ad- 
dress — please send both old 
and new addresses. 


This will enable us to give 
you better service on your sub- 
scription. 





plier of hundreds of items for the 
automotive industry. 

Massachusetts has been in the 
“auto game” for over 50 years. 
The first successfully operable au- 
tomobile wag built in Springfield. 
Before metal automobile bodies 
came in vogue, Amesbury was 
one of the nation’s leading pro- 
ducers of auto bodies. 

In Worcester, they point out the 
fact that Henry Ford purchased 
in 1894 a lathe from Reed Prentice 
Corp. to make parts for the first 
Ford car nine years before estab- 
lishing the Ford Motor Co. 

The Ford assembly plant in 
Somerville broke all its records by 
turning out 91,975 passenger cars 
and trucks—its greatest output 
since it was built in 1926. 

In Framingham, the General Mo- 
tors assembly plant is now turning 
them out at 500 a day, requiring 
overtime work. 

The variety of Massachusetts 
products used by the automotive 
industry is exemplified by these 
firms: 

Bailey Co., Amesbury, precision 
rolled metal parts, channels, deco- 
rative moldings and _ functional 
shapes; Tyre Rubber Co., Andover, 
division bars for ventilating auto- 
mobile windows, rubber cushioning 
parts, rubber snubbers for absorb- 
ing recoil; L. S. Starrett Co., Athol, 
precision tools; Charles G. Allen 
Co., drilling and tapping machines; 
Reid Bros, Co., Inc.,- precision sur- 
face grinders; John L. Ray Oil Co., 
lubricating oils; Davidson Rubber 
Co., Boston, rubber parts; Cole- 
Hersee Co., Boston, switch connec- 
tors, fuse and terminal boards, ig- 
nition equipment. 

Boston Insulated Wire & Cable 
Co., ignition cable, lighting cable, 
battery cable; National Lead Co. 
of. Mass., Boston, filling alloys for 
automobile assembly plants; A. S. 
Campbell Co., Inc., guards, wire 
wheel caps, bumper grilles; Boston 
Mill Remnants Co., Boston, polish- 
ing, straining, filtering cloths; Wil- 
bur & Williams Co., specialty paints 
and enamels. 

Hamilton-Wade Co., Brockton, 
automobile welt, gimps and bind- 
ings; Hermon Hosmer Scott, Inc., 
noise, sound and vibration instru- 
ments; Synthon, Inc., Cambridge, 
flocked textile trunk linings; 
Dewey & Almy Chemical Co., 
Cambridge, battery separators, 
flowed-in gasketing material; 
United-Carr Fastener Corp., fas- 
tening devices. 

Peerless Mfg. Corp., Cambridge, 
license plate frames; Eastern Etch- 
ing & Mfg. Co., Chicopee, serial 
number plates; Lavalee & Ide, Inc., 
Chicopee, ground flute reamers; 
Nickel-Cadmium Battery Corp., al- 
kaline type batteries; Roland Teiner 
Co., Everett, metal spinning and 
spun metal parts; Independent 
Lock Co., Fitchburg, car locks; 
Fitchburg Engineering Corp., Fitch- 
burg, machine tools, automatic in- 
dexing and transfer machines; 
Simons Saw & Steel Co., Fitchburg, 
saws, knives, files, die steel. 

Dennison Mfg. Co., Framingham, 
identification tags and tickets; The 
DuMont Corp., Greenfield, keyway 
broaches and sets; Greenfield Tap 
& Die Corp., Greenfield; Propack, 
Inc., Hingham, protective packag- 
ing products; The Marvellum Co., 
Holyoke, panel board and rust pre- 
ventive papers. 

American Electric Cable Co., 
Holyoke, ignition wires and bat- 
tery cables; Ty-Car Mfg. Co., Hol- 
liston, precision stampings; Hill 
Bros. Co., Hudson, safety work 
shoes; Lapointe Machine Tool Co., 
broaching machines and broaches; 
Bolta Products, Lawrence, plastic 
upholstery parts; Standard Tool 
Co., Leominster, molds for plastic 
moldings; Coated Products Corp., 
Lowell, rubberizers and coaters. 


Massachusetts Mohair Plush Co., 
Lowell, automobile fabrics and floor 
coverings; General Electric Co., 
Lynn, roughness scales, thickness 
gages; Thompson Electric Welder 
Co., Lynn, welding machines; Law- 
son Machine & Tool Co., fluorescent 
lighting fixtures; Globe-Union, Inc., 
Medford, auto batteries. 

Scully Signal Co., Melrose, 
whistling signals for gasoline 
tanks; The Felters Co., Millbury, 
pressed wool felt items; A. J. 
Knott Tool & Mfg. Corp., Mil- 
ford, metal stampings; A. D. Ellis 


Mills, Inc., upholstery fabrics; 
Washington Mills Abrasive Co., 
North Grafton, abrasive grains 
and flours; Acushnet Process Co., 
New Bedford, molded rubber 
parts; Continental Screw Co., New 
Bedford, fasteners; Revere Cop- 
per & Brass, Inc., New Bedford. 


A. C. Lawrence Leather Co., Pea- 
body, sheepskin shearings for pol- 
ishing; High Vacuum Metals, Inc., 
Revere, chromflex fabrics and 
parts; Codman Co., Rockland, buff- 
ing and polishing wheels; Surrette 
Storage Battery Co., Salem, storage 
batteries; Carpenter Mfg. Co., 
Somerville, automotive lights; H. 
K. Porter, Inc., Somerville, hydrau- 
lic tools and equipment; American 
Optical Co., Southbridge, plastic- 
molding facilities. 

Turner & Cook, Inc., Southfield, 
rawhide belt pins and mallets; 
Maynard H. Moore, Jr., Inc., Stone- 
ham, leather trimmings; General 
Electric Co., Taunton, electrical 
parts; L. F. Fales Machine Co., 
Walpole, die presses, clicking ma- 
chines. 

The Bettinger Corp., Waltham, 
ceramic coatings for exhaust sys- 
tems; Perrine Battery Corp., Wal- 
tham, storage batteries; Hood Rub- 
ber Co., Watertown, storage bat- 
tery containers; Ark-les Switch 
Corp., ignition switches; Bay State 
Abrasive Products Co., Westfield; 
J. H. Winn’s Sons, Winchester, dial 
hands and pointers for instruments; 


Houdry Muffler 
Fails to Get 
Foundation OK 


LOS ANGELES.—Three months 
of road testing of the Houdry cata- 
lytic converter have convinced 
scientists of the Air Pollution 
Foundation that the muffler is not 
yet ready for public adoption as a 
potential smog eliminator. 

In announcing the completion of 
tests of the device, the foundation 
reported that the converter proved 
capable of removing more than 80 
percent of an auto’s hydrocarbon 
emissions when first attached, but 
that it appears to wear out too 
soon to warrant foundation en- 
dorsement. 


Dr. W. L. Faith, foundation chief 
engineer, said the devices showed 
a high efficiency at the start of the 
runs, but that the efficiency tended 
to decrease in varying degrees after 
2,000 miles. 


The scientist attributed the de- 
crease in efficiency to mechanical 
design problems and loss of activ- 
ity of the catalyst. Because some 
design changes were found neces- 
sary, he said, no attempt was made 
to rejuvenate the catalyst after its 
activity declined. 





Hastings (Neb.) Deal Sold 


G. W. Bailes and W. H. Hunts- 
barger, of Hutchinson, Kans., have 
purchased the McClellan-Rose 
(Ford) dealership at Hastings, 
Neb. The firm now is known as 
Huntsbarger-Bailes, Inc. Both are 


Norton C. Worcester, abrasives, ce- 
ments, refractories, grinding ma- 
chines; Leland-Gifford Co., Worces- 
ter, drilling machines; Reed- 
Prentice Corp., Worcester, lathes, 
vertical millers, die casting ma- 
chines. ‘ 

Also in Worcester—The Vel- 
lumoid Co., gaskets; White & 
Bagley Co., lubricating oils; Wy- 
man-Gordon Co., forgings; Arter 
Grinding Machine Co.; Allied 
Metal Products Co., screw ma- 
chine products; Heald Machine 
Co., grinding and boring ma- 
chines; G. F. Wright Steel & Wire 
Co., wire cloth; Worcester Pressed 
Steel Co, ‘filter cases, housings, — 





os 
metal stampings; St. Pi: -re Chain 

Co., tire chains; Bald-:in-Duck. 
worth, chains, sproc!ts, eoy. 
plings; Persons - Maje: -ic Mfg. 
Co. auto equipment «id screw 
machine products; O. ~. Walker 
Co., magnetic chucks; Culver. 
Stearns Mfg. Co., electri: al equip. 
ment. 

Spartan Saw Works, Springfield, 
cutting tools; Monsanto Chemicaj 
Co., Springfield, vinyl film ang 
sheetings, Ultron plastics: Ameri. 
can Bosch, Springfield, clectricg) 
equipment; Premoid Cor». Spring- 
field, plastic leather; Van Norman 
Co., Springfield, machine tools anq 


service ice equipment. — 





Scrappage of Cars Sets 
Record at 3,500,000 


(Continued from Page 1) 


special fuels, from three to eight 
cents. 

The average state motor fuel 
tax for all states in 1954 was 5.19 
cents per gallon as compared 
with 5.10 — ae a During 


Vehicle Scrappage 


Passenger Trucks & 
Cars 


Buses Total 
1928. 2,297,000 375,000 2,672,000 
1929....... 2,734,000 309,000 3,043,000 
1930...... . 2,546,000 356,000 2,902,000 
ee 2,592,000 409,000 3,001,000 
| 1,759,000 233,000 1,992,000 
1983........ 1,032,000 213,000 1,245,000 
1984........ 1,841,000 296,000 2,137,000 
1936........ 1,897,000 317,000 2,214,000 
1936........ 2,219,000 369,000 2,588,000 
1987........ 2,178,000 398,000 2,576,000 
1938........ 1,749,000 300,000 2,049,000 
1989........ 2,227,000 420,000 2,647,000 
1940........ 1,610,000 410,000 2,020,000 
1941........ 1,943,000 284,000 2,227,000 
1942*...... 510,000 102,000 612,000 
1943*... 510,000 102,000 612,000 
1944*...... 510,000 102,000 612,000 
1945*...... 510,000 102,000 612,000 
1946........ 590,000 219,000 809,000 
1947........ 1,374,000 437,000 1,811,000 
1948........ 1,730,000 495,000 2,275,000 
1949........ 2,616,000 585,000 3,151,000 
1950........ 2,591,000 643,000 3,234,000 
BS isesss 3,141,000 641,000 3,782,000 
sai sesee 3,176,000 591,000 3,767,000 
195S........ 3,474,000 591,000 4,065,000 
1954**... 3,500,000 600,000 4,100,000 


—Data from AMA. 
*Data shown for 1942 through 1945 rep- 
resents annual average scrappage over four 
war years. 
**Preliminary. estimate. 


Chevrolet to Serve 


As Radio Sponsor 
Of 500-Mile Race 


DETROIT.—Chevrolet, picked to 
provide the pace car in the 500- 
mile Indianapolis classic, will be 
among the sponsors of a 4%-hour 
nationwide broadcast of the race 
May 30. 

The program, to begin at 10:45 
a.m. (Indianapolis time), is expected 
to be carried by some 250 radio 
stations on the Indianapolis Speed- 
way Network. 

Sid Collins, who for years has 
announced the event, will head a 
team of commentators at the track. 
Their account will include inter- 
views with prominent figures in 
the automotive and racing fields, 
as well as a running report on the 


former Dodge City (Kans.) dealers. | race. 








Fantle Gets Cadillac Franchise— 


Sam Fantle is the new Cadillac-Pontiac dealer in Sioux Falls, S$. D., replacing 
Prather Motors. Shown (from left) are Charles Chynoweth, Cadillac district manager; 
Fantle, and J. T. Onvedt, Pontiac zone manager. 


1954 New Jersey and the District 
of Columbia increased their gas 
taxes by one cent. 

Twenty-one states reported a 
million or more vehicles registered, 
15 states reported passenger car 
registrations over one million. 

* * * 
| pe resin age by states are 
shown in the following table: 


Comparison of Total Motor-Vehicle 
Registrations—1953- 1964 





5 gS 
: s i, 
2 and get 
5 Bee B82 §2 
Ala. 915,398 859,710 
Ariz. 379,704 359,199 5.7 
Ark. 545,019 528,814 31 
Calif 5,698,842 5,504,413 35 
Colo 682,325 648,641 5.2 
Conn 867,256 828,392 4.7 
Del. 139,726 133,970 43 
Fla. 1,407,697 1,300,592 82 
Ga. 1,133,528 1,081,403 48 
Id. 314,823 304,062 35 
Til. 3,087,792 2,958,824 44 
Ind. 1,682,430 1,610,751 45 
Ta. 1,143,540 1,125,551 16 
Kans 1,001,602 957,077 47 
Ky. 957,596 907,484 55 
La. 873,800 816,113 71 
Me. 306,002 296,563 3.2 
Md. 871,005 819,897 62 
Mass 1,479,889 1,421,799 41 
Mich 2,847,745 2,783,122 23 
Minn 1,306,491 1,273,122 26 
Miss 584,530 556,725 5.0 
Mo. 1,433,878 1,385,938 35 
Mont 314,329 302,302 4.0 
Neb. 636,990 631,796 08 
Nev. 115,182 106,645 8.0 
N. H. 201,967 192,228 5.1 
iN, J. 1,928,077 1,836,914 5.0 
N. M 309,517 303,096 2.1 
m= 4,392,875 4,176,495 52 
N.C. 1,304,252 1,257,004 38 
N. D 299,685 292,703 2.4 
oO. 3,300,486 3,166,741 42 
Okla. 963,423 928551 38 
Ore. 764,849 744,952 2.7 
Pa. 3,553,981 3,419,942 39 
eB 294,072 280,710 48 
S. C. 719,706 716,329 0.5 
S. D. 314,636 307,550 23 
Tenn 1,118,185 1,047,002 68 
Tex. 3,506,599 3,359,446 44 
Utah 306,646 292,521 48 
Vt. 131,287 128,636 2.1 
Va. 1,153,113 1,090,721 5.7 
Wash. 1,085,158 1,051,517 32 
W. V. 513,409 516,867 —0.7 
Wis. 1,336,771 1,302,345 26 
Wyo. 168,487 163,154 33 
Ee. C. 195,563 192,362 17 


58,589,863 56,270,691 4.1 
a 


CHROME NAME PLATES 


Precision Die-Cast 


Triple chrome plated for fastin 
beauty. Original designs. Sketc 
submitted for your approval. Quan- 
tities as low as 100 may be of- 
dered. Choice of exclusive adhesive 
backing, or standard fasteners. 


Free sample and prices on request. 


PRECISION CASTING £0 ! 
TT ee 
Phila. 45, Pa., Dept. A 
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Dealer Drive Triples 
Customer Labor 


By Ed Brown 

Staff Correspondent 
NEW YORK. — A monthly in- 
crease in customer-paid labor from 
wn average of $1,800 to $5,500 and 
, decrease in factory - warranty 


york from $2,000 to $300, has been | 


ghieved at Tri-Boro Pontiac in 
dx months. 
When Vincent Lombardi was 


hired as service director of Tri- 
Boro Pontiac six months ago, the 
reverse position of factory - war- 
anty and customer-paid labor was 
of grave concern to the owners. 


One of the first minor changes 
Lombardi wrought was to secure 
several gallons of paint free from 
his jobbers and oil company. He 
proceeded to clean up and re- 
pair his entire reception area. 
Since a customer’s first impres- 
sion is often his lasting impres- 
sion, Lombardi insists that the 
reception area be bright and 
clean. 

Secondly, at an expense of less 
than $600, he had flourescent lights 
installed. This served three pur- 
poses. It again helped brighten the 
appearance of the entire service 
garage and, in just over six months, 
saved enough electricity to have 
paid two-thirds of the installation 


cost. Also the mechanic is able to/| 


do better work. 


All lights in the service depart- | 


ment are extinguished between 
the hours of 12 and one. Customers 
then know that the men are at 
lunch, and the saving at the end 
of the year is nearly $550. 

A bargain basket was installed 
in the reception area with a dis- 
play of old accessories, marked 
down. It has worked very satis- 
factorily and is being continued. 
At the same time, current acces- 
sories are prominently displayed in 
the reception area to strike the at- 


tention of every customer who 
enters. 
Investigation showed that the 


cost per car in the new car get- 
teady department was $55 to $60. 
Further checking disclosed that 
the mechanics were unfamiliar 
with the idiosyncrasies of the auto- 


mobile they were servicing. They, | 


therefore, according to Lombardi, 
were not uncovering the minor ad- 
justments which were subsequently 
responsible for most of the new- 
car breakdowns. 

“Now that we have focused our 
mechanics’ attention on these minor 
adjustments, we have managed to 
cut our new car get-ready costs to 
$25 per car, not only saving a lot 
of money, but cutting down on our 
headaches,” Lombardi said. 


“We are striving to get our get- 
teady costs down to $20, but we 
will not do it at the sacrifice of 
workmanship. This would be penny 
Wise and pound foolish.” 


The service department also 
has been able to increase the 
number of new cars it gets ready 
by about 25 percent. 

Lombardi endeavors to have suf- 
ficient men available in the recep- 
tion area for both take in and de- 












Chosen by Rebuilders— 


New Officers of the Automotive Engine Rebuilders Assn. elected at the Cleveland 
<oavention, include, from left, Fred A. Lambert, second vice-president; L. J. Messer, 
President, and H. A. Torgis, first vice-president. 


—@® 


|livery to accommodate every cus- 
tomer who enters. 

“Even if we only have someone 
|to talk to a customer, it generally 
|keeps him from becoming too im- 
| patient with us if we have a par- 
| ticularly heavy run,” he said. 

He has convinced a few of the 
early morning arrivals in the show- 


customers. Service reception greet- 
ings have supplied several of the 
salesmen with an active list of 
prospects for new and used-car 
sales. 

In an effort to present the most 
professional appearance, Lombardi 
himself does as much of the diag- 
nosing of the automobile as pos- 
sible, with the help of good testing 
equipment. 
| This eliminates much doubt from 
| the mind of the customer, he feels, 
and represents to him, the same 
kind of professional treatment he 
|might expect from his own doctor. 
| During rush periods, there are 
| three other men to help with diag- 
nosis. 

Only essential work is under- 
taken for each customer. “Keep 
repair bills small,” is a maxim at 
Tri-Boro. In every case where the 
mechanic notices extra desirable 
work, he so notes on the repair 
order. 

This serves as a notice of the 
“existence of a cancerous condi- 
| tion, simultaneously instilling con- 
fidence in the customer” since no 
unauthorized work is undertaken. 
Lombardi also points out that it is 





room that it is to their advantage | 
to be on hand to help greet service | 


service. 

Several methods of increasing 
traffic have been used in the past 
six months, including the regular 
factory-recommended followup sys- 
tems, all of which have been ef- 
fective. But Lombardi has found 
that the best means of creating 
service traffic is through the old 
| standby, the lube book. 


In his six months as service di- 
rector, he has sold almost 300 lube 
books. This brings the motorist to 
|the service department regularly 
jand Lombardi feels it is up to 
| proper management to see that this 
|advantage is used properly. 


It is the duty of the car shifter 
to leave the latest promotional 
material in each completed auto- 
mobile, as well as cleaning out 
the front mats and front ash 
tray. 

For the motorist in a hurry, a 
Tri-Boro Pontiac self-service check 
list is available. On it the motorist 
fills in his name, address, phone, 
license plate number, car, model 
and mileage, and checks on a list 
the work he desires completed for 
that day. 

For the man who arrives at the 
service station before 7:15 a.m., 
Tri-Boro makes available an enve- 
lope called “Early Bird Service,” 
which includes the same informa- 
tion as the self-service check list. 
The customer follows the same 
procedure, encloses keys in the 
envelope and drops it into the mail 
box. 

Lombardi feels that with their 
present facilities, Tri-Boro has a 
| potential of $18,000 per month in 
| body and mechanical customer la- 
bor. He has set no particular date 
as a target for reaching the maxi- 
|mum figure, but points out that 
each month his customer labor in- 
come rises approximately $300. 








Favorable Market Seen 
By Engine Rebuilders 


By Sanford Markey 
Staff Correspondent 

CLEVELAND. Problems of 
|lubrication and finance featured 
the 33rd annual convention of the 
Automotive Engine Rebuilders 
Assn. here during a four-day meet- 
ing. The concensus of rebuilders 
looked for favorable business con- 
| ditions the rest of the year. 

At the same time, the 1,000 at- 
tending delegates elected L. J. 
| Messer, of Lincoln, Neb., as presi- 
| dent, and voted to hold next year’s 
'meeting in Los Angeles on May 7. 
Other officers elected included 





vice-president; Fred A. Lambert, 
Los Angeles, second vice-presi- 
dent, and C. W. Yount, Indian- 
apolis, reelected treasurer and 
| director. 

Outgoing president James 
Templin, of Chicago, was named 
|to the executive committee. New 
directors named were: Frank M. 
Norfleet, Memphis; Richard S. 
Love, Salt Lake City and George 
Snook, Savannah, Ga. 

Because of today’s high-speed en- 





|gines and the loads they have to) 


carry, Monday’s symposium, “Lub- 

rication of Rebuilt Engines,” 

elicited much attention. 

| Moderated by W. S. James, re- 
* * * 








H. A. Torgis, of Toronto, first | 


H. | 


search vice-president of Fram 
Corp., its panel members included 
G. A. Round, American Petroleum 
Institute; A. J. Grunder, Richfield 
Oil; Arthur M. Breneke, Perfect 
Circle; H. G. Braendel, Wilkening 
Mfg.; O. D. Treiber, Hercules Mo- 
tor, and E. F. Lindsley, Waukesha 
Motor. 

Valve problems, particularly as 
| brought on by heat deposits, were 
| argued in one of Tuesday’s dis- 
| cussion periods. Delegates also 
| discussed the subject of expand- 
ing markets and “Shop Kinks.” 
Financing was the key topic on 
| Wednesday’s closing session. Certi- 
|fied Automotive Service, Inc., 
“C-A-S,” was discussed by Marcus 
| Brown, Aetna Finance Co., and by 
George W. Yount, president of 
C.A.S., Inc. 

Robert F. Grubb, C.A.S. general 
manager, indicated to the delegates 
| that the non-profit plan, as of May 
1, is operating in 326 cities among 
35,000 dealers, and that step-up in 
promotional activities is being con- 
sidered for the coming year. 

Closing afternoon talks were 
| from Lothair Teetor, Assistant Sec- 
| retary of Commerce; Ray Stanish, 
chief engineer, replacement divi- 
| sion, Thompson Products, and Eu- 
|gene T. Neville, 
| C.ILR. Corp. 


Bowser Exhibit 
Opens in Detroit 


For Three Days 





dustrial “road show” displaying 
| will open here tomorrow (May 24) 
land continue through Thursday 
(May 26). 

According to the company, the 
show includes new products whose 
development costs exceeded $3,000,- 
000. 

The exhibit came here from the 


its way east. It will combine show- 
ings for industrialists and business 
men with specially conducted tours 
for science and technical students 
and faculty members of engineer- 
ing schools. 





vice - president, 








DETROIT.—“Bowserama,” an in- | 


| products of Bowser, Inc., Chicago, | 


West Coast and other locations on | 
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Braeger Chevrolet Wins Citation— 


For the second straight year, King Braeger Chevrolet Co., Milwaukee, has been 
awarded a certificate of distinction by the Brand Names Foundation. Shown is the 


firm's used-car center which holds more 


than 125 cars and is completely paved. 


Oscar H. Braeger is president, and Robert W. Braeger, secretary-treasurer. 


PORTERVILLE, Calif.—Support- 
ing growing two-car family con- 
cept, Jack Tighe, Tighe Chevro- 
let Co., sponsored an essay contest 
among high-school students on 
“Why There Should Be Two Cars 
in Every Family.” 

First prize was won by Lupe 
Rodriguez, a junior at Porterville 
union high school. Second place 
went to Margaret Wilson, sopho- 
more, and third to Carol] Gilbert, 
junior. Prizes were cash. 

Lupe’s winning entry follows: 

I know that most of you have 
heard or have read of many 
tragic instances that would have 
been prevented had another car 
been available. I am _ thinking 
particularly of events that occur 
when a family is stranded in a 
country or mountain home with 
no possible means of transporta- 
tion. 

Recently an article appeared in 
the paper that related the story of 
a young mother left in her moun- 
tain home alone with her two-year- 
old son while her husband worked 
in a lumber mill. It was revealed 


|that while her husband was away, 


the boy came down with an attack 
of appendicitis. Since her husband 
had the family car and since no 


Thompson Plans 
Two New Plants 


CLEVELAND.—Plans to acquire 
two manufacturing plants—one in 
Cleveland and one in Detroit—were 
announced last week by Thompson 
Products, Inc. 

Charles W. Ohly, general man- 
ager of the company’s Michigan 
division, said construction of a new 
chassis. parts plant, to cost $6 mil- 
lion would begin this year on @ 
newly acquired site in Detroit. The 
Cleveland property is being pur- 
chased for $3 million from White 
Motor Co. It will be used to relieve 
pressure for floor space at Thomp- 
son’s Tapco Plant in Euclid, O. 
























Push for 2-Car Concept 


Calif. Dealer Sponsors Essay Contest 
For High School Students 





other was available, the child died 
before proper care could be at- 
tained. 

In other words, to provide for 
emergencies is one of the impor- 
tant reasons why each family 
should own two cars. 

Out of curiosity I looked up the 
definition of “automobile” in Web- 
ster’s Dictionary. He states, “A 
vehicle propelled usually by @ 
steam, electric or gasoline motor.” 
I don’t think that he defined auto- 
mobile adequately. 


He doesn’t mention the numer- 
ous ways the auto is utilized or 
the role it plays in American life. 
He doesn’t mention how it has 
grown from a luxury to a neces- 
sity and how it has become the 
most over-worked invention since 
the electric light. He should point 
out how it saves valuable time, 
steps and energy, and a wise 
Webster would assert that too 
many complications arise when 
only one car is available. 

Most of these complications are 
commonly known, but many don’t 
arise until conflicting needs arise. 
Thus convenience is a prime factor 
in a family’s life. Two cars in the 
garage spell convenience for dad’s 
job, mom’s shopping, brother’s big 
date and sister’s socials. I’m dis- 
| appointed in Webster. 
| What about the economy of own- 
jing two cars? It really isn’t ex- 
pensive. In fact, it is more econom- 
ical when you take into considera- 
tion each car would have its own 
particular job to do, leaving 
rougher chores to the older or 
“work” car and permitting the 
newer one to be the pleasure car. 

Besides, remember that that sec- 
ond is insurance, insurance against 
helplessness during emergencies - 
and against family arguments. You 
can’t buy insurance cheaper! 


Nash Names Conry 

Conry Motor Co., Inc., Waterloo, 
Ia., has been named a Nash dealer- 
|ship. L. E. Conry is the president. 





Dealers View Gillette Premium Tire— 

Gillette Central division, U. $. Rubber Co., 
meet in Chicago, where the company introduced the first premium tire ever made by 
the Gillette division. This new nylon tubeless tire is known as the Gillette Premium. 


Distributors and sales personnel of the 






48 





THE COLLINS 


VIS-U-LIZE 


IS THE ANSWER, Mr. Dealer or Manager | 
VIS-U-LIZER is the light, compact visual control board, 
attractively mounted on office wall, which reveals 
your inventory status — 


AT A GLANCE 


THE ViS-U-LIZER MOUNTS ON WALL 


@ Invented and produced by a former Detroit auto dealer who 
knows all your problems because he worked with them. 


@ Sold all over the world for more than 20 years, it is serving 
some of the largest dealerships in the world, and average-sized 
ones equally well. 


@ Requires only a few minutes a day of secretary's or clerk's time 
to keep the inventory facts updated. 


@ Simple tab inserts in six different colors and transparent over- 
lays, mounted in light metal slides which drop effortlessly into 
position, present all necessary data ON ONE LINE! 


@ Four columns constitute a basic unit, one each for NEW CARS 
IN STOCK and NEW CARS SOLD and one each for USED 
CARS IN STOCK and USED CARS SOLD. Combinations of 
basic units for larger operations. 


@ No need to fumble through desk drawers or record files when 
you want to know how long a used car has been in stock, cost 
of reconditioning, estimated sales price, actual sales price, 
salesman or customer. No need to check piles of paper on your 
incoming new cars or those ready for sale. All information for 
each car is there before your eyes on ONE LINE OF THE 
VIS-U-LIZER. 


@In short, VIS-U-LIZER is the ANSWER TO ALL YOUR IN- 
VENTORY PROBLEMS. 


@AN INVESTMENT OF LESS THAN $100— THIS TIME- 
SAVER WILL SAVE YOU THOUSANDS OF DOLLARS. 


@ Write today for more detailed information. 


Manufactured and Distributed Exclusively by 


COLLINS SALES ENGINEERING CO. 


Dept. AN-2, 422 Murphy Building 
155 W. Congress St. 
Detroit 26, Mich. 


for seat covers that keep new-looking longer, 


SPECIFY 


high tenacity 


Wye 


beautywear seat cover fabric 


Road-tested for over 2 years by over 1,000,000 American motorists. 


® Stops Shock © Won't Fade 
© Air Conditioned Comfort © Repels Stains 


© Resists Burns 
® Prevents Scuffts 


Genuine Nycar is made only by 


ELLENBORO MILLS, INC. 


a division of Neisler Mills, Inc., Ellenboro, N. Carolina 
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Used-Car Auction Prices 


(Continued from Page 38) 


PACKARD ’53 Clipper Deluxe 2-dr., 
$935*. '51 (300) 4-dr., $550*. 

PLYMOUTH—’ 54 Belvedere conv., $1,360; 
4-dr., $1,275; Plaza 4-dr., $1,035; 2-dr., 
$945, $890, $885, $875. ‘53 Cambridge 
station wagon, $930; 4-dr., 2 at $620, 
$615, $605; 2-dr., $645; Cranbrook 2-dr., 
$775. 


PONTIAC—’55 Star Chief conv., $2,595* 
(ps). ’54 Star Chief conv., $2,040*%, $2,- 
005*, $1,975*; Custom Catalina, $2,025°, 
$2,000*; Chieftain (8) Catalina, $1,940° 


(ps), $1,775*. ’53 Chieftain (8) Catalina, | 


$1,500*, $1,470* (ps), $1,365° (ps); 4-dr., 


$990. °52 Chieftain (8) 4-dr., $805°*, 
$795°*. 
STUDEBAKER — '53 Commander club 


coupe, $800*. 50 Commander 4-dr., $240. 


WILLYS — ’51 station wagon, $300. 
jeepster, $300. 


GRAND RAPIDS, MICH. 


(Grand Rapids Auction, Inc, Sale every 
Tuesday. Prices are for sale of May 10.) 

(The market very similar to last week. 
Plenty of buyers in attendance, but buy- 
ing on a selective basis. Sold 76 cars 
out of 131 offerings.) 


BUICK—’55 Century Riviera 2-dr., $2,635* | 


(ps). °54 Super Riviera 2-dr., $2,185; | 
4-dr., $2,020*. ‘53 RM 4-dr., $1,315* 
(ps); Special Riviera 2-dr., $1,200*%; 
4-dr., $1,170*; Special 2-dr., $995. °52 
Special 2-dr., $800. ‘51 Special 4-dr., 
$655*, $540; Super Riviera 4-dr., $640*. 
"50 Super 2-dr., $585; Special 4-dr., 
$385*. '49 Super 4-dr,, $325*. 
CADILLAC—’51 (62) 4-dr., $1,375", $1,- 


240. 

CHEVROLET—’55 Bel Air (8) club coupe, 
$2,065*; Two-ten Delray coupe, $1,790*. 
’54 One-fifty 4-dr., $1,015; 2-dr., $995. 
’53 Two-ten 4-dr., $815. '52 SL Deluxe 
conv., $790*; %-ton pickup, $595. °51 
SL Deluxe 4-dr., $550*, $525; 2-dr., 
$465*, $445*. '50 SL Deluxe Bel Air, 
$410*; SL Special 2-dr., $235; %-ton 
panel, $185. '49 SL Deluxe 2-dr., $200; 
club coupe, $140. ‘48 FL Aerosedan, 
$165. 

DeSOTO—’49 club coupe, $370*. 

DODGE—’55 Royal 4-dr., $2,300* 
'53 Coronet 4-dr., $765. 

FORD—’54 Custom (8) 2-dr., $1,300. °53 
Custom (8) 2-dr., $1,045*, $980*; Cus- 
tom (6) 2-dr., $895*, $835*. ‘52 Main 
(6) 2-dr., $650*, $615. '51 Custom (8) 
4-dr., $530*, $390; club coupe, $525; De- 
luxe (8) 2-dr., $470. ‘50 Custom (8) 
4-dr., $300; Custom (6) 2-dr., $185. '49 
Custom (8) 4-dr., $275; 2-dr., $250. 

LINCOLN—’54 Cosmopolitan club coupe, 
$2,280*. 

MERCURY — '53 Monterey 4-dr., 
(ps). '50 club coupe, $250. 

NASH—’53 Rambler station wagon, $850. 

OLDSMOBILE—’55 (88) Holiday, $2,535*. 
"52 (98) 4-dr., $985*, "51 (98) Holiday, 
$725°. 

PLYMOUTH—’53 Cranbrook 4-dr., $800*. 
*53 Cranbrook club coupe, $665. '52 Con- 
cord Suburban, $640; Cranbrook 4-dr., 
$550. °51 Cranbrook 4-dr., $425. 

PONTIAC—’52 Chieftain (8) 2-dr., $740*; 
4-dr., $700°, $675. '51 Chieftain (8) 4- 
dr., $650*, $575*; 2-dr., $575*. °50 Sil- 
ver Streak (6) 2-dr., $325*. °49 Silver 
Streak (8) 2-dr., $290. '48 Torpedo (8) 
4-dr., $175°. 

STUDEBAKER — ‘53 Commander 4-dr., 
$800*; Champion 4-dr., $670. '50 Cham- 
pion conv., $160. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of May 6.) 
(Sold 177 cars out of 225 offerings.) 


BUICK—’55 Special sedan, $2,670*; Cen- 
tury Riviera, $2,625. '54 Super Riviera 
coupe, $2,000, $1,990*%; Century coupe, 
$1,950*, $1,900*. ‘53 Super Riviera coupe, 
$1,310*; 2-dr., $1,235, $1,050*; Special 
2-dr., $1,050, $885*. ‘52 Special 2-dr., 
$890°*. 

CADILLAC—’55 (62) coupe, $4,475* (ps). 
52 (62) conv., $1,860*%; 4-dr., 
"50 (62) 4-dr., $1,200*; (61) coupe, $1,- 
200. °49 (62) 4-dr., $720*; (60) 4-dr., 
$710°*. 

CHEVROLET—’'55 Bel Air (8) 4-dr., $1,- 
750*; Two-ten (6) 4-dr., $1,725*; 2-dr., 
$1,575. '54 Bel Air Sport coupe, $1,450*; 
4-dr., $1,280, $1,160, $1,035; 2-dr., $1,- 
270, $1,010; %-ton pickup, $795. '53 Bel 
Air 4-dr., $1,070*%; (210) 2-dr., $870, 
$840, $800; 4-dr., $825. ‘51 FL Deluxe 


$1,325* 


2-dr., $360*. °50 SL Deluxe 4-dr., $460; | 


FL Deluxe 2-dr., 2 at $450. 
CHRYSLER — 

$650; Windsor 4-dr., $550. 
DODGE—’52 Coronet sedan, $550. 


. ' 
o.0e : | BUICK—'55 Super Riviera 2-dr., $2,880* 


(ps). | 


"48 











MERCURY—’55 Monterey coupe, 


PONTIAC—'55 Star Chief conv., 


MISCELLANEOUS — ’55 International 





$1,260*; Chieftain (6) 4-dr., $1,075*, $1,- 
"50 


050*, ’51 Chieftain (6) 4-dr., $375*. 
Silver Streak (6) 2-dr., $445. 


STUDEBAKER—’54 Champion 2-dr., $1,- 
300. °51 Champion 4-dr., $300*; 2-dr., 
$280. 

WILLYS—’54 sedan, $760. 


ALBANY 


. (Tim Anspach Auto Auction. Sale every | veloping information 
10.) 


Tuesday. Prices are for sale of May 





A NEW SERVICE 
FOR THE 
AUTOMOTIVE 
Oe) aM LING 





To further assist advertisers in de- 
about their 


(The car market here recovered some | OVerseas markets, The American 


of the slack taken out last week. Better 
cars were up $50, new ones still hold at 
about factory invoice, Sold 139 cars out 
of 157 offerings.) 


BUICK—’53 Super Riviera coupe, $1,410*. 


‘51 RM Riviera coupe, $540*. 50 Super 
4-dr., $250°%; RM 4-dr., $285*; Special 
2-dr., $310. '49 Super 4-dr., $230°. '48 


Special 4-dr., $120; Super 4-dr., $110. 


Automobile and E] Automovil 
Americano have created a Market 
& Research Division. 


This new unit, an extension of our 
Trade Counselling Service, is com- 


CADILLAC—’50 (61) club coupe, $1,150*. | Posed of a New York staff of for- 


*48 (62) 4-dr., $400*. 


CHEVROLET—’55 Two-ten (8) 4-dr., $1,- 
600; (6) 2-dr., $1,670; Bel Air (8) Sport 


coupe, $2,160*°; (6) 4-dr., $1,990*%; One- 
fifty (6) 2-dr., $1,555. '54 Two-ten 2-dr., 
$1,050. '53 Two-ten 4-dr., $890; 2-dr., 


eign trade specialists, backed by 
on-the-spot researchers in seventy 
countries. 


$975*, $975, 2 at $940; One-fifty 4-dr.,|It is the task of the Market and 


$700; station wagon, $1,000; Bel 
2-dr., $1,060*. '52 SL Special 4-dr., $640, 
$540, $450, $440. ‘51 SL Deluxe 4-dr., 
$680*, $620, $610, $525*, $500*; FL De- 
luxe 2-dr., $530*; Bel Air coupe, $710*. 
"50 SL Deluxe 4-dr., 2 at $440; 2-dr., 
$340; Special 2-dr., $370; 
4-dr., $430°; 


coupe, $530. '49 FL Deluxe 2-dr., $290. 


CHRYSLER—’52 Windsor 4-dr., $820*. '51 | 4, 


Meadowbrook 4-dr., $540*; Coronet 4-dr., 
$500*. '47 Deluxe club coupe, $170*, °48 
%-ton dump, $400. 


FORD—’54 Main (8) 2-dr., $1,125; Cus- 
tom (6) 4-dr., $1,300*. '53 Main (8) 
4-dr., $670; 2-dr., $870; Custom (8) 


4-dr., $950, $1,050*; 2-dr., $860*; Ranch 


Air 


FL Deluxe 
2-dr., $250; Bel Air sport 


Research Division to... 


1. Prepare regular market reports 


2. Compile automotive industry cen- 
sus data 


Produce monthly trade bulletins 
Maintain lists of accredited over- 


3. 


4-dr., * 48 W -dr., 
$140° a seas distributors 
DeSOTO—'53 Fire Dome (8) 2-dr., $1,-| 5, Execute research assignments for 
*, 5 Gt. *. ; 
——_ | oe 
DODGE — '53 Coronet coupe, $970*. '51/6, Counsel exporters on foreign 


trade procedures 
7. Operate an automotive reference 
library 
Conduct advertising and editorial 
surveys 


Wagon, $1,200; Crest Victoria coupe, 

$1,270*, $1,275*; conv., $1,100. ’52 Cus- ‘ P i 

tom (8) 4-dr.,'$650*; 2-dr., $760. ’51| The foregoing services are limited 
Deluxe (8) 2-dr., $320; Custom (8) 4-dr., s * 

$595°, $450, $430°; 2-dr., $620; %-ton | © Sdvertisers in The American Au- 
pickup, $450. '50 Custom (8) 4-dr.,| tomobile, El] Automovil Americano, 
$460*; 2-dr., $380; (6) 2-dr., $350*, 


$330, Deluxe (8) 4-dr., $420*, ’49 Cus- 
$155; 2-dr., $280, 2 at/¢tive Buyers Guides. Research 


tom (8) 4-dr., 

$270, $220, $150, $110; club coupe, $200. 
HUDSON—’50 Pacemaker 2-dr., $120. 
$2,630*. 
’52 Custom 4-dr., $820. ’51 4-dr., $510*. 


and the Annual Overseas Automo- 


assignments are executed gratis for 
manufacturers, exporters, and ad- 


‘50 4-dr., $360; conv., $380. 49 4-dr.,| yertising agencies. However, in the 


$150; conv., $180. 


OLDSMOBILE—’51 (88) 4-dr., $650*; 2-|CaSe of major projects, calling for 


$835*; 
$460*. 


dr., 
4-dr., 


(98) 4-dr., $620*. '50 (88) 
’49 (88) club coupe, $330. 


’53 Belvedere coupe, $960*, $940*; Cran- 
brook club coupe, $880. 
Suburban, $930. ‘51 Cranbrook 4-dr., 


$410. °49 Deluxe conv., $400; Special 
Deluxe 4-dr., $190. °48 Special Deluxe 
4-dr., $120. 


$2,835* 


‘52 Cranbrook 


lengthy research, cost quotations 


PLYMOUTH—'55 Savoy (6) 2-dr., $1,800. | are made. 


All regularly prepared reports and 


‘50 Special Deluxe club coupe, | bulletins are automatically sent to 


advertisers. To request distributor 
names, research information, or 


(ps). '54 Chieftain (8) 4-dr., $1,460*.| counsel in automotive export prob- 


"53 Chieftain (8) 4-dr., $1,020*. ’52 
Chieftain (8) 4-dr., $670*. ’50 Chieftain 
(6) 4-dr., $330. "48 Torpedo (8) 4-dr., 
$110*. 


conv., $750*. '50 Champion Custom 4-dr., 
$200*. 


’48 jeepster, $140*. 

lye 
ton pickup, $1,050*, '46 1%-ton wrecker, 
$210. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 


Wednesday. Prices are for sale of May 11.) 


(Sold 72 percent of consignments.) 


(ps); Century 4-dr., $2,665* (ps). ‘51 
RM 4-dr., $675*, $620*. "52 Special 2-dr., 
$620. 51 RM 4-dr., $675*, $620*. "50 RM 
Riviera 2-dr., $385*, $360*. 


| CADILLAC—’54 (62) 4-dr., $3,615* (ps). 


’51 Imperial club coupe, 


FORD—’55 station wagon, $2,215*; coun- | 


try sedan, $2,185*; Fairlane (8) 2-dr., 
$2,160*; conv., $2,060*; Victoria, $2,100; 
Fairlane (6) 4-dr., $1,975, $1,875*, $1,- 
840*; Custom 2-dr., $1,660, $1,610; Main 
2-dr., $1,550. '54 Main (8) Ranch Wag- 
on, $1,450; Custom (8) 4-dr., $1,180, 
$1,175; Main (6) 2-dr., $1,020, '53 Main 
(8) Ranch Wagon, $1,090; Custom (8) 
4-dr., $1,060, $1,040, $910; 2-dr., $1,065; 
club coupe, $950; Main (6) 2-dr., 
$625, $560*. '52 Victoria (8), $865; Cus- 
tom (6) 2-dr., $650; Main (6) 2-dr., 
$550. '51 Custom (6) 4-dr., $520*; 2-dr., 
$540; club coupe, $525. 

LINCOLN—’54 Capri, $2,400*; Cosmopoli- 
tan 4-dr., $2,000*. °50 4-dr., $370. °49 
4-dr., $205. 

MERCURY—’55 Custom 4-dr., $2,125*. °53 
Sport coupe, $1,300*%, $1,250*, '51 2-dr., 
$650; Custom 2-dr., $480, 49 4-dr., $180. 

NASH—'53 Rambler sedan, $700. ’52 Ram- 
bler station wagon, $580. '51 Rambler 
station wagon, $475. '50 Ambassador (6) 
4-dr. sedan, $355*. 

OLDSMOBILE—’55 (98) Holiday, $3,300* 


(ps), $3,250, $3,215* (ps); (88) Super 
4-dr. sedan, $2,650°; (88) Holiday, $2,- 
650°. ‘54 (88) Holiday, $1,950* (ps), 
$1,750*. '53 (98) Holiday, $1,575* (ps); 
4-dr., $1,250; (88) 4-dr., $1,175°. ‘'52 
(88) 4-dr., $810°. ‘51 (98) Holiday, 
$760°. 


PLYMOUTH—’55 Belvedere 4-dr., $1,730°*, 
$1,630°. ‘53 Cranbrook Belvedere, $1,025; 
4-dr., $750; Cambridge 4-dr., $720. ’52 
Cambridge 4-dr., $412. '51 Concord Sub- 
urban, $510; Cranbrook club coupe, $430; 
coupe, $410, $390. 

NTIAC—’54 Chieftain (8) 2-dr., $1,410°; 
Chieftain (6) $1,325°. ‘53 Catalina (6), 


"53 (62) 4-dr., $2,250* (ps). 
4-dr., $1,365*, $1,285*. ‘50 (62) 
Top, $1,355*; 4-dr., $1,175*. 


"51 (62) 
Hard 


CHEVROLET—'55 Bel Air (8) 4-dr., $1,- 


985*, $1,910*. '54 Two-ten 4-dr., $1,160, 
$1,155, $1,105; 2-dr., $1,145, $1,135, $1,- 
125; One-fifty 2-dr., $1,030, $1,015, $995, 
$985. "53 One-fifty 2-dr., $775, $765. °52 
SL Deluxe 4-dr., $705, $690, $640. ‘51 
SL Deluxe 4-dr., $555*, $530*. ‘50 SL 
Deluxe conv., $475; 1%-ton stake, $320. 
’46 14%-ton stake, $270. 


CHRYSLER—’53 NY 4-dr., $1,115* (ps). 
’52 Windsor 4-dr., $700*. ’51 Imperial 
4-dr., $655* (ps). ‘50 Imperial 4-dr., 


$465. 
| pesoro—'ss Fire Dome (8) 4-dr., $2,400*. 


2 at | 


FORD — 


DODGE—'53 Coronet 4-dr., 


’53 Fire Dome (8) 4-dr., $1,120*. 
$990*; Mead- 
owbrook 2-dr., $680*. '51 Meadowbrook 
4-dr., $515*. 

’55 Thunderbird, $2,895* 
Fairlane (8) Victoria, $2,090*, 


(ps) ; 
$2,050*, 


$1,980*. °54 Main (8) Ranch Wagon, 
$1,750*° (ps); Custom (8) 2-dr., $1,190. 
‘53 Main (8) Ranch Wagon, $1,065; 
2-dr., $790, $760; Custom (8) 4-dr., 
$930, $915, $905. ‘51 Custom (8) conv., 
$545°; 2-dr., $525; Deluxe (8) 2-dr., 
$380. °49 Custom (8) station wagon, 


$315; 2-dr., 2 at $180. 


HUDSON—’53 Hornet Hard Top, $1,225*, 


$1,075*; 4-dr., $1,005*, $995*. 


LINCOLN—’55 Capri Hard Top, $3,815* 
(ps). '54 Capri Hard Top, $2,410* (ps). 
MERCURY—’51 2-dr., $630°. ‘50 4-dr., 


$420, $360. 

NASH—’55 Ambassador 4-dr., $2,600*. '51 
station wagon, $475. 

OLDSMOBILE — ’55 (98) 4-dr., $2,945* 
(ps), $2,890* (ps); (88) 4-dr., $2,680* 
(ps), $2,575*. ‘54 (98) 4-dr., $2,220* 
(ps), $2,200* (ps); (88) Super 2-dr., 


$1,850*. ‘53 (98) Holiday, $1,725° (ps). 
"51 (88) 4-dr., $785*, $760°, $750°. ‘50 
(88) 4-dr., $480*°. '49 (88) 4-dr., $300*. 


PACKARD—’53 Clipper 4-dr., $985*. 


PLYMOUTH—'53 Cranbrook 4-dr., $795 


2-dr., $730; Cambridge 4-dr., $720. ’52 


(Continued on Page 49, Col. 1) 





lems write to: 


STUDEBAKER — '52 Commander Regal| Market and Research Division 


WILLYS—'53 Aerolark 4-dr., $580*, $500*. | The American Automobile—El 


Automovil Americano 


330 West 42nd Street 
New York 36, New York 


ripe) 
McGRAW-HILL = 


INTERNATIONAL CORPORATION 


330 West 42nd St., New York 36, N 








TAGS & RINGS 
PRICED AT 
eeeee . $17.00 
8.75 
250 4.50 
Enclose Check with Order. 


Shipments Prepaic. 
Free Used Car Systems % Alds 
Catalogue. 


BARRY AUTOMOTIVE CO. 


(SYSTEMS DIVISION) 
Ste. “A", Box 1037, Cleveland 2, Ohie 











Span 2) 


«Be tesentes 




















Used-Car Auction Prices 


AUTOMOTIVE NEWS, MAY 23, 1955 





(Continued from Page 48) 


ige 2-dr., $495, $485, '51 Cam- 
ae Dor $500, °50 Deluxe 2-dr., $285. 
poNTIAC- 54 Chieftain (8) sedan, $1,- 
935. 53 Chieftain (8) 2-dr., $1,000°. 51 
fiver Streak (8) 4-dr., $630°, ’50 Sil- 
yer Streak $310*. °'49 Silver 
Streak (3) 2-dr., $275°. 

s@fUDEBAKER — ’52 Commander 4-dr., 

* '50 Champion conv., $295°*, 

WILLYS —'51 station wagon, §$490°. 


jeepster, $505. 
PHILADELPHIA 


d B. Robinson Auto Sales Auction. 
is every Tuesday and Thursday. Prices 
gre for sales of May 5-10.) 

(Prices level; action somewhat slow. 
sold 201 cars out of 274 offerings.) 


—'55 Special Riviera 4-dr., $2,685*; 
—_ 4-dr., $1,800*%, $1,790, $1,775* (ps), 
$1,670, $1,500; Century 4-dr., $1,620*. 
3 RM Riviera 2-dr., $1,360* (ps), 
$1,320* (ps); conv., $1,250* (ps); Super 
i-dr., $1,310*; 2-dr., $1,275*, 2 at $1,- 
960*; Special Riviera 2-dr., $1,055; 4-dr., 
$1,050, $1,030, $900. . 
(ADILLAC—’54 (62) 4-dr., $3,500* (ps). 
50 (61) 4-dr., $840*. 
(HEVROLET—’55 Bel Air (6) 4-dr., $1,- 
750%, ’54 Two-ten 4-dr., $1,150, $1,120, 
$1,020, $1,010; One-fifty 2-dr., 
$915. 53 Bel Air 2-dr., $925; Two-ten 
2-dr., $960, $850, $840, $810, $790; One- 
fifty 4-dr., $760, $750, $700, 2 at $680, 
$665, $650, $635. "52 SL Deluxe Bel Air, 
$700; 2-dr., 2 at $700, $630; %-ton 
panel, $460. '51 SL _ Deluxe Bel Air, 
* $510; 2-dr., $590, $555*; Delivery 
sedan, $405, $330, $320, $310, 2 at $300, 
$225. 50 SL Deluxe 2-dr., $410, $395. 
(HRYSLER—’53 NY 4-dr., $940*. ’50 NY 
4-dr., $200; Windsor 4-dr., $490°, $450. 
'47 Windsor conv., $100. 
peSOTO—’54 Powermaster 4-dr., $1,775* 
(ps). "52 Custom 4-dr., $520*, $510. '51 
Custom 4-dr., $440. °50 sedan, 


(8) 4-dr., 


"47 


250. 
sopGE—'55 Royal Lancer, $2,340*. 54 
Coronet 4-dr., $1,290*. ’53 Coronet sta- 
tion wagon, $1,030; %-ton pickup, $720, 
$430, °52 Coronet Hard Top, $680*. ’51 
Coronet 4-dr., $470, $200. 
fpORD—’54 Custom (8) 2-dr., $1,035, $950; 
Main (8) 2-dr., $1,050, $990, $950, $930, 
$905, $850. 53 Custom (8) 4-dr., $890, 
$870, $820; Main (6) 2-dr., $680, '52 
station wagon, $965; sedan, $375. ’51 
Custom (8) conv., $420; 2-dr., $300; 
station wagon, $200. °50 Custom (8) 
4-dr., $380, $290; Deluxe (6) 2-dr., $175, 
$130. 
HUDSON—’50 4-dr., $200, $180. 
KAISER—’52 2-dr., $270. ’51 4-dr., $370*, 
$240. 
LINCOLN— 50 4-dr., $250*. 
WERCURY—’55 Monterey 4-dr., $2,150*. 
'54 Monterey Sport coupe, $1,395*. '53 
Monterey Sport coupe, $1,245*. ’51 2-dr., 
$425. °46 4-dr., $170. 


YASH —’53 Statesman 4-dr., $675. ‘52 
Rambler club coupe, $510. ’51 Rambler 
2-dr., $240. ’50 Statesman 4-dr., $200. 
49 4-dr., $150. 

OLDSMOBILE—’55 (88) Holiday, $2,400*. 
"54 (88) 4-dr., $1,840*. 53 (88) 4-dr., 
$1,250* (ps), $1,040. °52 (88) 4-dr., 
$960*. '51 (98) 4-dr., $650*, 2 at $600, 
$450. °50 (88) 2-dr., $170*. '49 (88) 
conv., $160*; (76) 4-dr., $310*, $210. 
PAOKARD — '53 2-dr., $700*. ‘50 4-dr., 
$165, $130. 

PLYMOUTH — ’55 Belvedere (8) Sport 
coupe, $1,865, $1,810; 4-dr., $1,770; 


Savoy (8) 4-dr., $1,660. ’'54 Savoy 2-dr., 
$1,000. '53 Cranbrook 2-dr., $860; Cam- 





COMING to DETROIT? 


Use your 


AUTO DEALER’S 
COURTESY CARD 


For extra service at the 


WOLVERIWE 


HOTEL 


For years the Wolverine—home of 
the Tropics Night Club and famous 
Rainfall Bar—has been the “stop- 
Ping place” for auto dealers in 
Detroit. See why on your next visit! 


500 ROOMS WITH BATH 


from $ 375 


CHILDREN FREE 
i ihis1 3-346 ae aaa yi ee 


One block from Grand Circus Park 
PHONE WO. 3-9000 


$925°*, | 


$475", | 


bridge 4-dr., $750, $690, 2 at $630. ’52 
Cranbrook 2-dr., 2 at $570, $540, $490; 
Cambridge 2-dr., $460, $310. 


PONTIAC—’55 Chieftain (8) Catalina, $2,- 


090* (ps). '54 Chieftain (8) conv., $1,- 
710* (ps); 4-dr., $1,570, $1,500, $1,410. 
’53 Chieftain (8) 4-dr., $800, ’52 Chief- 
tain (8) conv., $880*. '51 Silver Streak 
(8) conv., $710*. ’50 Silver Streak (8) 
4-dr., $500*, $360. 


| STUDEBAKER — ’'53 Commander Hard 


Top, $800*; Champion 4-dr., $600. '52 
Champion 4-dr., $430; Commander 4-dr., 
$270. ’51 Champion 2-dr., $315, $300, 
$185. 50 Champion 4-dr., $170. 


WILLYS—’55 jeepster, $1,020. 
MISCELLANEOUS 





53 Henry J 4-dr., 
$315. 


OAKLAND, CALIF. 


(Oakland Auto Auction. Sale every Wed- 


| nesday. Prices are for sale of May 11.) 


(Prices extremely good here this week, 


although consignments down. Sold 56 
cars out of 88 offerings.) 

CADILLAC—’52 (62) coupe deVille, 
370°. 


$2,- 


49 





PONTIAC—’54 Chieftain (8) 2-dr., 
320°, °52 Chieftain (8) conv., $825°. 

STUDEBAKER — ’'49 Commander 4-dr., 
$275*. '48 Champion 2-dr., $145*. 


$1,- 


CHEVROLET—’52 SL Deiuxe sedan, $605. | WILLYS—’52 station wagon, $700*. 


‘51 SL Deluxe club coupe, $635*. '50 SL 
Deluxe club coupe, $485, $365. °49 %-ton 
Pickup, $440; SL Deluxe 4-dr., $240. ’46 
SM 2-dr., $175. 

CHRYSLER—’54 Windsor Hard Top, 
905*. 

DeSOTO—'53 Fire Dome 


$1,- 


(8) club coupe, 


$1,135*; Powermaster 4-dr., $925*; club 
coupe, $920*. ‘52 Fire Dome (8) 4-dr., 
$840°. 


FORD—’54 Custom (8) 4-dr., 2 at $1,120. 
’53 Crest (8) Victoria, $1,300*. ’52 Crest 
(8) Victoria, $1,005*; 2-dr., $735. °50 
%-ton panel, $420. ’49 Deluxe (8) 4-dr., 
$280. 


LINCOLN—’50 Cosmopolitan 4-dr., $335*. 
’49 Cosmopolitan 4-dr., $450*. 


MERCURY—’54 Custom Sport coupe, $1,- 
720°. '51 2-dr., $710*. ’50 2-dr., $535*. 
'49 2-dr., $340*. 

OLDSMOBILE — ’55 (88) 2-dr., $2,190*. 
’53 (98) Holiday, $1,960*. '51 (88) 4-dr., 
$750. '50 (88) club coupe, $560*; station 
wagon, $755. ’48 (98) conv., $195*. 

PACKARD—’53 4-dr., $900*. 

PLYMOUTH—’53 Cambridge Suburban, 2 
at $1,110; 4-dr., $790, 2 at $770, $760, 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday. Prices are for sale of May 12.) 


(A good consignment today, however, 
buying power was down.) 


BUICK—’55 Super Riviera coupe, $2,710*. 
54 RM Riviera, $2,035*; Super 4-dr., 
$1,810*; Century Riviera, $1,785*; Spe- 
cial 4-dr., $1,350. '53 RM sedan, $1,385*; 
Super Riviera, $1,225*; Special 4-dr., 
$920*. '52 Super 4-dr., §$775*. '51 Super 
4-dr., $550°; Special 4-dr., $540*. °50 
Special 2-dr., $280. 


CADILLAC—’52 (60) Special sedan, 
245°. ’°49 (61) sedanet, $895. 


CHEVROLET—’55 Two-ten station wagon, 
$2,130; 2-dr., $1,745; Bel Air coupe, $2,- 
080*. '54 Two-ten 4-dr., $1,370, $1,110; 
2-dr., $1,200; Bel Air 4-dr., $1,205*. °53 
Two-ten sedan, $1,090*, $830; Bel Air 
4-dr., $1,000*. ‘52 SL Deluxe sedan, 
$705; Bel Air, $600*. '51 FL Deluxe 2- 
dr., $495. '50 SL Deluxe 4-dr., $335; 
2-dr., $330. '49 SL Deluxe 2-dr., $220. 
’48 %-ton panel, $310. 


$2,- 


$745, $740, $720; club coupe, $760, $740. CHRYSLER—’54 Windsor 4-dr., $1,430. '53 
















we without interruption since 1911, 
it is the recognized authority throughout the 
industry for. . . reliable finance or cash value ap- 
’ or wholesale appraisals 
... realistic current values, with a separate edition 


praisals ... average “as is’ 


for each region. 


The Red Book includes 
trucks up to 1!/, tons capa 


arranged for quick reference — also, serial and 


motor numbers, weights 
measurements, tire sizes, 
surance symbols. 
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FORD—’55 Fairlane (8) Victoria, 


KAISER—’53 Manhattan 2-dr., 
LINCOLN—’52 Capri 


MERCURY—’55 Montclair 4-dr., 


OLDSMOBILE—'55 (88) Holiday, 


Windsor 4-dr., $920*. ‘51 NY 4-dr., 
$545*. 


DeSOTO—’52 Fire Dome (8) club coupe, 


$500*. ’51 4-dr., $475°*. 


DODGE—’ 54 Coronet club coupe, $1,195*. 


‘653 Coronet 4-dr., $555. '50 Meadowbrook 
4-dr., $330. '49 Coronet sedan, $175. 
$2,110; 
4-dr., $2,040*; Main (8) Ranch Wagon, 
$1,900. °54 Crest (8) Victoria, $1,585, 
$1,465*; Custom (8) 4-dr., $1,425*; 2-dr., 
$1,165; Main (8) 2-dr., $980, $855. '53 
Custom (8) 2-dr., $995*; club coupe, 
$835; %-ton pickup, $710. ’52 Main (8) 
Ranch Wagon, $1,005; 2-dr., $670; 4-dr., 
$575. '51 Custom (8) 2-dr., $545; conv., 
$490; Custom (6) 2-dr., $525. °49 Cus- 
tom (8) conv., $295; 2-dr., $270; 4-dr., 
$180. '46 2-dr., $195. 

$790*; 4- 
dr., $780. 

51 


4-dr., $1,075*. 


4-dr., $335, 

$2,840*. 
'54 Monterey Hard Top, $1,785*; 4-dr., 
$1,575*, $1,540. °53 Monterey Hard Top, 
$1,375. ’50 2-dr., $380. ’49 4-dr., $185. 
$3,470* 
(ps); 2-dr., $2,830*. '54 (98) Holiday, 
$2,475* (ps); (88) 4-dr., $2,140*. ’53 
(88) Super 4-dr., $1,390*. '51 (88) Super 
4-dr., $850*; club coupe, $785*, ’50 (88) 

(Continued on Page 52, Col, 3) 


This powerful sales tool 


HELPS CLOSE DEALS 


PROFITABLY 


Now, during your important selling 


season, every salesman should be 


equipped with the authentic, dependable 
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RETAIL LISTING SEPARATE 


An exclusive feature of the Red Book is the sep- 
arate confidential section of retail values, which 
helps you and your salesmen sell cars at the right 
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factory prices and in- 


sales — day after day. 
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Your Red Book is constantly up to date — un- 
biased, dependable — helping to make profitable 
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Anti-Coercion Drive 


Gaining in 


States 


(Continued from Page 1) 


Louisiana, Mississippi, 


Nebraska, | dealers what transportation to use 


Oklahoma, Rhode Island, South|in shipping new vehicles. 


Dakota, Virginia and Wisconsin. 

Of these states, South Dakota 

alone does not attempt to halt 
coercive acts by factories. Now, 
Arkansas, Minnesota and Tennes- 
see have joined the anti-coercion 
bloc. 

Just how effective the licens- 
ing measures are in restraining 
“those factory men” is a matter 
of sharp debate in NADA and 
state association headquarters 
and among affected dealers. 
NADA takes a dim view of the 

laws’ effectiveness. The monetary 
fines specified for violations, says 
NADA, are “hardly conducive to 
effective enforcement from the 
standpoint of a dealer who has been 
the victim of prohibited practices 
engaged in by the manufacturer.” 
= & «€ 


No Factory Barred Yet 


LL 12 laws, of course, permit the 

governing state motor vehicle 
commissions to revoke licenses or 
refuse to renew. No commission, 
however, has yet revoked a fac- 
tory’s license in retaliation for al- 
leged dealer abuses. 


The new Tennessee law provides 
for license revocations, $500 fines 
and prison terms of up to six 
months for violations. The Tennes- 
see Motor Vehicle Commission is 
empowered to call hearings and 
issue subpenas. 


NADA advocates harsher means 
of penalizing coercive factories. 
The national association would 
allow aggrieved dealers to sue for 
trebie damages and obtain court 
injunctions. 

State associations managers who 
have fought for enactment of li- 
censing laws emphasize the moral 
effect of such statutes on factory- 
dealer relations. Leo B. Faricy, 
Minnesota manager, put it this way 
in his bulletin last week: 

“Dealers will do themselves a 
favor by calling this new law to 
the attention of factory men. It 
should be of material help in giv- 
ing dealers legal protection when 
they say ‘no’ to factory pressure.” 

* * * 


New Laws Broadened 


a older state laws against fac- 
tory coercion apply generally to 
two major areas of the problem: 
Forcing dealers to accept unor- 
dered vehicles and parts, and un- 
justly cancelling or refusing to 
renew selling agreements. 


Added to several of the newly 
enacted laws are factory practices 
uncommon when earlier proposals 
were approved. Tennessee, for ex- 
ample, forbids manufacturers from 
appointing so-called “stimulator” 
dealers who lack “proper” service 
facilities. The Volunteer State, 
along with Arkansas and Minne- 
sota, prevents factories from telling 





Governor's Choice— 


Gov. Walter J. Kohler of Wisconsin, 
second from left, takes delivery of his 
1955 Nash Ambassador V-8 from Ray 
Schapper, second from right, Madison 
Nash dealer, Looking on are R. W. Erick- 
son, left, Nash district manager, and R. 
J. Goodyear, Milwaukee zone manager. 


Factories operating in Minne- 
sota cannot “make any charge 
against a retail dealer for adver- 
tising or promotional advertising 
material without his written con- 
sent.” 

Noteworthy in the 1955 legisla- 
tive season was the accomplishment 
of George H. Benjamin, Arkansas 
association manager. 

Although the Arkansas Legisla- 
ture was near adjournment, Ben- 
jamin and his allies in the capitol 
hustled the state’s new licensing 
law from the hopper through two 
chambers and to the governor in 
only nine days. The Senate vote 
there was 20-1 and the House tally, 
72-20. sk a 


2 States Poll Dealers 


HE Indiana coercion investiga- 

tion, under specifications of the 
legislative mandate, will delve into 
the following subjects: Annual 
termination, non- renewal without 
cause, “unreasonably brief” con- 
tract terminations and factory di- 
vorcement from dealer inventory 
obligations. 

Introduction of the North Caro- 
lina licensing proposal followed a 
canvass of member sentiment by 
the North Carolina association. Tar 
Heel dealers endorsed the proposal 
by a two-thirds margin. 

New Hampshire dealers also 
were polled on the question of 
seeking a licensing bill this year, 
but were found to be much more 
divided. The New Hampshire as- 
sociation said 65 members fav- 
ored the measure and 63 voted 
“no.” 

Gov. Frank Clement of Tennes- 
see has appointed Senator Carroll 
Oakes (DeSoto-Plymouth), of Mor- 
ristown, as chairman of the state’s 
new licensing law commission. 
Oakes was one of the sponsors of 
the legislation. 

The Texas Automotive Dealers 
Assn. (new car) was rallying its 
members last week to battle a pro- 
used-car dealer amendment in the 
licensing bill before the Lone Star 
state’s Senate. Any used or new-car 
dealer, under the amendment, could 

obtain either a new or used-car 
license. The House approved the 
bill, 101-36. 

Wisconsin’s “stimulator-dealer” 
ban has the backing of the Wis- 
consin Automotive Trade Assn. 
One state senator charged that 
the measure would prove a “ter- 
rific kick in the teeth” for 
American Motors and other auto 
factories in the midst of dealer 
reo tion pro Ss. 

“If they’re obliged to keep deal- 
ers (who are) asleep at the switch, 
they'll go broke,” said Senator 
Trinke, of Lake Geneva. 


Dealer Hazelrigg 
Fined $15,000 
As Tax Evader 


SPRINGFIELD, Ill. — Harry P. 
Hazelrigg, Decatur (Ill.) DeSoto 
dealer, has been fined $15,000 and 
placed on probation for three years 
following his conviction on two 
charges of income-tax evasion. 


U. S. Attorney John B. Stoddart | j 


jr. placed Hazelrigg’s tax liability 
at $49,227.95. Federal Judge Charles 
C. Briggle, as a condition of proba- 
tion, ordered the dealer to make a 
settlement during the probationary 
period for all money due the gov- 
ernment. 

However, the judge said the con- 
dition included the “right of com- 
promise if the tax authorities see 
fit.” He levied $10,000 as fine and 
costs on one count and $5,000 on 
the second. The government alleged 
Hazelrigg evaded $19,992 in taxes 
for 1948 and 1949. 


Correction 
NEW YORK. — In the May 9 
issue of Automotive News the price 
of the B. Klein & Co. catalog of 
mail order firms and buyers was 
eo incorrectly. The correct price 
10. 





Accent on Auto Display— 


A sharply rising, pointed roof, designed to offer a spectacular display effect, is a 
major feature of the new $150,000 building of Earl Evans Chevrolet, Inc., Painesville, 
©. This construction provides 2,500 square feet of clear-span area and eliminates 
window reflections which mar visibility, according to Earl R. Evans, president. The 
building contains 11,000 square feet of space, of which 7,000 is service area. 





How Others See U. S. Cars... 


Es Is Nicht Alles Chrom 


Eprror’s Note: Americans must 
like the 1955 U. 8S. model cars; 
they are buying so many of them. 
But it is interesting to see our- 
selves as others see us. Hence, 
we are reprinting excerpts below 
from the Frankfurter Rundschau 
by H. A. Maurer, Danbury, Conn., 
who recently came to this coun- 
try. The article was titled, “All 
Is Not Chromium, What Glit- 
ters.” 

e * s ; 
T°? BEGIN with the panoramic 
windshield is being criticized, 
which GM in 1954 introduced and 
which this year saw it on all makes. 

In the majority, the complaints 
are that the additional glass spaces 

on both sides do not permit a dis- 
tortion-free view. Also the height 
supposingly has been cut down and 
tall drivers must bend down in or- 
der to see the clouds. 

Especially complained has been 
about the function of the wipers 
which leave in the center a large 
triangle as they are trying to 
wipe the sides also. 

The servo steering (power steer- 
ing) which is now also available for 
lighter cars has been explained as 
life-endangering by some experts. 
It renders assistance when park- 
ing, however, when driving fast it 
offers a contact-reducing isolation 
and robs the feel of the road. 


ys much criticized by the he- 
drivers is the dominance of V 
engines, as it is only possible to 
remove the spark plugs, even when 
removing the oversized air clean- 
ers, with special wrenches. In two 
cases only in cooled-off conditions 
one can remove the plug. 

Then for the first time as orig- 
inal equipment appearing tubeless 
tires with self-sealing compound 
were considered by the laymen as 
absolute blowout proof. 

Was not the case as the 
first defects came, the gas sta- 
tions and repair shops had neither 
the knowledge nor the special 
tools, among them a special pres- 
sure gun. 

A certain dislike also find new 





a needle but with a progressing 
red line in horizontal direction. 
Due to the spiral form of the 


|color marking, a slanted edge oc- 


curs and this creates a puzzle about 
the actual speed. 
+ = = 
Anotass firm placed the oil 
pressure and temperature gauge 


|so far right from the driver that 


he must ask the other passenger 
for advice, this found very little 
enthusiasm. 

In spite of all promises by the 
safety specialists, not one dash 
board has the upholstery which 
Kaiser showed years ago. Not 
even the eye lids over the instru- 
ments can be found on all mod- 
els which should avoid mirroring 
in the windshield during night 
driving. 

Even so the horsepower in the 
medium and high-priced classes in- 
creased to 200 and 300, the accident- 
experienced driver is looking in 
acy for a reliably installed safety 

elt. 


Vehicle Inspection 
Begins July 1 in 
West Virginia 


CHARLESTON, W. Va. — The 
first annual inspection of motor 
vehicles in West Virginia will be- 
gin July 1 and continue through 
Sept. 30. 

The 1955 Legislature passed a 
law requiring that all registered 
vehicles must be inspected an- 
nually. 

State Police Supt. R. W. Broyles 
has announced plans for meetings 
of dealers, garage owners an me- 
chanics interested in obtaining in- 
spection station licenses in the 20 
state police districts between May 
23 and June 6. 

“Fleet owners may qualify their 
own garages as inspection stations 
to check their own vehicles, but 
must be licensed and meet the same 
requirements as public inspection 
stations,” he stated. 

The law permits inspection sta- 


items on the dashboard. The rotary | tions to charge up to $1.25 for each 
speedometer offered by Buick since | vehicle checked, with 25 cents to be 






aid 


1954 indicates the speed not with! used to administer the program. 


Aldridge Becomes Packard Dealer— 


oe 


Lewis Aldridge Motors, Lexington, Ky., has received a Packard franchise. From left 
are A. W. Bercin, assistant zone manager; M. L. Francis, partner in the dealership; 
Raymond S. Lull, district manager; L. W. Stevens, zone manager, and Lewis Aldridae. 


partner. 








Survey Puts Ford 
In Front, 12 to 9 


Buying Plans © :ecked 
In 20 U. S. Markets 


MILWAUKEE. — The 1955 Con. 
solidated Consumer Analysis of 29 
American markets shows that Ford 
leads in owner preference in 11 
cities and Chevrolet in «ight cities 
with the two makes in « dead heat 
in the 20th. 

The analysis showed — over the 
years—a market shift of owner 
preference from Chevroict to Ford, 

The ownership survey disclosed 
that Chevrolet led in each of the 
20 markets as the first car pur- 
chased in the past by buyers, 

So, it may be seen, Ford has 
encroached on Chevrolet in 122 
of the markets in terms of buy- 
ing plans. 

Plymouth nabbed third place in 
10 markets with Buick running in 
third in eight, tied for second in 
another. Mercury copped third 
place in the remaining area. 

In Salt Lake City there was a 
three-way tie for second place: 
Chevrolet, Buick and Oldsmobile 
with 9.3 percent. Ford there was 
way out in the lead with 216 
percent. 

The markets studied were Port- 
land, Me.; Newark, N. J.; Wash- 
ington; Columbus, O.; Cincinnati; 
Indianapolis; Milwaukee; St. Paul; 
Duluth, Minn.-Superior, Wis.; 
Omaha; Salt Lake City; Phoenix, 
Ariz.; Seattle; Portland, Ore.; Long 
Beach, Calif.; Sacramento, Calif.; 
Modesto, Calif.; San Jose, Calif. 
and Honolulu. 

The owners reached in the survey 
also were asked whether they were 
planning to buy another car this 
year. Those that answered yes 
were then asked whether they 
planned to buy a new or used car. 


The following percentages were 
tabulated: 


Plan 
to Buy 

Market in 55 New Used 
Portland (Me.) .... 15.8 46.4 53.0 
BIE insinescoctnacus 19.0 69.4 306 
Washington .......... 14.0 63.8 258 
Columbus .............. 12.5 52.8 47.2 
Cincinnati ............... 12.5 52.1 261 
Indianapolis .......... 19.4 61.8 352 
Milwaukee ............ 16.5 57.3 393 
SIE <cncatessiasanéencn 13.2 646 341 
Duluth-Superior 10.6 41.8 526 

yc wapschaapiassocnaeh 9.5 57.6 420 
Salt Lake City 16.9 50.0 50.0 
a 14.5 60.8 392 
MID = snsestansticacasnces 13.2 50.5 495 
Portland (Ore.) 14.1 41.7 556 
Long Beach ........... 15.1 60.5 332 
Sacramento .......... 13.2 51.5 485 
IID | Sictncsinicncessnees 14.2 56.9 43.1 
ID sasnninstnsenseoss 11.5 48.7 513 
FO 14.4 501 461 
Honolulu ................. 10.3 55.9 421 


The study of two-car families 
showed that these ranged from 29.6 
percent in San Jose to 7.5 percent 
in Portland, Me. All the California 
cities showed a high percentage of 
two-car families as did Salt Lake 
City and Phoenix. The highest of 
the eastern or midwestern markets 
was Newark with 22.30 percent. 

All the markets displayed 4 

trend upward in multiple car 
families in comparative figures 
for 1954 and 1955. 

The survey also determined the 
percentage of first car buyers that 
purchased new cars. Only five mar- 
kets showed a preponderance of 
new first-car buyers over . 
These were Newark (60.0 percent); 
Washington (62.6); Cincinnati 
(50.2); Milwaukee (50.9), and St 
Paul (51.8). 





Worker’s Suggestions 


Hit Jackpot Twice 


DETROIT. — Clarence E. Eck- 
lund, a Flint diemaker, has $5,000 
in bonds in his pocket, the result 
of an unprecedented feat in Chev- 
rolet’s employe suggestion pre 
gram. 

Ecklund, who is employed at 
Chevrolet-Flint Plant 10, hit 4 
double jackpot in awards for 4 
three-month period, marking the 
first time this has happened 
the 18 years of the suggestion 
award plan. 

Two maximum awards of $2,500 
nave been paid him for sugges 
tions which succeeded in improv- 
ing the operating efficiency of ® 
stamping press. 
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Pessimistic on Labor Outlook .. . 


—— 
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GAW: ‘Pay Without Work’? 


(Continued from Page 6) 


gd size, not daring to maintain 

gen its present-day total of em- 
ent and afraid of expansion 

gd risk-taking.” 

4. It would require a safe calcu- 

ytion of total car output. “We 


ould need to produce 1/12 of such| time there was no indication that | 


stotal each month and have an al- 
tment system for distribution.” 
5. It would rob the car buyer 
of much of his freedom of choice 
and his purchase timing would 
have to fit the overall scheme. 
6. It would create a perpetual 
gring car shortage and when the 
yer got his car as part of the 
jlotment for some later month, 
te might not be so eager for it. 
7. It would cause a bidding up of 
ar prices in the first half of the 
year. 
8. It would turn the auto indus- 
ry into something like a European 
cartel. 
9. It would produce inflation. 
10. It would increase car prices. 


11. It would reduce _ incentive 
smmong employers and employes. 

Summing up, Rising declared, 
This UAW plan is illogical, un- 
ralistic and poorly devised. If we 
tad had such a thing earlier, I 
think that Nash, Hudson, Packard, 
Studebaker and Chrysler would 
lave carried an unnecessarily heavy 
wurden in their comeback attempts. 
And one can recall a time when 


Willys to Direct 
Jeep Ads at 
Specific Markets 


TOLEDO. — A new advertising 
program designed to help dealers 
market the Jeep in specific voca- 
tional fields has been announced 
yy Charles R. Mougey, Willys Mo- 
ors advertising manager. 

To appear in approximately 50 
trade publications, the spring and 
summer campaign will supplement 
a continuing general magazine and 
newspaper schedule, he said. 

In addition to insertions in farm 
and ranch publications, the pro- 
gram calls for special copy in pub- 
ications covering a wide range of 
specific industries, trade groups, 
municipal and state governments 
and outdoor sports journals, Mou- 
gey added. 

Fields to be covered include min- 
ing, lumbering, public works, serv- 
ice station management, cemetery 
and park operation and other voca- 
tions where off-the-road travel or 
applications of Jeep-mounted spe- 
tial equipment are required. 


Ike Names Morse 


_ CHICAGO. — Robert H. Morse 
i, president of Fairbanks, Morse 
& Co., has been named by Presi- 
dent Eisenhower a member of the 
Federal commission for the Soo 
Canal Centennial this summer. 
Morse’s grandfather, Charles Hos- 
mer Morse, played an important 


part in the building of the canal in 
1855. 








Rountree Builds New Plant— 


In business only since 1950, Gordon Rountree Motors, Ltd. has built a new $350,000 
Oldsmobile-Cadillac showroom, service shop and used car lot in Waco, Tex. The 
oon. above, is of red brick and glass. The combined facilities occupy a square 


Ford, now healthy and strong, was 
not doing so well.” 
7 * + 


GAW Talks Grind On 


aware, UAW negotiations 
with Ford and General Motors 
continued last week and at press 


|either firm had offered any kind 
|of a guaranteed annual wage. 
| However, a Detroit daily news- 
| paper last week predicted that GM 
| was preparing to offer the UAW a 
modified GAW and a wage increase 
of at least six cents an hour. A 
| similar counter-proposal from Ford 
was also forecast. 

Neither the companies nor the 


dictions. 

Last week the UAW launched 
its third GAW drive—this time 
against Chrysler—by summoning 
the 125-man Chrysler Council to 
Detroit to discuss demands. 

The UAW-Chrysler contract, cov- 
ering 115,000 workers in 33 locals, 
expires Aug. 31. Negotiations can 
begin 60 days earlier. 

Six more UAW locals have over- 
whelmingly voted in favor of a 


Chrysler Merges 
a 
Press Plant with 
s . e 
Body Division 

DETROIT. — Integration of 
Chrysler Corp.’s Nine Mile press 
plant operations with its Automo- 
tive Body division has been an- 
nounced by L. L. Colbert, president. 

The 1.2 million-square-foot Nine 
Mile plant, which supplies body 
stampings and assemblies to all 
Chrysler car and truck divisions, 
will be managed by John E. Bren- 
nan, Automotive Body division gen- 
eral manager. 

To head the Nine Mile plant 
operation, Brennan has named Roy 
Blasiola who for the past 22 
months, has been manager of air- 
craft operations at the Mound and 
Outer Drive plants. 





union would comment on these pre- | 


{strike if union demands are not 
met. These are the results: Buick 


| Local 599, 8,612 to 1,269; AC Spark- | 


|plug Local 651, 2,068 to 329; Tern- 
stedt Local 326, 4,927 to 127; Fisher 
Body No. 1 Local 581, 2,347 to 88; 
| Chevrolet Local] 664, 1,665 to 67, and 
|Fisher Body Local 239, 1,569 to 11. 

Last week, Hiram S. Hall, a 
former senior industry member of 
the Wage Stabilization Board, pre- 
dicted that the UAW would win a 
| five-year plan for a graduated an- 
|nual wage and a 15 to 16-cent wage 
| increase without a strike. 

+ * +. 


Dealers Offer Spurned 


OX THE dealership front, the 
Seattle and King County Auto- 
mobile Dealers Assns. have offered 
their 2,000 shop workers, members 
of Local 289 of the AFL Machin- 
ists, a new contract which pro- 
vided a five-cent hourly wage in- 
crease and three-week vacations 
after 15 years 

But the union, which has taken 
a strike vote and has strike au- 
thorization from its international, 
spurned the offer. 

In Detroit the AFL Teamsters 
have petitioned the National La- 
bor Relations Board for repre- 
sentation elections at these seven 
dealerships: Lewis F. Brown 
| (Ford); Floyd Foren (Ford), Hi 
| Dawson (Ford), Jefferson Lin- 
coln - Mercury, Given Motors 

(Lincoln-Mercury), Louis Rose 

(DeSoto-Plymouth) and Johnny 
Motor Sales (DeSoto-Plymouth). 

An informed source said that the 
union did not expect that the 
NLRB would admit jurisdiction 
over these firms but was taking 
this action to clear the way for 
having the dealerships placed un- 
der the jurisdiction of the Michi- 
gan state labor board. 

In Lansing, the NLRB conducted 
an election at Storey Oldsmobile. 
Local 376 of the AFL Auto Sales- 
mens Union, which has been at- 
tempting to organize the Detroit 
dealers, was the petitioner. The re- 
roo were not immediately avail- 
able. 











But Still $11.7 Billions 
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Personal Savings Down 


WASHINGTON. — Individuals in 
the U. S. saved a little less in 1954 
than they did in 1953, according to 
the Securities and Exchange Com- 
mission. 

Last year individuals saved $11.7 
billions, compared with $11.8 bil- 
lion in 1953 and $138 billion in 
1952. 

Saving in the form of time de- 
posits in banks, shares in savings 
and loan associations, equity in life 
insurance, and U. S. savings bonds 
accounted for over 70 percent of 
the increase in financial assets of 
individuals, the commission re- 
ported. ss 

Individuals’ holdings of currency 
and bank deposits increased by 
$6.8 billion during 1954, including a 
rise in time and savings deposits of 


$4.4 billion and an increase of $2.7 
billion in checking accounts. Net 
purchases of shares in savings and 
loan associations totaled $4.5 bil- 
lion, the highest annual increase 
on record. 

Equity in private life insurance 
rose by a record $5.3 billion while 
individuals’ equity in Government 
pension and insurance reserves in- 
creased by only $2.6 billion, the 
smallest since 1950. 

Holdings in U. S. savings bonds 
last year increased by almost $800 
million, the largest amount since 

1949. 

The commission also reported 
net purchases of corporate bonds 
and stocks by individuals in 1954 
totaled $3.4 billion, $500 million 
more than in 1953 and $100 million 
more than in 1952, the previous 
high in recent years. 

However, owing to the sharp in- 
crease in borrowing to purchase or 
carry securities, individuals’ saving 
through increased equity in cor- 
porate securities was $2.5 billion, 
about the same as the year before. 

Partly offsetting the growth in 
assets, the commission revealed in- 





indebtedness by a record amount 
and added moderately to their debt 
for purchasing consumer goods. 

Mortgage debt rose by $8.6 bil- 
lion, comparing with an increase 
of $7 billion in 1953 and a pre- 
vious high of $7.2 billion in 1950. 
Other debt showed an increase 
of less than $400 million, as 
against increases of $3.2 billion in 
1953 and $3.8 billion in 1952. 

Accumulated asset holdings of 
individuals at the end of 1954 to- 
taled $398 billion while debts to- 
taled $90 billion, the commission 
stated. 





| 





dividuals increased their mortgage | 
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Win GM Diplomas in Management— 


Pontiac dealer employes who completed a seven-week General Motors Institute 
dealership management course at Flint are pictured with Pontiac representatives 
Charles L. Copeland, left, standing, and J. C. Cheesbrough, right, standing. From 
left, seated, are Hans A. Alverson, Ed Schum Pontiac Co., Fargo, N. D.; Gerry Thye, 
Bennett Motor Co., Burlington, la., ang S. Arthur L. Benson, Phil Amigone Pontiac Co., 
Buffalo. Standing, center, is D. F. Rodgers, Shore Pontiac Co., Inc., Salisbury, Md. 





News to Note... 


Auto World in Brief 


(Continued from Page 30) 


stein, of Charles Friedman Co., Inc., | 


president of the Bridgeport CAS 
group. 

Joseph N. Weiner, of Automotive 
Wholesalers Assn. of New Haven, 


|spoke about the organization and 


operation of the budget plan. 

Bridgeport jobber salesmen be- 
gan franchising deaiers the next 
day and succeeded in signing up 
50 dealers the first week. Weinstein 
looked for the group to franchise 
close to 100 dealers. Local news- 
paper advertising is planned. 

7 * * 


Non Skid Protection Claimed 


For Gillette Tubeless 


DETROIT. — Gillette tire divi- 
sion, United States Rubber Co., has 
announced production of a tubeless 
nylon tire with a special tread 
which is claimed to give 30 percent 
more skid protection than standard 
tires. 

Called the Gillette Premium, it 
hag a special groove pattern which 
the company says helps minimize 
both forward and lateral skids. 
When brakes are applied, or during 
quick acceleration, the tread is 
said to open up slightly so that ex- 
tra traction edges reduce wheel 
slippage. oe 


Canadian Excise-Tax Cut 


Called Tire-Sales Booster 


TORONTO.—Improved 1955 sales 
in most divisions have been fore- 
cast for the Canadian rubber indus- 
try by Greig B. Smith, Rubber 
Assn. of Canada’s general manager. 


Smith made the prediction in his 
report to the association’s annual 
meeting here at which W. H. Fun- 
ston, president of Firestone Tire 
and Rubber Co. of Canada, Ltd., 
was elected president. 

Reduction in the auto excise tax 





\'Gas, Gaskets, Glamor'— 


W. F. Sherman, Bonnie Buick, Evanston, 
lll., shows Mrs. H. E. Greenwood (in cover- 





should provide a good basis for a 
marked rise in equipment sales of 
passenger tires, and replacement 
sales should receive a boost from 
removal of the 10 percent excise 
tax, Smith said. 

Other officers elected by the as- 
sociation were I. G. Needles, presi- 
dent of B. F. Goodrich Canada, 
Ltd., vice-president, and J. R. Bel- 
ton, vice-president of Gutta Percha 
and Rubber, Ltd., treasurer. 


McCarthy Fills 
New Chrysler Job 


DETROIT. — Chrysler division 
has appointed George J. McCarthy 
to the newly created post of assist- 
ant sales man- 
ager for organi- 
zation, according 
to E. M. Braden, 
genera] sales 
manager of the 
division. 

Director of 
marketing and 
distribution since 
1953, McCarthy 
joined Chrysler in 
1939 as wholesale 
representative of 
the Chrysler New York Co. and 
shortly was named a district man- 
ager in New York City. 

After a period of government 
service, he returned to Chrysler in 
September, 1945. McCarthy was 
promoted to sales executive on the 
factory staff in 1952. 


Wall to Head 
Sales at MoPar 


DETROIT. Appointment of 
Samuel J. Wall as general sales 
manager of Chrysler Corp. MoPar 
division has been 
announced by T. 
E. Waterfall, 
president. 

Wall joined the 
MoPar sales or- 
ganization in 1934. 
He was trans- 
ferred to Chicago 
depot as manager 
in 1944. 

After returning 2 
to Boston in 1946 ke 
as regional parts S. J. Wall 
manager, he was named director 
of parts wholesaling for the divi- 
sion in 1948. Wall was appointed 
assistant sales manager in 1953 and 
has served as director of sales 
since June of 1954. 


Ford Honors Gillespie 


SAN ANTONIO. — Gillespie Mo- 
tor Co. headed by Frank M. Gilles- 
pie sr., has been presented the 1954 





G. J. McCarthy 








alls), how an engine operates. The dealer- | Four-Letter dealer award by Ford. 


ship is sponsoring “Gas, Gaskets and 


The firm has won the honor for 


Glamor," an auto maintenance course for | the past five years. A. Y. Edwards, 
women drivers. Looking on are Mrs. Green- | Ford district sales manager, made 





wood's children. 


the presentation. 









~ ADVERTISEMENT 


MARKET RESEARCH— 
CHRYSLER CORPORATION 


Manager and Staff Men 

The Chrysler Corporation seeks an outstanding 
individual to manage and several experienced per- 
sons to staff expanding market research activities. 

Work will be part of a broad program of busi- 
ness research and will present real challenges and 
opportunities. Fields of study will include product 
design and acceptance, consumers, dealers, adver- 
tising and others. 

Individuals sought are those with the following 
characteristics: 


Staff Men 

a. Experienced in the types of research on which 
management decisions are based, rather than 
experienced chiefly on projects designed for 
promotional purposes. 

b. Of proven ability to reduce marketing prob- 
lems to workable hypotheses and experienced 
in the design and construction of question- 
naires to test them. 

c. Technically proficient in all relevant statistical 
techniques, including scientific sample design 
and significance testing. 

d. Thoroughly familiar with the problems and 
advantages of interview and mail survey tech- 
niques. 

e. Experienced in analysis of research results and 
their written and oral presentation to manage- 
ment with the use of visual aids. 


Manager 
The individual selected to manage this market 
research activity will possess all of the quali- 
fications listed above, but in greater degree 
than would be expected of staff men. 
In addition, this individual must be able to con- 
fer with top management people in diverse ac- 
tivities—product design and analysis, adver- 
tising, sales planning and management and 
others—and counsel them on market research 
matters. 
He will, of course, be able to direct the work 
of others. 
This is a fine opportunity for an individual who 
is working successfully as market research 
manager, or assistant manager, who is capable 
of further growth and development but who 
finds himself limited in his present work. 


Salaries will be commensurate with responsi- 
bilities assigned. Opportunities will grow with 
the department. 

Send resume of education and work experience, 
personal data and references, to Business Re- 
search, Chrysler Corporation, Box 1919, Detroit 
31, Michigan. Replies will be held in confidence. 


























Aluminum container supported by Hi-ten steel 
steel tubing. Capacity of hopper... . up to 
$00 cubic feet, capable of handling 130 barrels 
of heavy powders in most states. Gasoline 
motor powered screw device operates on an 
incline toward the rear permitting a discharge 
height of approximately 44 inches. Can be 
used as Bottom -Hopper Dump as well as a 
Screw-Type rear discharge unit. 


SOOO HHHSEEESESOHEHEHHOSEEOEOSOSEOEOEEEOESESESESEEEE 
SHOSSSHSHSSHSSSSSSESSSEHSHSESRSSESESESSESESESESESESESESESES 


Special units available to meet state requirements 





Distributors In Principal Cities 
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Used-Car Auctions 





(Continued from Page 49) 


Super 4-dr., $350*, ‘49 (88) Holiday, 
$150*. 

PACKARD—’53 Clipper 2-dr., $840. ‘51 
4-dr., $375. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
910*. ’54 Belvedere 4-dr., $1,165*, $1,- 
075. '53 Cranbrook 4-dr., $690. 50 Spe- 
cial Deluxe conv., $500. 

PONTIAC—’55 Chieftain (8) 4-dr., $2,- 
165*. ’54 Chieftain (8) 4-dr., $1,570*. | 
’53 Chieftain (8) 2-dr., $1,020; 4-dr., 
$985*. ’52 Chieftain (8) Catalina, $775*, 
$705*. ’51 Silver Streak (8) 2-dr., $495. 

STUDEBAKER—’53 Champion 2-dr., $675. 
’52 Champion 2-dr., $355. '50 Champion 
club coupe, $325; 2-dr., $155; 4-dr., $135. 


MANHEIM, PA. 


(Manheim Auto Sales & Auction, Inc. 
Sale every Friday. Prices are for sale of 
May 13.) 

(Market good, Sold 184 cars out of 
246 offerings.) 





BUICK—’55 Century Riviera 2-dr., $2,630°. 
’564 RM 4-dr., $1,730* (ps). '53 Super 
Riviera 2-dr., $1,440*; Special 4-dr., 
$1,130*. ’52 Special Riviera, $930; Super 
4-dr., $910*. '51 Special Riviera, $750*; 
Super station wagon, $595*. ’50 Special 
4-dr., $500°*. 

CADILLAC—’55 Eldorado conv., $5,900° 
(ps). °52 (62) coupe deVille, $2,050*; 
4-dr., $1,490*; (75) 4-dr., $1,850*. 

CHEVROLET—’ 54 Bel Air 2-dr., $1,585°; 
One-fifty station wagon, $1,270; Two- 
ten 2-dr., $1,150. "53 Bel Air 2-dr., $1,- 
125*; Two-ten club coupe, $850; One- | 
fifty 2-dr., $750; Delivery sedan, $520. 

CHRYSLER — ’52 Windsor 4-dr., $810*; 
Saratoga 4-dr., $670. 51 NY 4-dr., $390*. 

DeSOTO—’ 52 club coupe, $610. ’51 Custom 
4-dr., $610, $525*. °50 conv., $485. °47 
Custom 4-dr., $175. 

DODGE—’54 Meadowbrook coupe, $1,225; 
4-dr., $1,200, $1,195, $1,130. ’°53 Coronet 
Diplomat, $1,120*. ’50 Business coupe, 
$290. 

FORD—’55 Thunderbird, $2,850; Custom 
(8) Country sedan, $2,125; %-ton pick- | 
up, $1,300. ’54 Custom (8) 4-dr., $1,270; 
2-dr., $1,180*; Main (8) 2-dr., $965. '53 
Crest (8) Victoria, $1,210. ’52 Custom 
(8) 2-dr., $860*; Main (8) 2-dr., $600. 

HUDSON—’'54 Jet 4-dr., $610. °53 Hornet | 
Hard Top, $990*, ‘52 Wasp 2-dr., $410. 

KAISER—’53 4-dr., $575*. '52 4-dr., $590*. | 

MERCURY—’ 54 Monterey Sun Valley, $1,- 
810*; 2-dr., $1,690. '53 Monterey coupe, 


$1,425*; 4-dr., $1,325*; station wagon, | 
$1,410. '52 club coupe, $830. ’50 4-dr., | 
$670*. 

NASH—’54 Metropolitan coupe, $720. ‘53 
Super 4-dr., $850. '51 Statesman 4-dr., 
$260. °50 Rambler conv., $375; States- 
man 4-dr., $255. °49 (600) 4-dr., $125. 

OLDSMOBILE—’54 (88) 4-dr., $1,950*; 
Super 2-dr., $1,725*. °53 (98) conv., 
$1,610"; 4-dr., $1,525*; conv., $1,360*; 
(88) 4-dr., $1,390*. ’52 (88) Super 4-dr.. 
$975. °51 (88) Super 4-dr., $650°. 

PACKARD — ’'52 4-dr., $935*. °51 4-dr., | 
$480*, '50 4-dr., $260. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
925; Savoy 4-dr., $1,875. ’53 Cranbrook 
4-dr., $890; Cambridge 4-dr., $760; 2-dr., 
$710. °’51 Cranbrook 4-dr., $520. °49 
Special Deluxe conv., $500. '48 Deluxe 
2-dr., $165. 

PONTIAC—’55 Chieftain (8) Catalina, $2,- 
185*; 2-dr., $2,080. °52 Chieftain (8) 
4-dr., $900*. °51 Chieftain (8) Catalina, 
$785*; 4-dr., $610*. °50 Silver Streak 
(8) Catalina, $640*. °'47 Torpedo (8) 
4-dr., $105. 

STUDEBAKER—’53 Champion 4-dr., $800. 


FARGO, N. D. 


(Tri-State Auction Co, Sale every Thurs- 
day. Prices are for sale of May 12.) 
(Market picking up on ’51 to ’53 mod- 
els. Bidding active. Sold 53 cars out of 
98 offerings.) 
BUICK—’53 Super 4-dr., $1,250*, $1,175*. 
"52 Super 4-dr., $955*; Riviera, $885*. 
CADILLAC—’51 (62) 4-dr., $1,450*. 
CHEVROLET—’55 One-fifty (6) 4-dr., $1,- 
610. ’°54 Bel Air Hard Top, $1,495*; Two- 
ten 4-dr., $1,200°. °53 Bel Air 2-dr., 
$935*; Two-ten 4-dr., $925, $845; 2-dr., 
$835; One-fifty 2-dr., $740. "52 SL Spe- 
cial Business coupe, $430. ’51 SL Deluxe 
Bel Air, $595; 4-dr., $530, $505; 2-dr., 
$570. '50 SL Deluxe 4-dr., $325*. 
CHRYSLER—’52 Imperial 4-dr., $900*. ’50 
Windsor 4-dr., $340*. 
DODGE—’53 Meadowbrook 4-dr., $750*. 
FORD—’55 Fairlane (8) Country Squire, 
$2,550; sedan, $2,025; 4-dr., $1,935*; 
Main (6) Ranch Wagon, $1,870. ’53 Main 
(6) sedan, $905, $775. ’51 2-ton stake, 
$745; Custom (8) club coupe, $650; De- 
luxe (6) 2-dr., $425. ’50 Custom (8) 4- 
dr., $475. ’'49 Custom (8) club coupe, 
$285, $240. '48 Deluxe (8) 2-dr., $140. 
MERCURY—’54 Monterey 4-dr., $1,645*; 
Custom 4-dr., $1,530. 51 Custom 4-dr., 
$555*. °49 4-dr., $255. ’46 coupe, $105. 
NASH—’51 Statesman 4-dr., $375; Ambas- 
sador 4-dr., $295*. 
— — '55 (88) 4-dr., $2,350° 
ps). 
PLYMOUTH—’54 Plaza 2-dr., $1,090*. ’49 
Special Deluxe Suburban, $375; 4-dr., 


$190. 
STUDEBAKER — ’'53 Commander Land 
Cruiser, $900*. 
WILLYS—’53 station wagon, $735. 
. . * 





— Auctions in Brief — 


BOUND BROOK, N. J. 
Plainfield Auto Auction. Sale every Fri- 
day (May 13). Demand for clean cars 
strong. Sold 80 percent of offerings today. 


HARRODSBURG, KY. 

Blue Grass Auto Auction. Sale every 
Thursday (May 12). Nice, clean cars are 
bringing the high dollars. We had another 
fine sale today with a very high percentage 


sold. 
WINDSOR, VA. 

Windsor Auto Auction. Sale every Thurs- 
day (May 12). Over 225 cars at the sale 
this week, and about 83 percent of them 
were sold, 

EBENSBURG, PA. 

Ebensburg Auto Auction Co. Sale every 
Thursday (May 12). Potential strikes ap- 
parently affecting number of consignments 
as well as dealers’ reluctance to sell. Prices 
good on good offerings. Sold 78 cars out 
of 109 offerings. 





GLASS-NU, the amazing new glass polishing compound, 
removes surface scratches and abrasions from windshields . 


mae Lael les 


Glass-N 


.»- inexpensive for 
your used cars! 


GLASS SC 





with inviting profits to you! 


FAST—GLASS-NU can be applied in a matter of minutes 


. .. thus saving valuable service department time. 


EASY TO USE—your service personnel can achieve 
sparkling results with GLASS-NU . . . without specialized training. 


PROFITABLE—low cost of GLASS-NU application makes 
this an attractive service to customers—a profitable service for you! 
GLASS-NU saves you money. Allows you to polish rather than 


replace used car windshields. 


AVOID COSTLY GLASS REPLACEMENTS! 
VEY BRASS ILS 


P.O. BOX 89 « DETROIT 12, MICH. 


NEW BUMPA-TEL SIGN 


Write today 
for FREE 


brochure 


Signs Are Shipped 1 to 5 in Bundle via Parcel Post. Postage to Be Added. 


HASTINGS MOTOR COMPANY 
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Does Not Interfere with Operat 

Available for all 1955 GM Cars Except Cadillac 

Available for all 1955 Ford Cars Ex Lincoln 

Available for all 1955 Chrysler Cars Except Imperial 
Also Available for Packard and Nash 

® After original installation. 

State Make and Model When Ordering 


$16.50 Lettered — $12.50 Unlettered 
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AUTOMOTIVE NEWS, MAY 23, 1955 
Car Pace Eases in Week ... 


Car, Truck Output Estimates 


| By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 


Week Week Jan. 1 Jan. 1 
May 21 Week, May 13 1988, May 22, May 21, 
1955 1954* 1955 ToDate 1954" 1955* 

sMERICAN MOTORS 2,575 1,897 4,865 11,973 41,384 82,574 
FAST onset ees 595 821 1,007 2,595 10,619 28,973 
SS Eee 1,980 1,076 3,858 9,378 30,765 53,601 
(HRYSLER CORP. ... 29,060 15,954 29,815 89,848 311,232 641,296 
Chrysler... 4,260 1,834 4,265 12,476 49,150 38,289 
DeSoto ........-- 2,800 1,277 2,862 8,613 32,850 66,142 
ONTO onsen ssstsssescsnestene 7,000 3,109 6,838 19,040 56,009 148,909 
Plymouth Tiasccomntvacbereuns 15,000 9,734 15,850 49,719 173,223 337,956 
foORD MOTOR. .............. 48,680 38,122 48,676 143,747 773,211 902,301 
BE cncassssesossesseosessssessosees 87,100 31,800 36,903 109,811 623,411 102,359 
Lincoln .... “ 800 721 1,006 2,664 19,246 18,306 
Mercury  ...........:cccee 10,780 5,601 10,767 31,272 130,554 181,636 
(ENERAL MOTORS .. 90,829 66,959 89,187 265,368 1,262,108 1,680,683 
BBRIONE nn .ccsscssccccesscersscossee 19,187 12,374 18,722 54,637 237,406 339,396 
COG on... ceeeecccereees 8,200 3,044 3,220 9,625 49,410 66,767 
Chevrolet 40,200 32,914 39,855 118,469 630,135 162,689 
Oldsmobile _................. 14,192 10,525 14,040 42,404 178,867 258,498 
PERC onc eeesscsecesscces.ceoree 14,100 8,102 13,300 40,238 166,290 253,333 
KAISER MOTORS 100 652 71 190 11,883 5,849 
eee ; 100 280 71 190 4,607 190 
fa ictnsnccatinn sshd eee 7,276 5,659 
+P CORP. 4,525 2,920 5,086 14,769 52,967 96,380 
Packard 2,075 710 2,027 6,143 16,434 33,674 
Studebaker 2,450 2,210 3,059 8,626 36,533 63,206 
Total Cars, U. S. ......175,769 126,504 177,650 525,895 2,452,785 3,409,583 








COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 














Week Week Jan. 1 Jan. 1 
Ended Same Ended May, To To 
May 21, Week, May 13, 1955, May 22, May 21, 
1955 1954* 1955* 'o Date 1954* 1955* 
CHEVROLET ................ 11,600 7,071 11,548 34,034 153,630 144,899 
DIAMOND T ................. 150 78 139 439 1,485 2,148 
SES dcdeocs vosbs vasnss cuvbcesset 80 80 80 240 1,626 1,386 
SDD: erxibisvecstnscsnsisocousnes 2,900 1,791 2,893 8,357 39,329 38,492 
IN: scdsccssecilecsuamisieesiescunie 7,420 6,248 7,223 21,612 139,055 155,437 
éMC 1,955 3,097 9,085 40,563 34,846 
INTERNATIONAL. ...... 2,865 2,267 3,101 9,371 46,227 52,102 
EE  Sieicrsitsnsinaancssdonsseseus 330 100 242 774 2,856° 4,766) 
REO ........... 120 224 120 360 4,689 2,003 
STUDEBAKER. ............ 410 420 476 1,386 5,880 9,020 
WHITE 300 227 301 899 5,023 6,137 
IES <i. sskesasapiintussassbune 1,750 1,595 1,670 5,218 25,749 31,087 
MISCELLANEOUS ...... 100 93 100 300 2,970 2,020 
Total Trucks, U. S. .. 30,975 22,149 30,990 92,025 469,082 484,343 
Total Cars, Trucks, 
ST coiihnecattsseeiansenannead 206,744 148,653 208,640 617,920 2,921,867 3,893,926 
Total Cars, Trucks, 
RI (dh cpaseccticacsessanes 13,590 10,201 13,469 40,698 217,921 206,174 
Grand Total, 


Cars and Trucks, 


U. S. and Canada....220,334 158,854 222,109 658,618 3,139,788 4,100,100 
‘Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Federal, ete. 


¥.B.: All U. S. totals include cars and trucks for military orders. 


WASHINGTON. — Three states 
have increased truck size and 
veight limits, and 13 others have 
liberalized size provisions, accord- 
ing to a National Highway Users 
Conference survey. 

A new Idaho law alters the table 
of axle spacing to range from 30,500 
bounds to 76,800 pounds, the pre- 
vious table having ranged from 30,- 
00 to 72,000 pounds. For vehicles 
hauling logs, aggregate, cattle or 
farm products, axle and wheel load 
limits are increased by 5 percent 
ind a special table of axle spacing 
fanging from 37,800 pounds to 79,- 
0 pounds is provided. 

New Mexico has increased load 
limits for single wheels to 11,000 
Pounds; for single axles to 21,600 
bounds, and for tandem axles to 

pounds. The new table of 

ia, weting ranges from 34,320 

’ un 
to 76.00 ee stead of 32,000 
aa anington has increased the 
%8,000 aaa two-axle trailers to 

New laws in Montana, New Mex- 

and Washington permit com- 


Truck Limits Relaxed 


Three States Increase Weight Limits, 
13 Others Ease Size Curbs 


binations of truck-tractor, semi- 
trailer and trailer. Wyoming per- 
mits combinations of three single 
units, and Arkansas has eliminated 
its restriction on permissible num- 
ber of units. 

Combination length limits were 
increased from 45 to 50 feet in 
North Dakota and Texas. Single 
unit length restrictions were 
upped to 40 feet in Idaho on 
designated highways and in North 
Dakota for all three-axle vehicles. 
An increase in height limits to 

13% feet is provided for by new 
laws in New Mexico, Arkansas, 
Wyoming and Indiana. Minnesota 
now permits a height of 13% feet 
for auto transporters, Washington 
allows 13% feet in height to auto 
transports and covered van-type 
vehicles, and Maryland permits 
vehicles loaded with baled hay or 
straw to be 13% feet high. 

A width of 102 inches for buses 
is permitted by a new law in Colo- 
rado, and eight other states have 
enacted laws permitting such a 
width for buses, subject to various 
limitations. 


Year’s Vehicle Output 
Nears Four Million 


Truck output for the five-month 
period is running about 10.6 per- 
cent ahead of its 1954 pace. 

& * * 
ECORD - BREAKING perform- 
ances at Ford Motor Co. and 

Pontiac and Oldsmobile divisions of 
General Motors, coupled with con- 
tinued heavy schedules at Chevro- 
let and Buick, were the main fac- 
tors in keeping production from 
slipping further last week. 

Ford Motor, which has been re- 
writing the record book continu- 
ously this month, did it again 
last week as it established new 
marks in both car and car-truck 
production. 

Its new mark of 48,680 cars ex- 
ceeded the record 48,676 cars pro- 
duced the previous week, while its 
assembly of 56,100 cars and trucks 
last week erased its old mark of 
55,899 established the previous 
week. 


Individual records established last 





Obituaries 


Ray L. Newton, 63, 


‘Cadillac Sales Aide 


HIGHLAND PARK, Mich.—Ray 
L. Newton, 63, assistant general 
sales manager of Cadillac, died 
unexpectedly May 17 at his home 
in this Detroit suburb. 

Born in Stoneham, Mass., Mr. 
Newton had been associated with 
Cadillac for 35 years. He was a 
graduate of Dartmouth College. 

* * x 


John E. Casey, 64, 
Lincoln Engineering 


ST. LOUIS. — John E. Casey, for 
many years De- 
troit factory rep- 
resentative for 
Lincoln Engineer- 
ing Co., St. Louis, 
died May 14 in a 
hospital at Evans- 
ton, Ill. 

Mr. Casey was 
a veteran auto- 
motive industry 
= man. He entered 

the automobile 
John E. Casey = business in 1907 
with Reo. He was 64 years old. 
* * * 
Charles F. Wright 

SEATTLE.—Charles F, Wright, 68, for 
several years operator of the Cadillac 
wholesale and retail sales outlet in Ta- 
coma, Wash., died at his home here May 
8 after a heart attack. 

* * * 
Ted Hill 

KANSAS CITY. — Ted Hill, 65, owner 
of the Ted Hill Chevrolet Co., Raytown, 
Kans., died in St. Mary’s hospital. He 
had been a dealer for 19 years. He was a 
member of the Greater Kansas City Chev- 
rolet Dealers Assn. 

. * * 
Steve M. Solomon 
MACON, Ga.—Steve M. Solomon, prom- 


inent automobile dealer here for 33 years, 
died May 11 after a brief illness. 


* * 7” 


Jacob M. Press 
CHICAGO. — Jacob M. Press, 79, owner 
of Joseph M. Press Sons’ Co., commercial 
body builders for trucks, died here May 
11, The firm will be carried on by the 
family. 








* * * 


Raymond A. Butler 

TOTTENVILLE, N. Y. — Raymond A. 
Butler, 60, died of a heart attack Apr. 18 
at his farm at Asbury, N. J. He founded 
the Raymond A. Butler & Son (Dodge- 
Plymouth) dealership here, and was past 
president of the Richmond County Auto- 
mobile Dealers Assn. 


* * * 


Richard Alfred Powell 
WILKES-BARRE, Pa. — Richard Alfred 


Powell, sales manager for Bonner Chevro- 


let Co., died here recently. 


oS a s 
Lloyd Stevens 
BAINBRIDGE, 0. — Lioyd Stevens of 


Stevens & Brown, Inc., 
died here at the age of 54. 


Ford dealership, 


* * * 
Alfred E. Yarbrough 
SPARTA, Ga. — Alfred E. Yarbrough, 


72, retired automobile dealer, died unex- 
pectedly at his home May 9. 


Walter F. Smith 
CORTLAND, N. Y. — Walter F. Smith, 
33, purchasing agent for Brockway Motors 
ain died here May 10 following a brief 
ness. 





(Continued from Page 1) 


trucks during the first five months.|week by Ford division and Mer- 


cury were as follows: 


* * * 
1 A NEW five-day mark of 31,810 

* cars produced by Ford division, 
erasing the old high of 31,632 set 
during the previous week. 

2. A new six-day mark of 37,100 
cars by Ford division, breaking the 
old high of 36,903 established dur- 
ing the week ended May 14. 


3. A new five-day mark of 38,130 
cars and trucks, erasing the old 
high of 37,780 set the previous 
week. 

4. A new six-day mark of 44,520 
cars and trucks, breaking the old 
high of 44,126 reached during the 
previous week. 

5. A new weekly record of 10,780 
cars built by Mercury, eclipsing the 

old high of 10,767 units built the 
previous week. 
* aa * 

| i ADDITION, Mercury estab- 

lished a new daily mark with 
the production of 2,041 cars on May 
17. That erased the old high of 
1,988 set on May 12, and was the 
second time during the previous 
week that a new daily mark was 
set. The previous high was 1,968 
set on May 11. 

Ford division also set a new 
daily mark the previous week, 
when it built 6,404 cars on May 
12. That erased the old high of 
6.367 set on Apr. 12. 

Both Oldsmobile and Pontiac 
scheduled record production last 
week as they continued their bat- 

tle for fifth place among the pro- 
ducers. Oldsmobile’s production of 
14,192 cars last week erased its old 
high of 14,172 set during the week 
ended May 7, while Pontiac’s sched- 
ule of 14,100 assemblies last week 
just edged its old high of 14,012 set 
during the week ended March 27. 
2 = 7 


Buick for the first time this year 
went ahead of Plymouth last 
week in their battle for the third 
svot among the major producers. 
Buick’s schedule of 19.137 cars last 
week brought its to-date figures to 
339,396 cars, while Plymouth, ham- 
pered by walkout at the corpora- 
tion body plant in Detroit, sched- 
uled only 15,000 completions. Its 
total completions as of last Satur- 
day stood at 337,956 cars, or 1,440 
units fewer than Buick. 

Chevrolet scheduled 40,200 as- 
semblies last week, while Cadil- 
lac remained steady in the 3,200 
bracket. Cadillac announced there 
will be no more Saturday work 
at that division during the re- 
mainder of the 1955 model year. 

Studebaker reduced output pro- 
jections for the week to 2,450 cars 
last week, after mechanical break- 
downs curtailed production on 
Tuesday. Packard remained steady 
at the 2,000 mark. 

+. cd *” 

ASH and Hudson both cut 

schedules last week as labor 

troubles halted output at the Ke- 
nosha plant for two days. The re- 
sult was that just 2,575 cars rolled 
from company lines last week. 

Kaiser scheduled 100 cars last 
week, while Chrysler division, 
Dodge and DeSoto remained steady 
in the 4,200, 7,000 and 2,800 brack- 
ets. respectively. 

Chrysler Corp.’s overall produc- 
tion of 29,060 cars last week was 
just 16.5 percent of total industry 
output, or nearly 2 percent off its 
normal] pace. 





Twin Cities Comparing 
Low-Priced Three 
APOLIS. — Twenty- 


MINNE 
| three Plymouth dealers are dis- 


playing Chevrolets and Fords 
alongside Plymouths in a five- 
week “Plymouth dares to com- 
pare” campaign. 

Harold Barnett, president of 
the Twin City Plymouth Dealers 
Assn., said that a “notarized cer- 
tificate in Plymouth showrooms 
will legally attest to the honest 
comparison that will be made by 
Plymouth dealers.” 





r 


ADVERTISEMENT 





DETROIT, May 23—America’s 
most fabulous amusement park— 
DISNEYLAND PARK—near Ana- 
heim, California—opens its gates 
on July 17th. Covering 1600 acres, 
this combination world’s amuse- 
ment park and playground is ex- 
pected to entertain 5,000,000 
vistors annually—60% of them 
from East of the Mississippi. The 
Nash display will be among the 
principal features of the fantastic 
park. Here visitors from all over the 
country will see glamorous exhibits 
of Nash cars and other American 
Motors products. 


Less than 5 years ago, Jerry Bulandr 
was hunted by the Communists in 
Czechoslovakia. As president of the 
Friends of the United States, an organi- 
zation devoted to telling Czechs about 
the American way of life, Jerry was 
considered a deviationist. He escaped to 
West Germany and then to the United 
States. When he arrived, he could not 
5 English and had less than $7 in 

is pocket. Today, Jerry Bulandr is sales 
manager of Ch i Auto Sales & 


Service, a large Nash dealership. 





“Black? You always did want to 
be conspicuous!” 

The impact of new body colors on the 
buying consciousness is graphically illus- 
trated by an experience recently reported 
by one Nash dealer. A husband and 
wife entered the showroom to buy a 1955 
Nash. When the husband inquired if he 
could buy a solid black car, the wife 
said indignantly—‘‘Black? You always 
did want to be conspicuous!” 

= 


Realizing that a sound service 
operation builds dealer profits and 
results in repeat new car sales, 
Nash Motors has launched an in- 
tensive program to help dealers 
boost their service absorption rate. 
Each zone official has been supplied 
with a special chart which shows at 
a glance where parts and service 
profits can be increased and how 
fixed overhead can be reduced. 
Under the new program, zone offi- . 
cials will not only help a dealer 
analyze his service, parts and acces- 
sory sales operations, but will strive 
to help reduce total fixed expense 
by reviewing all phases of dealer- 
ship operations. 


Reports received from dealers at the 
halfway point of the current Nash Deal. 
ers Disney Toyland Program indicate 
that the floor traffic generated by this 
promotion is exceeding all expectations. 
In every section of the country and in 
communities of every size, the young- 
sters are insisting that their parents 
visit a Nash dealership where the chil- 
dren get a chance on one of the unusual 
Disney Toys and the adults have a 
chance to win one of four Nash cars. 


ALL INTERESTED PARTIES CAN 
RECEIVE FULL INFORMATION 
ABOUT THE DEALER VOLUME 
INVESTMENT FUND AND THE 
LIBERAL PROVISIONS OF THE 
NASH FRANCHISE BY WRITING 
IN CONFIDENCE TO DEALER 
DEVELOPMENT DEPARTMENT, 
NASH MOTORS DIVISION, 
AMERICAN MOTORS CORP., 
14250 PLYMOUTH ROAD, 
DETROIT 32, MICHIGAN. 
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Ohio Judge Finds 
‘No Fraud’ in 


Bootlegging Case 


YOUNGSTOWN, O.—Auto boot- 
legging charges against Anthony 
P. (Tony) La Fatch, of Akron, have 
been dismissed by Mahoning Coun- 
ty Common Pleas Judge Harold 
B. Doyle. 

Judge Doyle agreed with a state- 
ment by Prosecutor William A. 
Ambrose that there had been no 
fraud and no laws violated in the 
bootlegging operation. 

A grand jury had indicted La 
Fatch last May for purchasing and 
registering cars under the assumed 
name, Tony Long. 

La Fatch bought them from 
James A. Henderson Co., here, stat- 
ing that he was an agent for a 

i non-existent firm, the Hollywood 
(Fla.) Car Rental Agency. 

The cars were later shipped out 
of Ohio and sold. 

Judge Doyle held that the state 
was not defrauded of any sales- 
tax money as was believed at the 
time of the indictment. It was also 
shown that Henderson had been 


paid in full for the cars at ae 


time of delivery. 
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CLASSIFIED WANT ADS. 


Reaching an estimated 150,000 
RATES: TWENTY-TWO CENTS 


iad T ia) 


(22¢) 


engaged in all 


PER WORD FOR EACH 


branches of the nation's automotive 
INSERTION. 


industry. 
POSITION WANTED ADS, 


lle PER WORD. PAYMENT IN ADVANCE-OF INSERTION REQUIRED. Ads may be Signed with full name 
and address at regular rates. Add One Dollar ($1) per insertion for use of a box number. Replies to 
Box Number ads are forwarded to advertiser, unopened. Display ads: $12.30 per column inch. CLOSING 
TEN DAYS IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request. 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


HELP WANTED 


WE ARE DESIROUS of employing sales 


manager with high volume, quality op- 
eration, with proven outstanding results 
in new and used car sales. We have one 
of the largest and nicest operations in 
Florida. Our potential far exceeds pres- 
ent sales. If you can qualify and would 
like to locate permanently in Florida, 
write Box 4939, c/o Automotive News, 
Detroit 26. 


AUTOMOBILE SALES MANAGER, Expe- 


rienced man to take complete- charge 
sales new and used cars, large metro- 
politan Boston GM dealer. Liberal com- 
pensation plan for the right man, Box 
4925, c/o Automotive News, Detroit 26. 


OFFICE MANAGER and accountant for a 


southern New England Ford dealer, city 
of 37,000. Good salary and other benefits. 
Give full details of experience and job 
record. Box 4926, c/o Automotive News, 
Detroit 26. 








BOOKKEEPER: 





HELP WANTED 


SALES MANAGER — AGGRESSIVE, vol- 


ume minded, profit keyed man can earn 
$12,000 plus with 800 car Ford dealer- 
ship, Metropolitan Western Massachu- 
setts. Harold Kent, Chicopee, Mass. 


Familiar with Chrysler 
automobile business preferred but not 
absolutely necessary. Some shorthand, 
typing necessary. Woman preferred. Paid 
vacations and insurance. State experi- 
ence, references, age, married or single. 
Do not apply unless you want a steady 
position with an old established firm. 
Kann & Co., Manistee, Mich. 


AUTOMOBILE SALESMAN WANTED. 


Chrysler-Plymouth products. We have an 
opening for a senior salesman with a 
proven sales record. This is an excep- 
tional opportunity if you can qualify. 
Start immediately. Apply P. O. Box 206, 
Newark, Ohio, or Phone DI 4-1010. 


LEADING USED-CAR AUCTIONS 
IN THE NATION 


Frequency Rates: Minimum space, 1 inch on 1 column—Maximum: 5 inches on 2 columns— 


Contact WANT AD DEPT., Automotive News, Detroit 26, Mich. 





MIDDLE ATLANTIC 


NEW YORK CITY'S 
SKYLINE 


| AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You ore 100% safe because ail titles 


and checks are insured 
EVERY TUESDAY 12:30 P.M. 


oi GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


AUTO AUCTION 


TIM ANSPACH 


"Midway," Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 





NEW JERSEY'S ORIGINAL 
AND ONLY AUCTION 
LEBANON AUTO AUCTION, INC. 
On Route 22—3 miles west of N. Plainfield 
Sale Every Wednesday at 12 Noon 
Dunellen 2-0915 and Dunellen 2-9849 








‘ 


SYRACUSE 


AUTO AUCTION 
HOME OF CLEAN CARS 
Center of Empire State 


Accessible by train, plane or bus 
All titles and checks insured 


EVERY WEDNESDAY AT NOON 


Irving C. Mendore, Owner 
Cortland, N. Y. 


z 
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MANHEIM AUTO 
AUCTION 


MANHEIM, PA. 


On Route No. 72—4 Miles Off 
Pa. Turnpike 


10 year continuous operation 
Exclusive dealer auction 
Checks & Titles guarasteed 


Sale every Friday 10:00 A.M. sharp 


Modern 6idg. & Restaurant 
Member of N.U.C.D.A. & N.AAA. 


i Phone Manheim 5-2401 








EAST NORTH CENTRAL 





WES COON 
AUTO AUCTION 


GRAND RIVER and Telegraph 
U. S$. 16 and 24 


THURSDAY 
AT 12:30 P.M. 


Michigan's Fastest Growing 
Auction 


KE. 1-9694 








COOPERSVILLE 
AUTO AUCTION 
Every Tuesday Night 

8 Years Old 
14 Miles on ¢ oy Rapids, Mich. 








GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Haif oie west of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
Af 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill” Nagy 
“Michigan's Best’ 
Phone: ARdmore 6-4720 








MONTPELIER AUTO AUCTION CO. 


MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S$. Powte 20A 


Prene 9009 











ATTENTION DEALERS 


CLEVELAND AUTO AUCTION 


will be held every 


TUESDAY instead of WEDNESDAY 


BEGINNING TUESDAY, JUNE 7th 





MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


Dealers Only 


Sale Every Monday— 
11:00 a.m. 


The best selection of both cur- 
rent and used models in U.S.A. 
First class service in auto trans- 
ports, driveaway and tow bar 
drivers. 


COLORADO AUTO AUCTION 
issues own check in payment of 
cars. All "51s and later are 
guaranteed against defective 
blocks, transmissions, differen- 
tials, motors, taxis and flood 
cars. 


Member of NUCDA, NAAA, 
Inc., and Denver Better Business 
Bureau. 


— Owners — 
Francis R. Cassell 
Carroll Kopfer 


George A. Lamb, Mgr. 
Phone Denver, SUnset 1-7821 


Wire COLORADO AUTO 
AUCTION FAX 
Denver, Colorado 


AUCTIONEERS: 


Colonels Johnny Wood and 
Dean Davis 





EAST SOUTH CENTRAL 








MANEY 


AUTO AUCTION 
HUNTSVILLE, ALA. 











HELP WANTED 


WANTED—GENERAL MANAGER, A life- 
time opportunity is now available for 
the man who qualifies. Management of 
volume Ford dealership with good salary 
and liberal percentage of net profit be- 
fore income taxes covered by written 
contract. For the right man, will also 
consider written agreement for purchase 
of substantial interest from bonus. Look- 
ing for experienced young proven mer- 
chandiser with executive qualifications 
but not necessarily management experi- 
ence other than sales, Reply, giving full 
personal and business history on strictly 
confidential basis. Box 4911, c/o Auto- 
motive News, Detroit 26. 


SALES MANAGER, under 40 years, for 
500 car Chevrolet dealership in single 
dealer town near Chicago. The man we 
are looking for is already employed, pref- 





erably in a Chevrolet dealership, as sales | 


manager or assistant who wants to bet- 
ter himself. Must be aggressive and able 
to direct sales force and have thorough 
knowledge of used car values and mer- 
chandising. The best references as to 
character, integrity and ability are essen- 
tial. An excellent proposition and assured 
future for the right man. Box 4938, c/o 
Automotive News, Detroit 26. 


WANTED—MANAGING PARTNER, Will 
consider application from qualified retail 
automobile sales executive to accept full 
management responsibility operating vol- 
ume Lincoln-Mercury dealership. Inactive 


owner. Liberal salary and percentage of | 
net profits, Will also consider selling part | 


or all interest over period of time. Reply 
with complete details past experience. 
This is an outstanding opportunity. Box 
4912, c/o Automotive News, Detroit 26. 





AUTOMOBILE DISTRICT MANAGER 


We need two experienced district managers | 


for territories in metropolitan New York area. 
Good opportunity for hard working produc- 
ers. Give full resume in first letter including 
salary desired. 

Reply Box 4937, c/o Automotive News, 


Detroit 26. 





EXPERIENCED USED CAR manager for 
a west side Detroit metropolitan Ford 
dealer. Good salary and incentive bonus. 
References requested. Box 4941, c/o Au- 
tomotive News, Detroit 26. 


POSITION WANTED 


To encourage this classification for the 
benefit of those seeking employment, 
Wanted Ads are accepted at 
half regulor rates, namely (Rian li 
word for each insertion. $1.00 per in- 
sertion for use of a box number. Cash 
Tel halal) Half-rate does not apply 
to display ads in this section.) 


Position 





SERVICE MANAGER—Ten years’ experi- 
ence with one of the largest GM dealers 
in country. Experience with all phases of 
dealership operations. Available immedi- 
ately. Age 29, family, references. Box 
4927, c/o Automotive News, Detroit 26. 





MAN, AGE 40, moving from Chicago. Re- | 


locating Forest Hills, N. Y. as of this 
week. 17 years experience new and used 
autos, last position 5 years manager, re- 
liable in every respect. Will provide best 
of references. Box 4942, c/o Automotive 
News, Detroit 26. 








| 


GENERAL OR SALES manager. 


: ——, 
POSITION WANT ©» 

GENERAL MANAGER AV \! ABLE im. 
mediately for Ford or f dealership, 
Prefer city of 30,000 ani up, College, 
married, 36 years old, avcressive, golig 
background, Ten years’ of es mana, > 
ment experience with the Ford Motor of 
Excellent references, If are looking 
for a young man with ide enthusiasne 
ambition and determinati contact ¢. 
W. Corgan jr., 14 Packenhom Ave., New 


Orleans, La. Phone Victor 2571 


BUSINESS MANAGER or office manager. 


Nine years’ experience in the 
Motors accounting and business 
ment field with a large t 
Married, no children, 3: 
plenty of experience in othe 
the business besides accour 
be interested in midwest 
United States. Box 4910, c 
News, Detroit 26. 


five years’ selling experience 
and trucks—seventeen as manager at 
dealer level. Thorough knowledge of ajj 
phases of business. Proven record of 
profitable volume operation. Opportunity 
for dealer to semi-retire and still have 
income. Consider investment in desirable 
dealership. Available. Box 4929, c/o Au- 
tomotive News, Detroit 26. 


GOOD MANAGEMENT! Today's most im: 


portant factor. 18 years’ volume opera- 
tions, Hire, train, supervise. Fast moy- 
ing, dynamic energy plus ability, honesty, 
integrity you can depend on. Moved 1909 
GM in 1954, Now Chicago area (will re. 
locate), 39, family, good habits, appear- 
ance, (ex-dealer), impeachable references, 
Box 4902, c/o Automotive News, Detroit 
26. 


FINANCE EXECUTIVE. Mature, seasoned, 


heavy experience in sales operations and 
insurance, all fields automobile discount, 
appliance, personal loans and home mod- 
ernization. Long proven record with a 
national, a bank and a discount and loan 
company. Seek challenging sales job with 
progressive company. Will relocate and 
travel. Box 4928, c/o Automotive News, 
Detroit 26, 


DEALERSHIPS AVAILABLE 


GMC DEALERSHIP FOR SALE in the 


south, heart of the oil industry, in city 
with population of 175,200. New butild- 
ing with long term lease and plenty 
parking area. Best location, industria) 
area with lots of heavy duty truck ac- 
tivity. Will take about $60,000 or $70,000 
to handle. Present owner is in ill health. 
Box 4914, c/o Automotive News, Detroit 
26. 


WELL ESTABLISHED DEALERSHIP 


available, handling Chevrolet, Oldsmobile, 
Cadillac, to qualified buyer at wholesale 
inventory and depreciated equipment 
value, Dealer retiring. 200 car potential. 
Prosperous and promising area. New 
building on sensible lease. Utzinger Chev- 
rolet Co., Rock Springs, Wyo. 


DEALERSHIP HANDLING STUDEBAKER 


—30 miles from Chicago. Inventory and 
equipment priced for quick sale. Excel- 
lent location in trading area of 50,000. 
Leased building with low rent available. 
Good used car lot. Box 4907, c/o Auto- 
motive News, Detroit 26. 


TEXAS DEALER HANDLING Packard. 


Modern facilities. Excellent lease. Texas’ 
most progressive city of over 100,000. 
Priced right. Liberal terms. Write Box 
4923, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING Dodge - Piym- 


outh in midwest — 1,200 car contract. 
Leased building, moderate rent. Will sell 
for inventory plus depreciated value of 
equipment. Will finance deal. Box 4867, 
c/o Automotive News, Detroit 26. 


AGENCY HANDLING NASH. Fine busi- 


ness, excellent location — north Jersey, 
best automobile area. Top notch service 
following and parts business, Profitable 
operation. No factory pressure. Priced 
right. Box 4915, c/o Automotive News. 
Detroit 26. 


DEALERSHIP HANDLING FORD in smal! 


town in northern New England. Wish to 
sell business and will sell or lease real 
estate. Box 4934, c/o Automotive News, 
Detroit 26. 


epilation ie tiiseaataasianiaitintatninniepmemniagiiiialals 
WELL ESTABLISHED DEALERSHIP 


available handling DeSoto-Plymouth in 
Massachusetts. 60,000 residential popu- 
lation in five mile radius. Best location 
in area with excellent service return. 
_Large showroom and ample used car lot 
on premises. Will sell with building oF 
separately. Owner selling because of 
health. Box 4931, c/o Automotive News. 
Detroit 26. 





HELP WANTED 


SALESMANAGER 


BIG 3 AUTOMOBILE DEALER 


An exceptional opportunity leading to General Manager respon- 
sibility with a large long-established dealer in the Greater New 


York area. 


Should be a leading Sales Manager or General Manager with 
minimum 5 years similar background in retail automobile busi- 
ness. Requires an efficient organizer and coordinator with good 
experience in all phases of recruiting, training, sales direction, 
advertising and sales promotion; and have good personal sales 


closing ability. Age 38-45. 


SALARY $18,000 - $30,000 
commensurate with ability and experience 


AGENCY FEE PAID 


Please mail duplicate resume in confidence or phone 
W. GAIL CAMP, President 


EXECUTIVE SERVICE CORP. 


Established 1919 (Agency) 


19 West 44th St. 


Murray Hill 2-4000 


New York 36, N. Y. 
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DEALERSHIPS AVAILABLE 


FSTRIBUTORSHIP HANDLING DeBoto- 
oa, é counties, established 15 
g00 car potential. $12,000 monthly 

mer isvor, Unusual opportunity in 
west city over 276,000 population. 
Thriving industrial and agricultural ter- 
dtory. Parte, equipment only, Owner re- 
fring, Will finance part. Qualified in- 
rer wil! receive full particulars, Box 
4935, c/o Automotive News, Detroit 26. 
fALERSHIY HANDLING Chrysler- 
— in New Jersey south section. 
industrial, poultry and farming section, 
growing community. New car sales 200. 
Large used car lot, large showroom and 
puilding 8 years old, Fully equipped. 
Want to retire. Factory approval neces- 


ary. 


d, Box 4936, c/o Automotive News, 
Detroit 26. 
D RSHIP HANDLING DODGE and 
Plymouth in Texas, Located on fringe of 

metropolitan area in city of 14,000. 
Will sell or lease building, recently re- 
modeled. Potential unlimited. Excellent 
personnel. Good equipment, Owner’s ad. 
Box 4908, c/o Automotive News, Detroit 


6. 
MALERSHIP, DUAL AGENCY available 


tandling Chrsyler-Plymouth and Interna- 
tional trucks. Monthly volume $100,000. 


Owner retiring. Well established business | 


in Pacific northwest city. Will sell for 
inventory. No blue sky. Write owner’s 
representative. Box 4930, c/o Automotive 
News, Detroit 26. 


a 
PALERSHIP HANDLING Chrysler- 
Plymouth, in town of over 100,000 in 
fllinois, for sale. Dealer retiring. Will 
gill only parts, accessories and equip- 
ment. No accounts or used cars, Two 
large adjacent lots available. Same loca- 
tion 17 years. Reply Box 4932, c/o Au- 
tomotive News, Detroit 26. 


UNG BEACH, CALIFORNIA, Packard. 
$25,000 plus working capital will handle. 
No used cars or receivables. Short lease 
with renewal, Immediate possession. 
Dealer retiring. Contact Holland Long 
Beach Packard, 1212 American, 


G@D ESTABLISHED dealership, handling 
Chrysler line, with good operating or- 
ganization in large Texas city with po- 
tential of 600 to 1,000 cars. Building 
wasehold. Location excellent. Splendid 
service business. Reasonable. Box 4940, 
e/o Automotive News, Detroit 26. 


OARS FOR SALE 


We Wholesale 


ALL USED CARS 


MAX ROSNER 


MORRIS BUICK COMPANY 
14500 W. 7 MILE ROAD 
Detroit 35, Mich. 
UNiversity 4-7100 





Cash required, $30,000 balance as | 
rental. Telephone number and time re-| 





DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING MERCURY 


only. Central Texas town in center of 
large dairy and ranching area. Prompt 
replies assured. Box 4933, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP WANTED 


DEALERSHIP HANDLING Cadillac or 


Cadillac combination, Lincoln - Mercury, 
Buick or Buick combination. Do not 
want too large a dealership. Can pay 
cash, Send complete details. All corre- 
spondence strictly confidential. Factory 
approval assured. Box 4888, co Auto- 
motive News, Detroit 26. 


WILL PURCHASE General Motors, Ford | 


or Chrysler product dealership, any size, 
southeastern or southwestern coast of 
Florida. Lease building or will buy. All 
cash; consider paying some blue sky for 
desirable dealership. Factory approval 
already assured. Box 4879, c/o Automo- 
tive News, Detroit 26. 


| FORD OR CHEVROLET, single or dual, 


150-250 units, southeast coast Florida. 
Prefer to lease real estate or will buy. 
Factory approval. Box 4913, c/o Auto- 
motive News, Detroit 26. 


BUSINESS OPPORTUNITIES 





| DEALERSHIP HANDLING FORD. Will | 
less than cost on parts and | 
Contact | 


sell for 
appraised value on equipment. 
John Stamler, Stamler Motors, 
Phone Mercersburg 52, Pa. 


Inc., 


| COMPLETE GOING GARAGE business in 


county seat. Excellent opportunity for 
fireball. Price $40,000. For details, write 
Larry Carr, Broker, 1 Main St., Geneseo, 
N. Y 


DEALER SERVICES 


Nationwide Dealers 


DRIVE-A-WAY 
SERVICE 


BONDED DELIVERY OF NEW 
OR USED CARS ANYWHERE 
IN THE COUNTRY FROM 
DETROIT 


The Low Cost Will 
Amaze You 


Write for Details to 


FRED W. SCAIFE 
AAA Transportation Co. 


2929 WOODWARD AVE. 
DETROIT 1, MICH. 


Phone Temple 1-8970 


AUTO FINANCE EXECUTIVES 


Rapidly expanding automobile finance company 
requires top-flight Sales and Operations Execu- 


tives. 


These positions require men of proven ability who 
have served in similar capacities at division or 


home office levels. 


Men chosen will be expected to initiate and direct 
sales or operations programs. 


Salary scaled to responsibility. Multiple benefits. 


Apply Box 4899, c/o Automotive News, 
Detroit 26 












Small or 
Fords, 


6146 LIMEKILN PIKE 


FOR SALE 
VERY NICE CARS 


Chevrolet's 1954s—200 tudors priced way below red 
book, low value. Can be bought in lots of any number. 
large. Also 50 other cars—1949 and 1950 
tudors—fordors—coupes. 


OGONTZ MOTOR CO., INC. 
Ford Dealer 


Call, write, or wire — WAverly 4-1600 — A. G. Liles 

















PHILA. 41, PENNA. 














© Buy Right 
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DEALER SERVICES 


INVENTORY SERVICE 
BUYING OR SELLING A 
DEALERSHIP? 


Parts—Accessories—Equipment 
sinterested certified physical 
inventory will save you money 
DON'T GUESS—BE SURE 
Call or write for service details. 
AUTOMOTIVE INVENTORY 
SERVICE CO. 


PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Alse 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


SAME-DAY DELIVERY 


If it's really urgent, our company- 
owned plane will deliver, at rea- 
sonable extra cost. 


GORDON BUICK 


Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 





CARS FOR SALE 


ATTENTION DEALERS !! 


Excellent Bodies - Good Motors - Heaters 








We have for sale a nice selection of 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1951-1952 


Plymouths — Fords — Chevrolets 
1 te 500 


MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 17-2300 


SOMETHING NEW 
USED CARS DELIVERED 


fleet leased 1953 Chevrolets, Fords and 


Plymouths in all body styles. These cars 


can be delivered to your door regardless 


of location. Phone or write for informa- 
ion. 


t 


229 $. Hansen St. 





60 OARS EAG. CHRYSLER and DeSoto 


Robinson Auto Rental, Inc. 
Philedeiphie, Pa. 


lL. E Spetig, Used Car Maneger 
Sherweed 8-1500 


CARS WANTED 


oars, 
Phone IV. 75046, Lansing, Mich. 


CAR RECOVERY 


Watch this column. You may have 
the opportunity of helping to recover 
stolen property and possibly winning a 
reward 


Orme i: MMe ee ed 


can help you recover a stolen car or 
find the party who gave you a worth 
less check. Alert dealers all over the 
country in the fastest time by placing 
an ad in this section 


(See rates, opposite page) 





$50.00 REWARD LEADING to recovery 


1954 Olds Holiday coupe, motor No. 
V-89455, serial No. 5549M-10162, light 
blue with white top. Car has Miss. li- 
cense 664-409 and was to have been 
delivered to Los Angeles Auto Auction, 
80. San Gabriel, Calif. by a man signing 
himself William BE, Booher, alias James 
DeCarlo. This man had faked credentials 
as a representative for Associated Press 
out of Dallas, Texas office and is also 
known as hot check artist. Liles Bros. 
Motor Co., 719 E. Broadway, North 
Little Rock, Ark, Phone FR-5-2465. 


TRUCKS FOR SALE 


F5—48 FORD FACTORY equipped 10-ton 


power model winch—$2,000, 253 model 
48 G.M.C. factory equipped — $1,200. 
Trucks loaded with equipment, new paint 
and above average in every respect. 
Seeing is believing. Lew’s, 4025 Salem 
Ave., Dayton, Ohio. 


FOR SALE — 1941 CADILLAC hearse, 


20,000 miles. New tires. Just like new 
inside and out. Body by Sears and Seo- 
vill. Reasonable offer or trade. Box 4917, 
c/o Automotive News, Detroit 26. 


WHITEHEAD & KALE trailer with 1950 


Chevrolet tractor. Trailer revamped to 
haul 1955 models. Complete outfit in good 
operating condition. Equipped with air. 
Will pass I.C.C. in any state. Box 4898, 
c/o Automotive News, Detroit 26. 


© Sell Right 


Detrolt 27, Mich., WE 3-6445 


TRUCKS WANTED 


WANTED—USED JEEPS, Willys 4x4 sta- 
tion wagons and pickups, Prefer trans- 
port load. Call, wire or phone Kurland 


Motors, 1134 Broadway, Denver, Colo. 
BUSES WANTED 


WILL BUY USED school buses—36 to 66 
One or twenty, also airpor- 
ters. Dealer, Box 4748, c/o Automotive 


passengers. 
News, Detroit 26. 
ANTIQUE CARS FOR SALE 





CADILLAC 8 SEDAN; built November, 
A rare car; 
Box 398, 


1934, 45,000 actual miles. 
original condition at $600. 
Aspen, Colo. 


FOR SALE: About 1904 Hatfield buggy- 
about, Good basic condition. Make offer. 
Hilltop Garage Service, Mt. Jewett, Pa. 





MISCELLANEOUS 


Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


MOTO-MATIC 
TOW ° GUIDE 


BRAKE-MOBILE 


TOW « PILOT 


with Automatic Brake 


Cannot Be Matched 
At Any Price 
Write Today for 
Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry" 
Since 1939 

























MISCELLANEOUS 


1000 BUSINESS CARDS, raised printing 
(2 eolor) $4.50. Cuts 
inserted—50c extra per 1000. Samples 
A-5, 


(1 color) $3.50; 


free. Business Specialties, 
1422 Rosemont, Chicago, Il. 


Ask the Man Who 
Tows—He Knows 


Automatic BraKinG 


Is the Cheapest 
- INSURANCE - 
You Can Buy 


COMPLETE with 
Guide Cables ond © $6] 45 
BRAKE HOOK-UP... 


Dept. 


Meets ALL 1.C.C. Requirements 


WITH BRAKE HOOK-UP 


ONLY. ..°51‘ ait 


Meets 1.C.C, Strength Requirements 
—-SPECIAL— 


STEEL (Tow Bar) CARRYIN 
CASE wise Wheels & Handles $1 3.95 
(Add SBc for Padiock with 2 Keys) 


$19.50 
$42.50 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
40 So. Clinton St., Chicago 6, lil. 


TRI-KING 3-Peint Hook- 
Up Intra-State Tow Bar 





For Quick Results 
Use Automotive News 
WANT ADS 


WE DARE 
YOU 
TO READ THIS! 


Why? If you are a new or used car dealer, you will take advantage of the 
opportunity to buy our 1952-1953 and 1954 Fords, Plymouths and Chevrolets 
at our new lower prices and really make a handsome profit. These cars are 
all one owner cars and in excellent condition—ready for your lot or show- 
room. A large selection of colors to choose from. No need to stand around 
waiting for a car on the block. Our cars are displayed indoors where you can 
select from over 200 really beautiful cars. Special prices on purchases of 4 or 
more and transport service can be arranged. See these cars at 


13315 Brookpark Rd. 
Cleveland 11, Ohio 
Winton 1-7660 


4038 Chestnut St. 
Philadelphia 4, Pa. 
Evergreen 2-0400 


THE R. A. COMPANY 


“World's largest wholesaler of fine used cars” 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [J 
All Other Countries — One Year $12 [[] or Two Years $20 [] 
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Tired of “Wheel-and 


Universal ‘Jeep’ 











*70O 


ON ANYTHING 


-~ 


fleal” competition 


Franchised Jeep’ dealers have no competition ! 


Many dealers these days are forced against their will into give-away deals, crazy trades and circus promotions to keep up with 
some blue-sky competitor down the street. 


Are you one of them ? If you are, you'll want to hear about the franchise for a line that has no competition in its field 

—the ‘Jeep’ family of 4-wheel drive vehicles. Only Willys makes the ‘Jeep’ and only ‘Jeep’ dealers sell it. 

That means a ‘Jeep’ dealer can attain full profits on every sale. And with prospects in such a wide range of markets, including 
business, industry and agriculture, he has opportunity for a profitable operation every day in the year. ‘Jeep’ dealers are also 
assured full profit by the high resale value of used ‘Jeep’ vehicles, and the fact that 50% of their sales are clean deals! 

What this means to you — More than 620 new dealers have signed up recently to sell the Universal ‘Jeep’ and other 


members of the ‘Jeep’ family of 4-wheel drive vehicles...after getting the facts. To see what these facts can mean to you, contact 
Dealer Development Department, Willys Motors, Inc., Toledo 1, Ohio. 


As a franchised dealer for the ‘Jeep’ family you'd have these 6 roads to extra profits 
|. Freedom from competition. (As explained above). 


2. High resale value. The average 2-year-old Universal ‘Jeep’ commands up to 90.4% of factory list price... 
your assurance of customer satisfaction and profitable deals when you wash out ‘Jeeps’ taken in trade. 


3. High percentage of clean deals. Nearly half the sales are made without trade-ins .. . full profit is attainable on each sale. 


4. High service absorption. Even with its famed ruggedness, the ‘Jeep’ family requires frequent service because of 
its daily use in business ... and most service jobs come back to the dealer instead of the independent garage. 


5. Lowest-priced 4-wheel drive trucks. As the lowest-priced 4-wheel drive truck in America, the ‘Jeep’ Truck has the inside track 
in the growing trend toward 4-wheel drive trucks in business, industry and agriculture. 


6. Plus profits from special equipment. You'd sell more than 50 kinds of additional special equipment, with profitable “extras” 
on many original sales. And every time the owner has a new job to do, he becomes a prospect for a new piece of equipment. 








eal 
we ‘Dy 


‘Jeep’ Truck ‘Jeep’ Station Wagon ‘Jeep’ Sedan Delivery 


The * e 
jeep family of 4-wheel drive vehicles 
® 





